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Top Cars 


New-car registrations for 11 
months, plus 36 states for De- 


1956 

Pos. 
1,319,812— 2 
1,513,867— 1 
467,198— 4 
513,354— 3 
423,926— 5 
348,606— 6 
266,318— 7 
212,690— 8 
128,120— 9 
103,844—10 
97,327—11 
68,831—13 
74,311—12 
41,322—14 
9,690—18 


Make 
Ford 
Chev. 
Plym. 
Buick 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Rambler 
Stude. 
Lincoln 
Imperial 
Edsel 
Met. 
Nash 
Packard 
Hudson 


6,903—19 
24,717—16 
28,199—15 
11,523—17 

Cont’l 1,533—20 
Misc. 91,360 
Total All Makes 

5,787,312 5,753,951 

Further details on Page 48. 
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Dealers Face 55-Day Supply of 758s .. . 


Stockpile Rises 20% 


By Maynard M. Gordon 
News Editor 

ISING to an estimated 781,446 

units, franchised dealers’ inven- 
tories of U.S.-made new cars made 
their largest advance of the new- 
model year last month. 

The monthly census by Auto- 
motive News showed that the 
stockpile rose 129,238 new cars 
during January and reached a 
staggering 55-day supply by 
Feb, 1. 

This compared to a revised total 
of 652,208 inventoried cars for Jan. 
1, which represented a 46-day sup- 
ply. The Jan. 1 total reflected a 
boost of 120,959 units from the pre- 
vious month. 

af > > 
ir SPITE of the two straight 
months of stockpile bulges, the 
Feb. 1 total still was 10 percent 
below the alltime high for that 
date. The record was set two years 


Ford Tops Chevy by 37,329 
As *57 Sales Hit 5,982,342 


By Rebert M, Lienert 

Associate Editor 
-TWO years of frustra- 
tion ended last week for Ford 
otor Co. with final new-car 
on figures for 1957 show- 
ing Ford ahead of Chevrolet for the 

est time since 1935. 

outsold by Chevrolet 
in November and December, Ford 
earlier 


front. The final count was 
41493617 for Ford and 1,456,288 

fer Chevrolet. 
Ford’s margin was 37,329 units. 
With a total of 5,982,342 registra- 
1957 ranked as the third-best 
year in history. It was topped 
y by 1955, with 7,169,908, and 
, with 6,326,438. 

> > 

oasis total for 1957 was only 
slightly ahead of 1956, pre- 
‘¥iously the third-best year, when 
$955,248 new cars were registered. 
* Ford’s margin of victory was 
“net as decisive in 1957 as it had 
been in 1935, the last time it 


Revival of Aero 
Hinted in Pact by 
Chrysler, Willys 


DETROIT.—Chrysler Corp. has 
Sold its three-year-old Plymouth 
dies to Willys-Overland of Brazil 
in exchange for the right to build 
the postwar Willys Aero car in this 
country, Automotive News learned 
Thursday. 

Meanwhile, Vice-President 

Clay Ford revealed that 
Ford Motor Co. had built clay 
mockups for a small car “unlike 
the British Ford.” Chevrolet Gen- 
eral Manager Edward N. Cole, 

however, declared that his divi- 


Chrysler, which has been explor- 
ing small-car possibilities for over 
@ year, still has not decided 
whether to use the Willys dies or 
Make an importing deal with a 
European manufacturer, it was 
disclosed. 


» Chrysler President L. L. Colbert 
dis- 


- @ussing possibilities at their 
eo meeting in New York meee 


Pa 
Fe 
2 


3 (Continued on Page 66, Col. 3) 


wound up on top. That year, 
Ford sold 826,519 new cars, com- 
pared with 656,698 for Chevrolet. 

Chevrolet’s sales supremacy in 
1954 had been challenged by Ford, 
but figures compiled by R. L. Polk, 
industry statisticians, showed totals 
that year as 1,417,453 for Chevrolet 
and 1,400,440 for Ford. 

Plymouth moved into third place 
for 1957, after spending three years 
mired in fourth. Buick, which had 
been No. 3 seller in 1956, 1955 and 
1954, fell back to fourth last year. 

7 . > 


THER makes in the Top Ten 

held rankings unchanged dur- 
ing 1957, in this order: Oldsmobile, 
Pontiac, Mercury, Dodge, Cadillac 
and Chrysler. 

DeSoto maintained its position 

in No. 11 spot. Rambler moved 
ahead of Studebaker to go to 
12th place, pushing Studebaker 
back to 13th. Lincoln was un- 
changed in its 14th-place rank- 
ing. 
No. 15 last year was Imperial, 
which spurted three rungs above 
its 1956 position on the sales ladder. 
Sixteenth last year was Edsel, 
which was not on the market in 
the previous year. 

Metropolitan moved up from 19th 
to 17th, while No. 18 in 1957 was 
Nash, which dropped from 16th 
rating in the previous year. Pack- 
ard was 19th, down from No. 15 in 
1956; Hudson was 20th, down from 
No. 17, and Continental was 2ist, 
down from No. 20. 


Inside 
Auto News 


How Chevrolet and Ford 
view car. Page 2. 
Dealers begin to shuffle 
lines in Midwest. Page 3. 
When two miles can wear 
out a new car. Page 8. 
New slump hits service 
selling. Page 28. 

Senator Kefauver fails to 
find price culprits. Page 10. 
. yy prices, Page 48, 


, Page 50 se 
 Kaitorial, Pace 


New-car 
14 


ago, when stocks of new cars to- 
talled 870,399. 

However, the Feb. 1 accumulation 
of 781,446 new models was more 
than 150,000 units—or 24 percent— 
above the comparable 1957 total. | 1 
The stockpile between Jan. 1 and| 
Feb. 1 of this year rose approxi-| 
mately 20 percent. 

The inventory climb last month | 
was not unexpected, New-model 
selling rates, except for a few 
“hot” makes like Chevrolet and 
Oldsmobile, have fallen into the | 
trough in December and January. | 

Prospects for a recovery are un- 
certain at this point. The weather 
certainly has played a part in the! 
winter-long slump, and there are 
a number of optimists who believe 
that this is the year for the spring} 
upsurge to materialize. Such a lift | 
was conspicuously missing in 1956) 
and 1957. 


I OOKING backward and keeping) 
4 in mind the current UAW con- 
tract negotiations buildup, these 
observers sef a sharp comparison 
between th¢ 1958 and 1955 auto 
business trends. 

Three yedrs ago, when the auto 
manufacturers and the UAW 
Walter P. Reuther last sat dow 
the bargaining table, monthly 
rates skidded well below the 
mark in beth January and 
ary. 


to 


which the industry entered 
’55-model season. 

Suddenly, as the Big Three and 
the UAW opened conferences on 
Reuther’s precedent-breaking de- 
mand for a guaranteed annual 


This issue includes the monthly 


SERVICE SECTION 


$8 Per Year, 25c Per Copy 


315000, 


wai DRL. 


reg: 

istered; April, 651,855; May, 661,304, 

and June, 681,372. These totals 
‘ (Continued on Page 4, Col, 1) 





Dealers’ Total New-Car Stocks 


(In Field and in Transit to Field) 


Lk ee eee 
CY 4 1, 1957 
FF 3 


(ian. 1, 1958 
/ 


LGM 
SP AIVITTTTTT: Pam con 


ttt Me Me Med. 
March 1, 1957 


M03 


PREVIOUS 


HIGH 


903,789 Cars—March 1, 1956 


wt, 1051 VIGISI SIF, 630.034 Cars 


652,208 Cars 


512,018 Cars 


RECORDS 


Low 
157,607 Cars—Nov. 1, 1954 


—Automotive News compilation 





Auto Excise Slash Urged i in Senate 


By William Uliman 

Washington Correspondent 
ASHINGTON, — Senator Paul 
Douglas, Illinois Democrat, last 
week proposed that the auto excise 
tax be cut in half—if there’s a 
“reasonable guarantee” that the cut 
will be passed on to the consumer. 
The proposal was made as Doug- 
las introduced bills to cut taxes by 
$44 billion as an anti-recession 
move. It was made as the Kefauver 
subcommittee ended the first round 

of hearings on auto prices. 
The first round of the hearings, 
which produced little precise in- 

+o a. 


Romney at Heariags— 

George Romney , president of 
American Motors, with Senators 
Alexander Wiley, msin Republican, 
and Estes Kefavyer, nessee Democrat 
and chairman of the subcommittee 
which looked into ae, Romney 
told the senators . a 
and big unions s dpe split up. 
Wirephoto) 


formation on auto pricing but a | 
host of suggestions for reshaping | 
the nation’s economy and tax 
laws, ended with questioning of 
American Motors President | 
George Romney. 

Douglas said slashing the auto 
tax from 10 to 5 percent would 
benefit car buyers to the tunc 
$500 million if the reductions were 
reflected in loweg. ptecs. 


(OTHE House sd, Rep. Chase 


his bill to repeal excises on . vehi- 
cles. Introduced last year, the legis- 
lation is pending before ’ 
Ways and Means 

Eliminating these 
berlain said in a 


ing unem 
tive and 
He said 


Chamberlain noted thet 
cises, which he called 
tory, have risen steadily since 1932, 
despite the fact they were imposed 
as “temporary” levies. 
- +. 


Cr THE question of the reces- 
sion, President Eisenhower pre- 
dicted last week that unemployment 
would begin to fall in March. He 
made the statement after the Janu- 


s)qut was proposed. 
= 


that other needed action would be 
taken “in time.” 

The list of antirecession moves 
|included a planned increase in 
public works and an enumeration 
| of steps taken earlier, including in- 
creased defense spending and 
easier eredit for housing. No tax 


NA? gets its chance to comment 
on . Prices and profits 
before the fauver subcommittee, 
(Continued on Page 67, Col. 1) 


put Ebbs 
Trails Year Ago 


By John K. Teahen Jr. 
Stal Writer 
Gs production dipped last week 
a@.U. S. manufacturers assem- 
bled @h. estimated 104,364 units. 
This wa®s.4.3 percent below the 
revised tally of 109,028 for the 
week ended Feb. 8, and marked 
gecond lowest full-week total of the 
year. 

The low point for a five-day week 
ecetrred in the final week of 
when the five companies 

built 104,359 cars. 

Last week’s count was 85.6 per- 
cent of the Automotive News 
three-year index, and was 28.4 
percent below the 145,846 cars 
assembled in the co; 
week of 1957. 

As the auto manufacturers headed 
into the last half of February, it 
was certain that they would fall far 


.}short of the 570,650 cars built in 


February, 1957. The mid-month 
total this year is 213,392, and a total 
(Continued on Page 67, Col, 1) 
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Dealer Group Chief Slaps Factory Ads... 


‘Auto Week’ Slated in Cleveland 


good at best and often are harmful| dealer gets $50 per car for his 35th 


aes new-car advertising is 
not helping to break down the 
stone wall of buyer resistance, 
David L. Blaushild, president of the 
Cleveland Automobile Dealers Assn. 
declared last week. 

Blaushild made the charge at 
@ meeting attended by dealers, 
factory men, bankers, industrial- 
ists and the press. The meeting 
was called to outline plans for a 
giant “Cleveland Automobile 
Week” which begins next Mon- 
day (Feb. 24). 

“Factory ads,” Blaushild asserted, 
“are not aimed at the buyer to 
loosen his pessimism and fear. 
They’re simply product advertising 
—advertising which we do not be- 
lieve will sell cars in today’s mar- 
ket.” 

” oa - 

E CONTINUED: “Mr. Manu- 

facturer, we dealers do not feel 
that sales contests, dealer incen- 
tives or wishful thinking about air 
rides, torsion rides or the quality of 
the frame will create an urge in 
the stony mind of today’s buyer. 

“The buyer is the key, Mr. 
Manufacturer, not the dealer. Let 
us aim our full ammunition at 
the buyer.” 

The “Auto Week” campaign is 
intended to do just that. Newspaper 
advertising, posters, banners in 
hotels and factory bulletin boards 
will be utilized, and dealers will 
display decorations of uniform 
color at their places of business. 


In addition, the retailers have 
been urged to use special promo- 
tions of their own such as flowers 
for the ladies, comic books for the 
children and free coffee and dough- 
nuts, 


pave» urged all Cleveland 
industry to team with the auto 
men for a general revitalization of | 
business. 
“We think that apathy, fear and 
pessimism are the evils that are 
hindering our business,” he said. “If 
this situation continues, it has been 
estimated that 25 percent of the 
automobile dealers in this commun- 
ity will be out of business within 
12 months.” 
It was reported that the dealers 
have engaged Bill Veeck, former 
president of the Cleveland In- | 
dians baseball club, to conduct 
the promotion campaign. 
Blaushild’s blast against factory 
sales contests and incentive pro-| 
grams has been echoed by many) 
other dealers in recent years. These | 
men claim the contests do little 





Common Stocks 


Feb. Feb. 1957-58 
High low 
9% 5% 

82% 52% 

59% 35% 

47% 33% 
8% 2% 


12 5 
Am. Motors 9 


9% 
55 
41% 
35% 

3% 


28.95 











Auto Production ............... 109,928 104.5 74.1 
ED” svc cc ccerseere we 439 106.4 84.9 
Auto Registrations—'57 cumulative 5,787,312 100.6 
Truck Registrations—'57 cumulative 828,196 ica 96.1 
Steel Production—tons ......... 1 457,000 99.9 58.3 
Paperboard Production—Tons.... 251,516 103.1 89.0 
Seft Coal Output—tons ........ 8,130,000 98.0 92.6 
Oil Refinery Output—torreis . 49,566,000 101.5 93.0 
Electric Output—Kilowatt hours .. 12,238,000,000 98.7 99.3 
Barometer Freight Car Loedings 324,844 101.9 81.3 
Department Store Sales index .. 92 98.9 97.9 
Steck Market Price index ..... 308.1 99.9 95.5 

U.S. Government Spending 
—Fiscal year to date ........... $49,461 568,000 sede 108.2 
Commercial and Industrial Leans $30,201,000,000 99.3 101.3 
Savings Deposits .............. $24,790,000,000 100.8 110.7 
Used-Car Prices—Average........ $995 98.9 101.5 
pp enegen at sdeae 119.2 


Business Barometer 
Automotive News Economic Index — 


101.1 Perceat of Last Woek 
92.2 Percent of Like Week, Last Year 


because they promote cutthroat 
price competition among dealers 
handling the same line. 

* * * 


Cee many other re- 
tailers feel the contests actually 
do achieve their goal of spurring 
dealers and salesmen to greater 
efforts. ; 

Most factories hold the latter 
viewpoint. Nearly every maker of- 
fered some sort of cleanup bonus 
last fall, and nine manufacturers 
currently have some type of sales 
contest in effect. 

The five Chrysler Corp. lines 
are offering cash awards to sales- 
men for each car sold. Pontiac 
dealers can win vacation trips, 
and parts and service managers 
can win cash. 

Mink coats, capes and stoles are 
the incentives for Studebaker- 
Packard dealers handling Mercedes- 
Benz, while Mercury and Edsel are 
paying cash bonuses to dealers. 


A summary of recently announced 
factory sales contests appears 


below. 
- af * 


Mercedes-Benz 


TUDEBAKER- PACKARD deal- 
ers who hold Mercedes-Benz 
franchises are competing in a 
“Mink for the Ladies” contest 
which ends Feb. 28. 


Dealers have been divided into! 
two groups on the basis of volume,)| 


and they receive points for each 
Mercedes unit delivered. The win- 
ner in each group will receive a 
three-quarter-length mink coat. 
Mink jackets and stoles go to sec- 
ond and third-place winners. 


Pontiac 


Pas and service managers will | 


share $50,000 in a contest that 
compares sales volume for the first 
six months of 1958 with that of the 


and second-place awards will go to 
about 100 managers. 
* > > 


Mercury 


A “PERFORMANCE DIVIDEND 
CONTEST” for dealers has re- 
placed the vacation contest which 


| was cancelled. The new event offers) 


rebates on new and used-car sales 
and on sales of “special option 
packages.” Contest dates are Jan. 
21 to March 31. 


seven volume classes and will re- 
ceive bonuses of $50, $100 and $150 
per sale for exceeding their quotas. 


In the highest volume class, a 








2 Dealerships Burn 


CLEVELAND, Ga. — Stamey 
Chevrolet and Nix Ford were dam- 
aged by fire that gutted the nearby 
dining room and dormitory of 
Tryett-McConnell Junior College in 
the downtown section of this North 
Georgia town. 


Percent of 
* Percent of Like Week 
Last Week Last Year 

























to 44th sale, $100 for his 45th to 
59th sale and $150 for additional 
sales. 

Dealers in the lowest volume 
group get $50 for their 7th and 
8th sales, $100 for the 9th and 
10th and $150 for additional sales. 
The used-car rebate is based on 

inventory reduction. If a dealer had 
40 used units in stock at the be- 
ginning of the contest and 10 at 


the end, he would have reduced his |” 


stock by 75 percent. He would re- 
ceive $75 for each unit of reduction. 
The offer does not apply to the last 
five used cars in stock. 


The factory also will rebate $55 
to dealers for each Medalist, Mon- 
terey or Commuter sold with auto- 
matic transmission, power steering, 
radio and wheel covers. A car must 
have at least these four items to be 
eligible for the rebate. 








Mercedes and Mink— 


Ida Mae Slabaugh models a mink 
jacket that is one of the prizes in 
Studebaker-Packard's “mink for the 
ladies" contest. S-P dealers holding 
Mercedes-Benz franchises can win coats, 
jackets or stoles for their wives. Dealers 
receive points for each Mercedes unit 
sold during the contest which closes 
Feb. 28. 





Ford, Chrysler Profits 
Exceed 1956 Levels 


DETROIT.—Ford Motor Co. and 
Chrysler Corp. reported that 1957 
dollar sales set records and that 
profits exceeded those of 1956. 

Ford’s 1957 sales were put at 
$5,771 million, the highest in 
company history and 24.2 per- 
cent above the $4,647 million for 
1956. 

Profit for the year was $283 mil- 
lion, an increase of 19.5 percent 
from the $237 million in the 
previous year. 

The profit total was exceeded by 
the $437 million earned in 1955 
when dollar sales amounted to 


corresponding peried of 1987. First | 284 million. All profit totals ex- 


clude income set aside for the pay- 
ment of U. S. and foreign income 
taxes. 


Dollar sales of Chrysler Corp. 
set a new record in 1957 of $3,- 
564,982,510. That, the corporation 
said, was 33 percent above the 
1956 total and 3 percent over the 
previous record year of 1955. 
Earnings for Chrysler Corp. in 
1957 amounted to $119,952,406, com- 
pared with the 1956 yield of $19,- 


| 952,969. Chrysler said 1957 earnings 
In the new-car rebate section, | 
dealers have been divided into) 


were exceeded only in 1949 and 
1950, 

Earnings amounted to 3.36 per- 
cent of sales in 1957, the corpor- 





the record 1955 total of 2,613,195 
units. 

Ford said its unit sales 
amounted to 30.9 percent of the 
total industry’s factory sales of 
cars and trucks, the company’s 
highest market penetration dur- 
ing the postwar period. 

Other data reported by Ford 
included: 

Expenditure in 1957 for expan- 
sion, modernization and replace- 
ment of facilities (excluding special 
tools)—-$376 million. 

Total assets at the end of 1957— 
$3,115 million, a gain of $322 mil- 
lion during the year. 

Net worth at the end of the 
year—$2,150 million, up $162 million 
since the end of 1956. 

Meanwhile, General Motors re- 
ported that the average hourly 
earnings of its employes set a 
record in 1957 and that its world- 
wide payroll for the year was the 
second highest in history. 

GM said an average of 350,398 


| hourly-rated workers in the U. S. 


earned $2.64 an hour while working 
an average of 38.6 hours per week. 
In 1956, average hours amounted 
to 39 per week and the average 
wage was $2.48 per hour, GM said. 

The corporation said it paid a 
total of $2,955 million to an average 
of 588,160 people working at all its 
facilities around the world in 1957. 


Buick Awards 
Ad Account to 


McCann-Erickson 


DETROIT. — Buick last week 
named McCann-Erickson, Inc., to 
handle its $24 million advertising 
account. The announcement ¢jj- 
maxed eight weeks of interviews 
and presentations which began 
when Buick cancelled its contract 
with Kudner Agency Dec. 16. 

McCann - Erickson subsequently 
announced that it had resigned al] 
Chrysler Corp. accounts, which in- 
cluded Chrysler Corp. institutional, 
Chrysler division, Chrysler Export, 
Chrysler of Canada, Chrysler dis- 
tributorships overseas and various 
departments of Chrysler Corp. such 
as the Training Center handled by 
McCann-Erickson affiliates. 

These accounts were said to total 
some $20 million anually. 

Edward T. Ragsdale, Buick gen- 
eral manager, said M-E will take 
over the Buick account June 1, the 
day the contract with Kudner is 
terminated. However, M-E will 
begin work immediately on Buick’s 
1959 model announcement, 

The Chrysler accounts are to be 
given up within 90 days. The 
|McCann-Erickson resignation 
touched off a new round of specul- 
ation as to which agency or agen- 
cies Chrysler would pick to re 
place McCann-Erickson. 

McCann-Erickson for some time 
has handled the overseas account 
of Adam Opel AG. Adam Opel is 
the General Motors affiliate in 
Germany which makes the Opel, 
handled in the U. S. by Buick 
dealers. 

McCann-Erickson had total bill- 
ings of $219 million in 1956, the last 
year for which complete figures are 
available. This placed the agency 
second to J. Walter Thompson Co. 
which led the field with $255 million 
that year. 

Among the other accounts serv- 
iced by McCann-Erickson are 
Westinghouse Electric, B. F. Good- 
rich, Coca-Cola, Liggett & Myers, 
Esso Standard Oil, Bell & Howell, 
Swift & Co. and Owens-Corning 
Fiberglas. 


Lloyd Import Firm 


Moves to Miami 


SOUTH BEND.—Norwood D. 
Craighead, former president of 
Lloyd Cars Corp. of America, East- 
ern importer of the German-built 
car, has been named chairman of 
the board. 

F. Wells Shearer succeeds Craig- 
|head as president and James H. 
| Roof jr. has been appointed vice- 
president and general manager. 
Shearer and Roof formerly were 


ation said, compared with 0.75| The total was exceeded only by/| associated as dealers and distribu- 


percent in 1956. 


Ford reported that its dollar 
sales and profit for the fourth 
quarter of 1957 fell below the 
corresponding totals for the pre- 
vious quarter and the fourth 
quarter of 1956. 

Fourth quarter sales were put 
at $1,352 million, compared with 
$1,410 million in the previous quar- 
ter and $1,414 million in the fourth 
quarter of 1956. 

Profit after taxes in the fourth 
quarter was $53 million, compared 
with $59 million in the previous 
quarter and $91 million a year 
earlier. 

Unit factory sales of cars and 
trucks amounted to 2,224,205 in 
1957. The figure was above the 1,- 
963,857 units sold in 1956 but below 


4-Seat T-Bird 
Priced at $3,630 


DETROIT. — The new four- 
passenger Thunderbird, which 
Ford dealers placed on display last 
week, is priced at $3,630.85 includ- 
ing Federal tax and suggested de- 
livery and handling charges. Last 
year's two-seat model was $3,408.12. 

Dual exhausts and padded instru- 
ment panel and visors continue to 
be standard equipment. Cruise-O- 
Matic transmission is available at 
$212.40, compared with $215 for 
Fordomatic last year. 

J. O. Wright, Ford division gen- 
eral manager, said dealers took 
orders totalling $12 million for 
3,000 of the cars before introduc- 
tion day. 











| 


the 1955 figure. 


The payroll report was a pre- 
liminary to the annual _ report 
of GM. 


|tors of the Willys Jeep in Miami. 

Craighead said the firm’s execu- 
tive and operational offices will be 
| moved from South Bend to Miami. 





First Nonseasonal Jump ba ak i 


Business Index Gains 1.1% 


Led by increases in car and 
truck production, the AUTOMOTIVE 
News Economic Index has risen 
and now stands 1.1 percent above 
last week’s level. 

It was the first week-to-week 
increase in the index since the 
new barometer series was begun 
in early December that could 
not be accounted for by holiday 
fluctuations. 

The pre-Christmas rush, reflected 
chiefly in increased department 
store sales, bolstered the index in 
mid-December. Recovery from 
holiday lulls in production pushed 
the index up in early January. 

But this is the first increase in 
the overall level of business in the 
last two and a half months that 
is due to nonseasonal upturns in 
the various indicators. 

In addition to car and truck 
output, gains were recorded by 
four other indicators—paper- 
board production, oil refinery 
output, freight car loadings and 
savings deposits. 

(In a time of decreased consumer 
spending, an increase in savings 
deposits has its pessimistic as well 
as optimistic overtones. It shows 
that consumers are not spending 


but it also shows that they have 
the money to spend, when they 
are persuaded to buy.) 

Another strong point in the 
index is that steel production 
slipped by a mere 0.1 percent from 
the previous week. Steel output 
dropped by more than 2 percent 

(Continued on Page 68, Col, 3) 





Ford Economist Sees 


Upturn in 4th Quarter 


NEW YORK. — George P. 
Hitchings, manager of the Ford 
economic analysis department, 
said the business downturn will 
be reversed in the last quarter of 
1958, if the recession follows the 
pattern of the other two since 
World War IL 

He said the current dip had 
been following the pattern of the 
1948-49 and 1953-54 declines s° 
far. “If developments in March- 
April indicate a deviation below 
this pattern, more vigorous Gov- 
ernment policies will be required 
to prevent a cumulative decline 
in incomes, spending and pro- 
duction,” he said. 
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Dealer Forum 


by Robert M. Finlay 





HAT does the auto business 

need? Good men with good 
intentions who will do what they 
agree to do and not sit in meetings 
with mental reservations. 

That’s the view of J. J. Mann, 
who has a word or two to say 
about the advice (“look to your- 
selves, dealers”) given by James 
L. Morgan in a recent column. 
Morgan is a young sales manager. 

Mann cites the difference in obliga- 
tion between a dealer and a sales 
manager: 

When a dealer signs up with the 
factory, it’s a marriage for better 
or for worse. The greatest sales 
force in the world cannot sell a 
car if it is not publicly accepted. 
This can be seen in the number of 
manufacturers of automobiles, and 
also dealers, who have gone out of 
business in the last 30 years. Not 
all the dealers who went out of 
business suffered from bad man- 
agement. Some of them suffered 
from bad product. 

> 


Manager Can Move 


SALES manager can move to 

the selling line that takes the 
public fancy but a dealer has in- 
vestments, obligations, contracts, 
buildings, parts, inventory and 
other things too numerous to men- 
tion here. He has to stay with the 





hopes that the factory can see the 
error of its ways and build some- 
thing the public wants, so, some- 
times he stays on with the factory 
promise. He may lose his business 
and his life’s savings as a result. 
Mann says it is evident that 

Morgan does not live in a metro- 

pelitan area where television, 

radio, newspaper advertising, 

“would-you-takes” and every con- 

ceivable gimmick are used to give 

away dealer profits. 

The metropolitan new-car cus- 
tomer, says Mann, comes to the 
showroom thoroughly infected by 
gimmick advertising. 

He has seen pictures on television 
with so much down and so much a 
month (terms available to the few, 
not the many). He has read the 
advertising headlines that omit im- 
portant items in the delivered price 
of a car. 

How are you going to bring him 


Former Pa. Dealer Sued 


For Breach of Contract 


NEW CASTLE, Pa—A $3,959 
breach-of-contract suit has been 
filed by Orlando Pontiac, Inc., 
Ellwood City, against D. W. 
Thomas, former operator of an auto 
sales and service shop here. 


Orlando Pontiac said Thomas 
failed to comply with terms of a 
lease calling for maintenance and 
repair of property which it rented 
to Thomas. It would cost $3,959 to 
make the repairs, Orlando Pontiac 
said. 
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down to earth and give him the 
cold facts on the price he must 
pay. Eventually he must come to 
this, but will he do it before he 
shops other dealers to find out if 
what you are telling him is true? 

= * * 


Where He Gets Lost 


= result, adds Mann, is that 
the salesman who does sell him 
the car rarely collects the commis- 
sion. Mann gives this example: 

Joe customer comes to the sales- 
room, where the salesman goes 
through the sales routine—product 
selling, demonstration, followup 
house calls. Finally the customer is 
convinced that he should buy that 
make of car and then he goes shop- 
ping for price. Ultimately a ten- 
dollar bill may separate him from 
the salesman who sold him on the 
car. 

The question of equipment on 
cars presents another problem 
which draws comment from Mann. 

First of all, he says that with 

the low profits of the day it is 
practically impossible to deliver 
a car out of stock unless you 
want to lose money. And, he adds, 
“losing money has no future.” 

No matter how large a stock the 
dealer carries, Mann says it is im- 
possible to outguess the public. 
There are always some options 
customer wants that aren’t on the 
car, or that are on the car and the 
customer doesn’t want. He'll take 
the extras if you give them to him. 

In the long run, the factory 

must make a profit, the dealer 
must make a profit and the sales- 
man must make a living. If this 
is to be done, the man in the 
street must be better served. 

“But until that state is achieved,” 
Mann adds, “there will always be 
dog-eat-dog competition. Some 
this is healthy, but there is nothing 
healthy about the way it has got- 
ten out of hand.” 


Fired Employe 
Suit for Libel 


CHARLOTTE, N. C.—Charles J. 
Ahrens, former service manager 
for Daniels Motor Co. (Lincoln- 
Mercury), has appealed to the 
North Carolina’ Supreme Court in 
connection with his $20,000 libel 
suit against a dissatisfied customer 
who, he charges, caused him to lose 
his job. 


The suit was tried in Mecklen- 
burg County Superior Court last 
fall, and a jury awarded Ahrens 
$2,000 damages. The verdict later 
was set aside by Judge James B. 
Craven jr. 

The plaintiff gave notice of ap- 
peal from the judge’s action, and 
has just perfected the appeal with 
the Supreme Court. 

The action is against Luther C. 
Robey, of Mecklenburg County, 
who ordered certain repair work 
done on his automobile. The work 
was supervised by Ahrens, who col- 
lected the bill for it. 

Ahrens contends that Robey 
later wrote a “malicious letter” to 
the service manager of Lincoln 
and Mercury division which alleg- 
edly said: 

“I complained to the service 
manager at Daniels Motor Co. 
over excessive charges but to no 
avail. This man was quite in- 
toxicated at the time of the con- 
versation . . . smelled very 
strongly of alcohol... My car 
is still not timed properly.” 

Ahrens said he was discharged 

shortly after the incident and said 
that in his opinion the letter 
caused him to lose his job. He asks 
$10,000 actual and $10,000 punitive 
damages. 

Robey, in his answer, contends 
that the main gasket was left out 
of his car, causing it to use 15 
gallons of gasoline between Char- 
lotte and High Point, N. C., a dis- 
stance of some 75 miles. © 
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California Officers— 


Ed Deemer (left), a Buick dealer, and 
Edward Goldie (Ford) have been elected 
president and vice-president, respectively, 
of the Eastbay Motor Car Dealers Assn. 
in Oakland, Calif. 





3 





Midwest Start Seen 
For GM Dealer Shuffle 


DETROIT.— The announcement 
that three of nine Oldsmobile deal- 
erships in St. Louis are giving up 
their franchises may herald the be- 
ginning of a dealer - realignment 
program discussed by a GM execu- 
tive in Miami last month. 


W. F. Hufstader, distribution 
vice-president, told a group at 
the NADA convention that some 
GM dealers will be eliminated 
and others added “to meet chang- 
ing market patterns and improve 
dealer-profit opportunities.” 

A GM spokesman_said Simms 
Auto Co. was closing at the request 
of Oldsmobile. 

Dennis Simms, an Olds dealer in 
St. Louis 30 years, said he was giv- 
ing up the franchise because “there 


Co-op Ad Funds Upheld 
As Miller Appeal Fails 


CHARLOTTE, N. C.—Dealer co- 
operative advertising funds do not 
violate the antitrust laws and are 
not comparable to the old General 
Motors-GMAC financing tieup. 


This was asserted by Judge 
Simon E. Sobeloff, of the Fourth 
U. S. Court of Appeals, in the 
unanimous opinion upholding Ford 
Motor Co. against charges made 
by Miller Motors, Inc., a former 
Lincoln-Mercury dealer in Winston- 
Salem, N. C. 


The Lincoln-Mercury Dealer 
Advertising Fund (LMDA) to 
which Miller Motors belonged 
did not represent an attempt by 
Ford “to invade and dominate 
the advertising business,” Judge 
Sobeloff said. 


Miller had sued Ford for more 
than $1 million on the grounds that 
the company had exercised “mar- 
over the dealer- 
ship. Chief District Judge Roszel 
Thomsen ruled against the dealer 
last spring, and the appeal fol- 
lowed. A further appeal to the 
U. S. Supreme Court is planned. 

Judge Sobeloff also held that 
Ford’s pressure on Miller to stock 
minimum amounts of genuine fac- 
tory parts “was legitimate under 
the circumstances and did not 
amount to an implied agreement 
not to deal in goods or commodi- 
ties of other suppliers.” 

Miller Motors narrowed the is- 
sues in its appeal brief to the 
LMDA and parts coercion charges. 
But Judge Sobeloff took the op- 
portunity to comment briefly on 
the possible effects of the auto 
dealer good-faith law upon the 
“market domination” and 
wrongful - cancellation charges 
which Miller dropped. 

“Even if the (good-faith) statute 
had retroactive effect, its applica- 
bility to the remaining causes of 
action is doubtful,” the Sobeloff 
opinion said. 

“Much of the plaintiff's evi- 


from asserted maltreatment of 
dealers by the inequitable and 
oppressive use of the manufac- 
turer’s superior economic power. 
“Courts are restricted, however, 
to legally recognize causes of ac- 





Leaser Turns Dealer; 
So Does Physician 


CLEVELAND.—Two unusual 
moves were concluded on the 
dealership front here last week. 

National Auto Rental, Inc., one 


Salter Automotive Imports, Inc., 
has been organized by Dr. Her- 
bert W. Salter, president of the 
medical staff at Doctors Hospital, 
and his nephew, Richard G. 
Salter, head of the Thompson 
Products gas-turbine laboratory, 
te handle Rolls-Royce and Bent- 
ley. 


tion and to properly establish facts 
to sustain them, and they do not 
award damages where the requi- 
site proof has not been made. 

“We lay down no broad rule for 
cases that may arise in individual- 
ized fact situations not now before 
us; we merely hold on this record 
that the evidence adduced does not 
sustain the theories upon which the 
action was brought.” 


Judge Sobeloff said the Lincoln- 
Mercury dealer advertising co-ops 
allowed member dealers “almost 
complete autonomy as to their 
choice of advertising counsel, 
media and copy.” 

“The restraint imposed by 
higher costs of products through 
advertising is only an incidental 
one, the recognized purpose and 
usual effect of advertising being 

(Continued on Page 8, Col, 1) 


N.C. Dealer Units 
Elect °58 Officers 


WINSTON-SALEM, N. C.—Three 
dealer groups in North Carolina 
have elected officers for 1958. They 
are: 

Winston-Salem Automobile Deal- 
ers Assn.: Carl Stewart, Stewart 
Buick Co., president; Bob Neill, 
Bob Neill Pontiac, vice-president, 
and Odell Matthews, Odell Mat- 
thews Motors, Inc., secretary- 
treasurer. 

Wilmington New Car & Truck 
Dealers Assn.: Ivey Sutton, Sutton 
Pontiac Co., president; John Bern- 
nan, Threatt Motors, vice-president, 
and P. R. Smith, Cape Fear Motor 
Sales, secretary-treasurer. 

Greensboro New Car Dealers 
Assn.: William H. Black, Black 
Cadillac-Oldsmobile, president; 
Gordon Vane, Clegg-King Motors, 
Inc., vice-president, and Dexter 
Howard, Greensboro Motor Co., 
secretary-treasurer. 


was too much competition” in the- 
area, 

Simms said “satisfactory arrange- 
ments” had been reached with 
Oldsmobile, The firm’s annual vol- 
ume is about 800 cars, Simms said, 
and business this year has been 
about 20 percent better than last. 


Arthur R. Lindberg, president 
of Arlin Oldsmobile Co., said he 
would close by the end of the 
month. “There’s not enough busi- 
ness to go around and we weren’t 
making a proper return on our 
investment,” he added. 

Lindberg, who also is a Cadillac 
dealer, said he would expand Cadil- 
lac sales in the vacated Oldsmobile 
showroom space. 

Harold Klees said a salesmen’s 
strike that started last November 
was behind his decision to close 
Klees Oldsmobile, Inc. 

He said the salesmen objected to 
inclusion of a “performance clause” 
in a new contract. 

Other divisions are studying their 
dealer setups for possible realign- 
ment, the GM spokesman said. 

Factory-dealer policies and 
other matters of mutual interest 
were discussed in Detroit last 
week at a three-day meeting of 
the GM President’s Dealer Advis- 
ory Committee. 

Dealers from 38 U.S. cities who 
make up the committee and 12 
Canadian dealers met with GM 
President Harlow H. Curtice and 
other top executives. 

Curtice said “I am confident that 
our frank and thorough discussions 
of GM dealer policies and the obli- 
gations GM and its dealers have to 
each other have made an important 
contribution to continued progress 
in factory-dealer relations.” 


“The trend is to operate on the 
basis of less overhead per new auto 
sold, regardless of make,” said 
Homer G. Wonderlin, president of 
Wonderlin-Summers, Inc. 

The firm will continue to sell 
Edsel and will also handle Mercedes- 
Benz. K. C. Summers is a partner 
in the dealership. 

Wonderlin-Summers is the city’s 
second multiple dealership. Mid- 
west Auto Corp. handles Lincoln, 
Mercury, Dodge, mage A _— 
bler and several foreign mak 


Detroit Plymouth Dealers 


Elect New President 


DETROIT.—James A. Mason of 
Hodges Auto Sales, Ferndale, Mich., 
has been elected president of the 
Plymouth Dealer Assn. of Greater 
Detroit. 

Other officers are: Bill Sneth- 
kamp, Palmer Park Auto Sales, 
vice-president; Glenn Walker, 
Glenn Walker Plymouth, Inc., vice- 
president, and Ken B. Brown, Ken 
Brown, Inc., secretary-treasurer. 


On the House... 


A tough dealer attitude against absorbing any 
car price increases, believes Louis Milan, manager 
of the Wisconsin dealer association, “could well be 
the key factor in stiffening the bargaining back- 
bones of the factories with the UAW and thus 
preventing any car price increases this year” 


Sad commentary: 


Just learned that a aades council 


of one of the Big Three divisions petitioned—and 


got—the factory 


to trim back production in order 


to create an artificial seller’s market in that make. 
Some dealers who opposed the move feel they'll 


lose sales to competing makes... 
In sending his Te to recent NADA con- 
‘isenhower 


President E 


pleasure and commercial ioe 


. . Those who supply 
” The industry fought Ike 


hard, to get “pleasure” dropped in ‘connection with cars during 


World War II. 
car market thusly: 


. A top sales manager recently summed up the 
“Voluntary buying has stopped. Salesmen must 


sell instead of being ‘auctioneers of prices’”.. . 
Tomorrow (Feb. 18) the Greater St. Louis dealers association will 


mark its 50th anniversary with the 1958 annual meeting . . 


- NADA 


is planning a 24-day tour of European countries next September . 
Bill Holler’s address to NADA Oldtimers is being put into book form, 
with half of proceeds going to Holler’s Stetson University Fund. 





—Petre Wemuorr, Editor, 
Automotive News 
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Stockpile Rises 20% to 781,000 


(Continued from Page 1) 


smashed previous records for each 
of these months and started the 
industry on its best sales year. 


* * * 


Y THE end of the 1955 first half, 

Reuther and the manufacturers 
had settled for a new contract fea- 
turing supplemental unemployment 
benefits. No strike was called, as 
Ford conceded to the union the 
supplementation principle and Gen- 
eral Motors and Chrysler Corp. fell 
in line. 

Will history repeat? Many of the 
elements of the 1955 situation are 
present today, but others are 
missing. 

Reuther again is seeking to nail 
down a new economic gain— 
profit sharing. Speculation is 
mounting that he may again be 
willing to accept a wolf in sheep’s 
clothing, such as a “trust fund” 
paid out of profits and disbursed 
to employes at the discretion of 
management. 

There is little doubt that the 
UAW tacticians will play up the 
bargaining drama to a fever pitch. 
The Big Three and American 
Motors already have replied with 
vehemence to the profit-sharing 
demand, and more “press release” 
debating is ahead. 

Strike talk will gain in intensity, 
although there still is little evi- 
dence to support the popular theory 
that the Big Three are ballooning 





New-Car Stocks 
In Field, In Transit 


(Complied by Automotive News) 


Dealers 
Total 
Potential 
Inventory 
Stocks 


Cars Cars In 


is Transit 
Field 


440,254 
434,136 
407,830 





562,498 


duly 
Aug. 1, °53.... 517,119 82,200 599,319 
Sept. 1, "63... 614,569 74,500 589,069 
Oct. 1, "53... 619,037 60,900 579,937 
Nev. 1, "63.... 538,087 68,300 606 ,387 
Dee. 1, "53... 430,876 29,000 459,876 
dan. 1, 'S4.... 428,126 36,600 464,725 
Feb. 1, "54... 466,176 526,776 
Mar, 1, 54... 611,122 62,000 573,122 
Apr. 1, "64... 541,911 64,000 605,911 
May 1, °S4.... 538,775 607,275 
dune 1, 54... 503,219 62,500 565,719 
duly 1, "64... 445,665 62,500 508,165 
Aug. 1, '54.... 390,854 57,000 447,854 
Sept. 1, "54... 355,654 50,400 406,054 
Oct. 1, "54... 267,469 29,000 296,469 
Nov. 1, "54.... 120,107 37,500 157,607 
Dee. 1, "54... 203,453 61,700 265,153 
Jan. 1, °55.... 293,381 362,381 
Feb. 1, °55.... 373,573 88,100 462,673 
Mar. 1, '55.... 467,655 562,655 
Apr. 1, ’56.... 643,538 
May 1, °55.... 660,341 102,700 763,041 
June 1, '565.... 755,498 848,498 
* duly 1, °55.... 736,501 77,000 813,591 
Aug. 1, °55.... 735,447 71,500 806,947 
Sept, 1, °55.... 675,964 37,300 ‘713,264 
Oct. 1, °55.... 489,475 538,375 
Nov, 1, '56.... 487,666 87,600 575,266 
Dee, 1, "55.... 645,707 77,400 723,107 
dan, 1, °56.... 755,177 53,300 808,477 
Feb. 1, "56... 301,499 68,900 870,399 
Mar. 1, ’56.... 840,089 63,700 903,789 
Apr. 1, 'S6.... 827,977 68,100 396,669 
May 1, 'S6.... 846,286 56,300 902,585 
June 1, "56.... 746,012 52,890 798,902 
duly 1, '56.... 613,451 50,568 679,596 
Aug. 1, ’56.... 661 53,026 588,172 
Sept. 1, °56.... 456,013 48,382 504,395 
Oct, 1, '56.... 288,103 314,003 
Nov. 1, °56.... 212,967 277,975 
Dec, 1, '56.... 318,587 . 79,656 
dan, 1, "57.... 461,850 50,168 512,018 
Feb. 1, ’57.... 561,934 63,100 630,034 
Mar, 57... 664,608 68,400 
Apr. 1, ’57.... 682,790 63,125 745,915 
May 1, ’5S7.... 677,705 737,205 
dune 1, °57.... 724,329 63,420 787,749 
duly 1, 57.... 682,121 63,090 745,211 
Aug. 1, '57.... 645,445 59,300 104,745 
Sept, 1, '57.... 684,484 45,052 129,536 
Oct. 1, '57.... 547,549 25,085 572,634 
Nov, 1, °57.... 380,740 68,300 449,040 
Dee, 1, ’57.... 460,149 71,800 531,949 
dan. 1, '68.... 597,208 55,000 652,208 
Feb, 1, '68.... 727,346 54,100 781,446 


t Field stocks include cars actually at 

, those warehoused by dealers 

and factories, and demonstrators. 
* Revised. 








dealer inventories to brace for a 
possible walkout. 
+ * * 


—— all this labor pub- 
licity, reminiscent of 1955, will 
trigger off another wave of sales is 
difficult to say. 


Absent from the foreseeable eco-| 
nomic picture is the rare combina- 
tion of the urge to buy and the) 
all-new merchandise which con-| 
fronted shoppers on showroom| 


floors in the spring of 1955. 
ChevrolLlet’s major styling 
change for 1958 models has en- | 
hanced that make’s sales, but | 
Ford’s rear-end overhaul and 
Plymouth’s relative stand-pat ap- 
proach have lit no fires, And the 
medium-price bracket, save for 
Oldsmobile, is soggy with or with- 

out styling changes. 

What bothers many dealers and 
factory executives is the lack of 
“confidence” on the part of con- 
sumers. 


Here are some typical dealer 
comments on what the factories 
could do to help them sell cars. 


etc.” 

* * aa 

ORTH CAROLINA—“Cut their 
production to the new situation. 

The public lost confidence on auto- 

mobile dealers; now they are losing 

it in the large manufacturers. I 

am inclined to think it is deserved.” 


f 
ers for sales promotions, contests, 





Wisconsin—“A cut in prices at 
wholesale level might help some, 
but let’s face the fact that the | 
market has been promoted full to 
overflowing.” 


Georgia—“Reduce the price but} 
seriously improve the quality. I; 
suggested the factory send us the 
parts, let us assemble them.” 


Factory officials, as evidenced in 
testimony before the Kefauver 
Antitrust subcommittee, take the 
view that potential new-car buyers 
have lost confidence and are divert- 
ing their funds to bank savings and 
life insurance. 


They rule out price cuts and sup-| 
port tax reductions as a stimulus| 
for the economy. 


Moreover, the factories have not 





Upstate New York—“Build only 
the number of cars necessary and 
not overload dealers. Other than 
that, we need more confidence and 
optimism on the part of the buying 
public.” 


* aa * 


ALIFORNIA — 
we order.” 


Kansas—“Send us stock that we 
need and order when we need it. 
They are still building cars for 
their own pleasure without any 
rhyme or reason for it.” 

Oregon —“Stop cross-selling by 
small fringe dealers.” 

Alabama — “Faster delivery on 
sold orders. Control bootlegging 
and price advertising.” 

South Dakota—“Get availability 
on more current basis. Some orders 
delayed unreasonable length of 
time.” 

New Hampshire—“Reduce cost of 
cars to dealers. Stop charging deal- 


Show Mark Set 


“Shipping what 





In Toledo, St. Pete 


Crowds Up in Denver, 
Down in Milwaukee 


ECORD attendances were re- 

ported last week for auto shows 
in Toledo and St. Petersburg, Fla., 
while the turnout at the Denver 
show was running slightly ahead 
of last year’s figures. 

Ed Trepinski, general manager 
of the Toledo Automobile Dealers 
Assn., said attendance was up 33 
percent to 93,454, compared with 
last year’s 62,411. 

St. Petersburg’s third show drew 
30,000, according to Gary Walsh, 
general chairman. More than 12,000 
visited the six-day Denver exposi- 
tion the first two days, compared 
with 11,000 in the corresponding 
period in 1957. 

The nine-day Milwaukee show 
drew 65,072 in the first four days, 
about 5,000 under the turnout in a 
similar period last year, according 
to Murel L. Humphrey, general 
chairman. 

He blamed the drop on cold 
weather. He said the temperature 
was not above four degrees during 
the four-day span. 

” > a 

OUISVILLE’S worst weather in 
five years held the show at- 
tendance to about 35,000, accord- 
ing to Fred J. Koster, president of 
the Greater Louisville Automobile 
Dealers Assn. It was the city’s first 
show since 1935 and a turnout of 

100,000 had been anticipated. 

The board of the Automotive 
Trade Assn., National Capital 
Area declared an 85 percent divi- 
dend on fees charged dealers for 
space at the 29th annual Wash- 
ington show. 

Three shows are scheduled to 
open this week—in Spokane at the 
Coliseum (Feb. 19-23); in Cheyenne, 


the State Armory (Feb. 19-23). 


—JoHN E. WALSH! managing director, and William Burns (Ford). 





yet reduced weekly production) 
schedules to the January and Feb- 
ruary selling rates. No substantial 
change in production rates is ex- 
pected before the crucial March! 
sales trend is known. 


40,000 to Break 
Pacific Show’s 
Attendance Mark 


By Jack Weed 
Service Editor 
OS ANGELES.—More than 40,-| 
000 are expected to attend the 
largest Pacific Automotive Show 
Feb. 20-22 in the Pan Pacific Audi- 
torium. 

Show officials said demand for! 
tickets has been the greatest ever, | 
with more than 200,000 trade tick- 
ets having been distributed to date. 

Exhibition facilities have been 
expanded to accommodate 740 ex- 
hibitors, compared with the 660 
originally expected. One exposi- 
tion tent has been extended and 
another added. There will be at 
least 100 more exhibitors at this 
show than at any previous event. 

The National Standard Parts 
Assn. and Motor & Equipment 
Wholesalers Assn, also will hold 
conventions here Feb. 18-19. 

Speakers at the NSPA sessions at 
the Ambassador Hotel will include: 

George Romney, president of 
American Motors; Senator Barry 
Goldwater, Arizona Republican, 
member of the Senate subcommit- 
tee investigating improper labor 
and management activities, and 
Herman Teetor, Perfect Circle 
Corp. advertising director. 

Senator William F. Knowland, 
California Republican, will be the 
principal speaker at the MEWA 
sessions at the Statler Hotel. 





Three-in-One Station Wagon— 


A combination family vehicle, ambulan 











ce and hearse, convertible into one or the 


other within minutes, is Dodge's latest entry in the station wagon market. A “stock” 


wagon, the unit is available in six and 


nine-passenger models. Converted to amby. 


lance use, the wagon accommodates two cots. All equipment, whether hearse o 
ambulance, is removable within five minutes to permit use of the unit as a con. 


FTC Names Eight Firms 
In Price, Sales 


WASHINGTON.—Six firms con- 
nected with the automotive indus- 
try and two publishing companies 
have been named in actions taken 
by the Federal Trade Commission. 

Thermoid Co., Trenton, N. J., 
was charged with discriminating 
in prices charged for auto- 
replacement parts it manufac- 
tures. 

Shell Oil Co., New York City, was 
accused of illegally inducing cus- 
tomers to handle its oil and grease 
exclusively, and to discontinue 
handling competitors’ petroleum 


products. 


Surplus Tire Co., Chicago, was 
charged with selling unsafe used 
tires as new and failing to make 
promised returns to dissatisfied 
customers. 

Standard Motor Products, Inc., 


Long Island City, N. Y., maker of 


ordered to halt price favors to 
large-volume customers and mem- 
bers of group-buying organizations. 

Texas Co. denied discriminating 
in prices illegally among its lessee 
service-station dealers and unlaw- 
fully fixing the resale of its “Tex- 
aco,” “Fire Chief” and “Sky Chief” 
gasolines. 

Sun Oil Co., Philadelphia, was 
| charged with illegally fixing the 

resale price of its gasoline and 
forcing independent service- 
station owners into unlawful 
agreements unprofitable to them. 

McGraw-Hill Publishing Co. and 
McGraw-Hill International Corp., 
New York City, denied use of de- 
ception to sell advertising space 
in magazines they publish. 

They said their advertising ma- 
terial has not deceived the “sophis- 
ticated audience” of “intelligent 
and experienced businessmen and 





automotive replacement parts, was) 





Ribbon Cutting at Louisville Show— 


Mayor Bruce Hoblitzel, of Louisville, cuts the ribbon to open the 1958 Louisville 
Wyo., at the Frontier Pavilion (Feb.| Auto Show. The show, Louisville's first since 1935, was sponsored by the Greater 
21-23), and in Hartford, Conn., at} Louisville Automobile Dealers Assn. From left, are, Cliff Byerly, Carl O'Daniel 


(Studebaker-Packard), Hoblitzel, James lL. Paddock (Pontiac), Lew Ullrich, association 


Complaints 


advertising agencies” to which it 
is directed. 

McGraw-Hill International de- 
nied representing that a reader- 
ship survey showing favorable 
results for “The American Auto- 
mobile” was conducted by New 
York University as distinguished 
from an NYU professor acting on 
his own. 

Asking dismissal of the charges, 
both McGraw-Hill companies said 
they had received no complaints 
of deception from their readers. 
| The FTC said Thermoid charges 
| independent jobbers higher prices 
|than competing jobbers who buy 
|through group organizations. The 
|firm also was accused of favoring 
nine oil, three rubber and two 
mail-order companies over both 
group-buying and independent job- 
| bers. 
ee hearing was scheduled for 
|March 18. 

Shell was accused of unlaw- 
fully granting benefits and serv- 
ices to auto dealers and other 
wholesale and retail customers 
who agree to handle its products 
exclusively. 
| The FTC said these “unfair 
| business practices” have injured 
competitors “by diverting trade 
unfairly from them.” A hearing 
was set for March 31. 

Surplus Tire cleans and paints 
old tires and offers them as “fac- 
tory surplus stock” at “bargain 
prices,” the FTC said. A hearing 
was scheduled Feb. 27. 

The FTC upheld a hearing ex- 
aminer’s ruling that Standard’s 
price differentials are not legally 
justified, and rejected the de- 
fendant’s argument that its cus- 
tomers do not compete with each 
other and that evidence on com- 
petitive injury is lacking. 

Texas Co. admitted some cus- 
tomers were granted discounts but 
denied they were illegal. Discounts 
were granted “in good faith” to 
meet equally low prices of com- 
petitors, the company said. 

The FTC said station owners 
were urged, threatened, coerced or 
otherwise persuaded to sign con- 
signment agreements with Sun Oil 
beginning in November, 1956. 
Under the pacts, it was charged, 
Sun Oil retained title to delivered 
gas and fixed the price at which 
the gas was resold. 


S-P Dealer Group 
Ups Ad Budget 


DETROIT.—Local Studebaker- 
Packard dealers have voted to 
double the remittance paid by each 
dealer per unit for advertising pur 
poses, W. L. Dallas, zone managef, 
announces. 

Dallas said that the committee 
planned to use the money for an 
“exclusive newspaper saturation 
schedule.” Vehicles to be featured 
in the newspaper advertisements 
will be the Scotsman cars, a new 
Scotsman pickup truck, and the 
new Panel-Wagon. 
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..-has contributed greatly 
to our profit position” 






says JOE CONN, President of Conn Motors, 
Ford dealer of Cuyahoga Falls, Ohio. 
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“Three years ago we switched to CoMMERCIAL Crepit PLAN and we’re 


glad we did. We're getting deeper penetration of our market because 












—— ComMERCIAL Crepit knows the dealer’s problem and doesn’t expect 
to handle just the ‘blue chip’ accounts. Our salesmen make good 
use of their advertising materials and find that working the financing 
into the selling story gets good results. The insurance arrangement 

ich it has given us some good business for our Service Department. 

o Unquestionably our connection with CommMerciAL Crepir has con- 
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Commercial Credit dealers 
are successful dealers 
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Write or call our nearest office for complete 
information on the benefits of COMMERCIAL 
Crepit Pian. Why not do it today? 


Sore 


COMMERCIAL \) 

















A service offered through subsidiaries of the 






.- aianGe ante Commercial Credit Company, Baltimore . . . Capital 
cad ” ar = and Surplus over $200,000,000 . . . offices in principal 
pur- SS Za cities of the United States and Canada. 
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Total Near Five Million. . 
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Ranks of Jobless at 8-Year Peak 


By Frank Gawronski 
Staff Writer 


| ment was the drop in manufactur- 
ing employment of 450,000 during 


THE Government reported that|the 30-day period,” the report 
unemployment last month rose | 5tated. 


by a record 1,100,000 to a total of 
4,494,000—the highest level since the 
recession month of February, 1950. 

The increase in unemployment 
from mid-December to mid- 
January was the largest monthly 
jump since records were started 
in 1940, the joint Labor-Commerce 
Department report said. 

“The most significant develop- 


The manufacturing drop occurred 
principally in the automobile, met- 
als and machinery industry. 

The report also said average 
weekly earnings of factory pro- 
duction workers dipped by $1.40 
to a January average of $81.27. 
Hours of work declined to 33.7 
per week. 

The sharpest unemployment in-| 


crease occurred among adult men, 
with 1,800,000 married men without 
jobs, compared to 1,200,000 a year 
ago. 

+ + = 


Jobless Claims Up 


ORMALLY, the monthly in- 
crease in unemployment during 
January is approximately 500,000 
to 600,000. The Government said 
last month’s unemployment rate 
stood at 5.8 percent of the total 
civilian work force. 
According to the report, the num-| 











ber of persons collecting unem- 
ployment benefits rose nearly as 
much as total unemployment, ap- 
proximately 900,000. This brought 
the mid-January claims total to 
2,850,000. 

Reflecting the auto industry cut- 
back, Michigan reported the third 
largest increase in unemployment 
benefit claims during the 30-day 
period with 75,500 new requests. 
This was exceeded by New York 
with 103,600 and Pennsylvania with 
84,300. 

Meanwhile, the Michigan Em- 
pleyment Security Commission 
reported that state unemployment 
rose in January to 320,000, or 11 
percent of the state’s labor force. 

Detroit unemployment stood at 








Primer-Surfacer sanding race shows how 
to get jobs out faster with less labor! 









S FOR BETTER LIVING 


To HEMISTRY 


To save costly shop time, test the sanding speed of your primer-surfacer. 
You’ll get fast, easy sanding with no tearing or pulling when you use Du Pont 
Hi-Speed Lacquer-Type Primer-Surfacer. It actually gives the fastest sanding 
that can be obtained without sacrificing other important features. And what 


are these other features? Fast filling, fast drying, plus beautiful color holdout 
for high gloss with less rubbing. You’d save with Hi-Speed Primer-Surfacer 
even if it cost more. But since it reduces 2 to 1 (1 gal. gives 3 at the gun), it 


costs less than many so-called “bargain” primers. You save money with 


Du Pont Hi-Speed Primer-Surfacer every time! 





HI-SPEED PRIMER-SURFACER 


(Lacquer-Type) 
DU PONT REFINISHING MATERIALS 





| Westlake Chevrolet Co., 


—. 


190,000, or 12.5 percent of the work 
force, for the same period. 


The MESC also reported a record 
$22,003,881, a million dollars cach 
work day, was paid 

out in January in 
unemployment 

claims. Benefits paid 

out, topped the pre. 

vious record of $21,. 

366,424 in October, 1945, Last 
month’s average payment was $35.21, 

= + + 


Fight for Commissions 


THE dealer front, the Seattle 

Automobile Salesmen’s Union 

is fighting a proposal that the City 

of Seattle stop paying salesmen’s 
commissions on fleet purchases. 

The recommendation was made 
by Paul R. Hendricks, Seattle pur- 
chasing agent, because the sales- 
men perform “no useful services to 
the city.” 

The proposal was assailed at the 
public hearing by E. J. Hauck, 
union president, who _ contended 
that salesmen have devoted much 
time to figuring competitive bids on 
city purchases in past years. 

He also pointed out that his 
union has a contract with dealers 
which provides for payment of 
commissions on city purchases, 
This was confirmed by C. Carey 
Donworth, secretary, Seattle 
Automobile Dealers Assn. 


Hauck also attacked the city’s 


|policy of auctioning used cars, 


“many of which are only a year 
old.” 

In support of the union’s fight, 
E. F. McCarty, sales manager, 
: charged 
that the city now is buying its cars 
at a price below dealer cost. 

“If commissions are eliminated,” 
he said, “we certainly won't bid on 
any more city business.” 

The Teamsters Union has nego- 
tiated a new three-year contract 
with 74 auto and truck transport 
firms that haul and drive vehicles 
to dealers in 32 states. 

Teamsters President James R. 
Hoffa said the 15,000 union mem- 
bers will receive a 10-cent pay 
hike March 1 and seven-cent 
raises in 1959 and 1960. 


In addition, the settlement calls 
for a half-cent-a-mile increase in 
the mileage allowance for each of 
the three years covered in the con- 
tract. The union originally had 
sought a cent increase for each 


year. 
a « . 


Ruling Aids Dealers 


LITTLE-NOTICED State Su- 
preme Court decision in a test 
case involving picketing may prove 
to be a big help to dealers in their 
fight with union organizers in Cali- 
fornia. 
The court ruled 4 to 3 that it is 
illegal for a union to picket an 
(Continued on Page 70, Col. 1) 


Adams, 38, Rises 
To Presidency of 


Campbell-Ewald 


DETROIT. — Campbell-Ewald Co. 
has announced that Thomas B. 
Adams, vice-president and assistant 
to the president, has been elected 
president of the firm. 

Henry G. Little, board chairman 
since 1953 and 
president since 
1952, will con- 
tinue as chair- 
man. Colin Camp- 
bell, a senior 
vice - president, 
was elected ex- 
ecutive vice-pres- 
ident. 

Stockholders 
also reelected the 
entire board, In : 
addition to Little, Thomas B. Adams 
Adams and Campbell, the board in- 
cludes J. J. Hartigan, Lawrence R. 
Nelson, Clarance Hatch jr., E. A. 
Schirmer and J. H. Forshew. 


Adams, 38 and a native Detroiter, 
joined Campbell-Ewald in 1945 and 
has served the agency as assistant 
account executive, account execu- 
tive and account supervisor, in ad- 
dition to acting as assistant to the 
president for the last several years. 

Campbell, 49, has been with the 
firm since 1926. He is not related to 
the late Frank Campbell, who with 
the late Henry T. Ewald, estab- 
lished the agency in 1911, Colin 
Campbell will continue as super- 
visor of all Chevrolet account 
activities. 
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the family toward their goal with ideas that 
living habits of millions of families. set them to talking and doing and then 
And that’s the kind of ideas Better buying all the things they need to put 
Homes & Gardens specializes in. . \ f their plans into practice. A new 
Every page of this famous idea kitchen leads to all sorts of new 
magazine shows men and women habits—to new interest in kitchen 
whose first interest is home and family equipment, and cooking and foods. 
how to make their dreams come true. What a sales climate BH&G 
The dream could easily be a new kitchen provides for any product that 
—a wonderful new kitchen where Dad contributes to better family 
and Junior can shine as part-time chefs living! It’s unique among all the 
and Mother and Sis can whip up a major media. Meredith of 
plain everyday sandwich or a holiday Des Moines . . . America’s biggest 
feast with equal pleasure. publisher of ideas for today’s living 
Better Homes & Gardens keeps nudging and tomorrow’s plans 


/ ot America reads BHaly the family dea magazine 


4,500,000 COPIES MONTHLY 


The right idea can change the everyday 
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114 Chevrolet sedans 


Co-op Ad Funds 
Are Ruled Legal 


Issue Is Decided 
In Miller Appeal 


(Continued from Page 3) 


the increase of trade and not its 
restraint.” 


Answering Miller’s charge that 
Ford forced it to join the LMDA 
much as GM had compelled its 
dealers to use GMAC loan paper, 
Judge Sobeloff cited the court find- 
ing in the GM case that the GMAC 
connection was an unreasonable 
conspiracy to restrain with com- 
merce. 


The judge pointed out that Miller |j st 


Motors complained about the §$8,- 
330 it spent with LMDA in the 
period in question, while at the 
same time spending $34,500 of its 
own money for promotions, 

“It is incredible, upon any 
theory,” he said, “that the larger 
expenditure, which was unques- 
tionably voluntary, was justified 
by business considerations, but 
that the much smaller sum was 
of no advantage to the plaintiff, a 
barren performance that merely 
increased the cost of the product 
it was handling. 

“Nor is it preceived how the 
plaintiff can carry the burden of 
showing that the LMDA advertis- 
ing cost restrained trade in auto- 
mobiles, while the much larger sum 
it devoted independently to the 
same purpose promoted this trade.” 

Circuit Judges Morris Soper and 
Clement F. Haynsworth jr. joined 
in the opinion. 

Miller Motors was the only L-M 
dealer in Winston-Salem. It was 
terminated in 1954. 


New Record Set 


By Replacement 
Tire Shipments 


NEW YORK.—A record high for 
replacement passenger car tire 
shipments was established in 1957 
as 56,605,037 units were reported. 
The previous high of 54,684,036 
tires was recorded during 1946. 

The 1957 figure represents a 6.37 
percent increase over the 53,216,773 
tires shipped in 1956, according to 
the Rubber Manufacturers Assn. 

Total passenger-car tire ship- 
ments during 1957 amounted to 
90,217,449 tires, an increase of 6.18 
percent over the 1956 figure of &4,- 
965,376 tires. Production for 1957 
was 93,547,244 units as compared 
with the 85,522,637 units produced 
during 1956, or an increase of 9.38 
percent. 

Year-end inventories were at 19,- 
817,850 tires, increasing 20.15 per- 
cent over the 16,493,813 units 
reported at the end of 1956. 

Shipments of truck and bus tires 
during 1957 amounted to 13,430,382 
tires, a decrease of 6.24 percent 
below 1956’s shipments of 14,324,635 
tires. 


Chevrolet Dealers 
Bid Lowest for 
Rochester Fleets 


ROCHESTER, N. Y.—A fleet of 
offered. for 
sale to New York State in the 
zone that includes Rochester and 
Monroe County will average in cost 
$348 per car, including tradein. 
Walsh & Son Chevrolet Co., of 
Ithaca, is apparent low bidder, 
offering the fleet at a unite price of 
$1,602 and a trade-in allowance 
totalling $142,887 for the 1957 
models. The 1957 cars now in use 
are being traded in as part of a 
statewide plan begun this fiscal 
year. State cars previously were 
turned in after 75,000 miles. 
Another Chevrolet dealer, Cole 
& Hinds, of Auburn, was apparent 
low bidder on a station wagon ex- 
change. Their unit price for 16 
nine-passenger station wagons was 
$1,894, with the net price after 
trade-in approximately $272 per 
unit. Cole & Hinds’ unit price for 
two six-passenger station wagons 
was $1,817, with the net price for 


each being $267. 
Only six bids were submitted for 
the zone fleets. » 
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Indianapolis Dealers Elect Officers— 


Newly elected officers of the Indianapolis Automobile Trade Assn. are, from left, 
William A. Grawemeyer (Rambler), treasurer; Bernard T. Gates sr. (Plymouth), pres- 


ident, succeeding Harry O. McGee (Edsel); John Feeser (Ford), vice-president, 


and 


David Johnson (Chevrolet), secretary. Thomas E. Hanika is executive vice-president 


and association manager. 





Bury’s Book Is Good Reading... 


By a Dealer, for Dealers 


DETROIT.— The price pack is 
one of the worst evils to hit the 
retail automobile business in the 
postwar period, according to Martin 
H. Bury, president of Wilkie Buick 
Corp., Philadelphia. 

A detailed discussion of pricing 
policies is included in Bury’s lat- 
est book, “The Automobile 
Dealer,” which is available from 
ens Publishing Co., 1750 N. 

Broad, Philadelphia 21, Pa. The 
price is $5.20. 

Price packing is like price cut- 
ting, Bury asserts. When one or 
two dealers in an area are doing it, 
there may be some profit in it. 
When everybody adopts the prac- 
tice, it boomerangs on all of them. 

By then the tail is wagging the 
dog. Dealers increase the pack, 
offer more fantastic allowances and 
give away all the pack and most of 
their profits. 

The huge overallowances grease 
the skids for the used-car market, 
but perhaps the worst byproduct of 
the pack, Bury says, was the effect 
on the finance situation. 

There was so much water in 
the fimance agreement that it 
created a threat of impending 
repossessions at the first sign of 
any economic downturn. 

Another drawback: Many of the 
more intelligent purchasers often 
asked for a breakdown of the price 
structure or tried to reconcile the 
amount of the Federal tax to the 
list price of the car. 


“It simply couldn’t be done,” 
Bury said, and added whimsically: 
“This led to strained public rela- 
tions.” 


Bury’s observations on the auto 
business are drawn from 36 years’ 
experience. He’s been a successful 
dealer for 26 years and also heads 
a car-rental company and a 
foreign-car operation. 

His book is the result of his own 
experiences pilus those of hundreds 
of other dealers. It does not at- 
tempt to tell a dealer how to run 
his business. Instead, it offers 
countless suggestions on improving 
ree parts of the overall opera- 

on. 

The book is not an introduction 
to auto retailing. It assumes that 
the reader is familiar with at 
least the fundamentals of dealer- 
ship operation and, as such, it is 
intended for factory and finance 
personnel as well as dealers and 
salesmen. 

Returning to price packs, Bury 
notes that they reached their peak 
after World War II and during the 
Korean War when some dealers 
decided to ignore factory suggested 
retail prices. 

Also, in the postwar period, man- 
ufacturers stopped advertising de- 
livered prices, feeling that they 
were forbidden to do this because 
of antitrust-law interpretations. 


Bury doesn’t minimize the blame 


which dealers must bear for price 
packing, but he does note that it 
was helped along by the fact that 
most new-car buyers lost interest 
in the “cash difference.” 

They were more interested in the 
tradein allowance than in the price 
of the new car. There was even 
some justification for that, he ex- 
plains. 

“The public was accustomed to 
fair prices established by the fac- 
tories,” he says. “They didn’t 
realize that universal fixed prices 
had fallen out of favor. Serene in 
their blissful ignorance, they ac- 
cepted dealers’ list prices as 
something about which they 
could do nothing. 

“But the old car was another 
matter. They shopped and finally 
traded it to the dealer who allowed 
the most for it. They may have 
paid more cash difference in the 
end, but a surprising number never 
realized that fact.” 

Most factory men—and certainly 
all consumers—will argue with 
Bury’s contention that Federal tax 
and freight be made a part of the 
markup base. He feels that since it 
is included in the wholesale price 
a dealer pays for the car, it is sub- 
ject to the same rate of markup as 
that applied to the car itself. 

—Joun K. TeaHen 3p. 














Speed Weeks Under Wa 





Standard Cars Take 
Beating at Daytona 


By Don O'Reilly 
Staff Correspondent 
DAYTONA BEACH, Fla. — It 
took only two miles and seven 
minutes to make standard passen- 
ger cars virtually useless for high- 
way driving, as the first phase of 
the NASCAR international safety 
and performance trials got under 
way here last week. 


What was expected to be a 
rather dull stop-and-go driving 
test, turned out to be possibly 
the most grueling strain ever 
put on an automobile in that 
short distance and space of time. 


Before the two-mile course was 
completed, brakes were gone com- 
pletely, smoke pouring from all 
four wheels. Standard-shift clutches 
were burned up, automatic trans- 
mission bands worn badly, radi- 
ators boiling over and engines 
stalling. 


Suspension parts were torn off 
in at least one case. 

The test appeared to be a simple 
one. Using a half-mile two-lane 
highway, there were six intersec- 
tions (including the starting line), 
each 500 feet apart. 

The driver accelerated to the 
first one, made a complete boule- 


Nance Receives 


Ohio’s Top Honor 


COLUMBUS, O.—As the repre- 
sentative of business and industry, 
James J. Nance, general manager 
of the M-E-L division, was one of 
five native Ohio- 
ans to receive the 
governor’s award 
—highest honor 
given by the 
state. 

The awards 
were presented at 
the annual Ohio 
Newspaper Assn. 
banquet here 
Feb. 7. Nance was 
honored for his 

James J. Nance outstanding ac- 
complishments in business and in- 
dustry. 

“Complementing Ford Motor 
Co.’s investment in Ohio,” said 
Nance in accepting the award, 
“there are 490 dealers selling Ford 
Motor Co. cars in Ohio. These 
dealers employ 10,136 persons with 
a total payroll in 1957 of $50,093,900. 
The dealers have a capital invest- 
ment of approximately $49 million 
in their dealerships.” 

Ford Motor operates eight plants 
in Ohio and has two more under 
construction. 


Used-Car Bulletin from Detroit . . . 
Latest Auction Prices 


(Copyright, 1958, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


Feb, 12 
(Near sub-zero weather and snow 


worth, Sold 62 percent of 213 offer- 


ings). 

BUICK—’57 Special 2-dr., $1,880*, $1,- 
765°. °56 Century station wagon, 
= (Ps); se Hardtop, $1,- 

’ tury 


$680*; Special conv., $510*. 
CADILLAC—’'56 (62) sedan, . 
(ps); club coupe, $2,215*. ’ 
de Ville, $1,460*, ’51 (62) ooten, 
$425°. 
CHEVROLET—'57 Bel Air (8) an 
coupe, $1,715* (ps); Two-ten 
top, $1,715*; oar, $1,310, s1ats° 275°, 
$1,270, $1,000. "56 Bel Air sedan, 
$990°; One-fifty sedan, $750. ‘55 
Bel Air club coupe, $1, 150°; sedan, 
wagon, $1,- 
. "54 Bel Air Hard- 
$750*, $500°; One-fifty 2-dr., 
$300. '53 ‘Bel Air Hardtop, $435*, 
$430°; club coupe, $225*; 2-dr., $390, 


$350. 
OCHRYSLER—’57 Windsor sedan, $2,- 


050°. °56 Windsor club coupe, §$1,- 
435°. '53 NY club coupe, $245. 
DeSOTO—Firesweep a. a 775°. 
’56 Firedome sedan, $1,220*. 
DODGE—’56 Royal Lancer Hardtop, 
$1,020*. '55 Royal sedan, $750°. 
FORD—’57 Fairlane (8) 500 Hardtop, 
$1,700*, 2 at $1,605*, $1,480; Cus- 
tom 300 sedan, $1,390*, $1,225. ‘56 


*Indicates automatic transmission or overdrive and (ps), 


| 


Fairlane station wagon, $1,370*, $1,- 
275°, $1,255°, $1,185°, $1,000; Hard- 
top, $1,320°, $1,225*. $1,190° (ps), 
$1,165° (ps), $1,145*, $1,135, $960; 
sedan, $1,075*, $1,065°. ‘55 Country 
sedan, $1,100*; Fairlane sedan, $740; 
Custom Ranch Wagon, 2 at $700*; 
sedan, $790, $700, $630. ‘54 Crest 
2-dr., $515, $500, $475; Hardtop, 
$500°, *, $475. °53 Crest Hard- 
top, $475; Custom sedan, $295°. ‘52 
sedan, $235. ‘50 sedan, $195, 
MERCURY—'57 Monterey sedan, §$1,- 
650°. ‘55 Monterey sedan, $960°, 
$860° (ps), $530; Montclair Hard- 
top, $925°. °54 sedan, $565°. 
NASH—’55 Statesman sedan, $500°. 
OLDSMOBILE—’'57 (88) Super station 
wagon, $2,550*; (98) 2-dr. Hardtop, 
$2,335* (ps). '56 (98) Hardtop, b 
750° (ps), $1,600° (ps). °'55 (88) 
Hardtop, $1,335* (ps), $1,315*, n. 
160°. 54 Hardtop, $910* (ps). 
PLYMOUTH—’57 Belvedere 2-dr., $1,- 
705° (ps), $1,550*; Savoy 2-dr., $1,- 
370°. °56 Belvedere station wagon, 
$1,375*; Savoy Hardtop, $1,030*; 
sedan, $980*. °55 Belvedere sedan, 
ana Savoy sedan, $615*; Plaza 
$465, °54 sedan, $275. 
ronTiaD— 57 station wagon, 
(ps); Star Chief Hardtop, $1,805*. 
’55 Star Chief sedan, $875*, $755*. '54 
Star Chief 2-dr., $640. °53 Chieftain 
Hardtop, $285*. 
’57 station wagon, $1,575. 
STUDEBAKER—'56 Champion club 


"57 Volkswagen 
2-dr., $1,350. 


power steering. 


Other Auctions Are on Pages 50, 52, 55, 56, 59. 





vard stop, then turned right and 
stopped. From there, he backed 
across the road, stopped, turned 
left and proceeded the next 5 
feet and repeated the process. 


At the end of the road, instead 
of the final left turn, it was a 
right turn and down the highway 
in the opposite direction. Twice 
around was the test. 

Optimum time for the two miles 
was set at six minutes and 2% 
seconds. The driver started with 
1,000 points, lost one for every 
fifth of a second late and suffered 
various penalties for sliding past 
the stop line, leaving proper lane, 
knocking Over course markers 
and so on. There were 16 pos- 
sible normal highway violations. 

High man was Race Driver Med 
Larson in a 1958 Plymouth Savoy 
Coupe, who made the run in seven 
minutes and 8.52 seconds, with a 
point tally of 710. 

Second was Joe Weatherly in a 
Ford Ranchero. 

Dick Dolan, Pure Oil racing ac- 
tivities director and originator of 
the safe driving test, drove a 1958 
Chevrolet the two miles in seven 
minutes and 29.82 seconds. 


On his last run, Dolan’s brakes 
were so bad, he locked the brakes 
at the half-way point and slid the 
remaining 250 feet to the finish 
line, the only way he could stop. 


The safe driving tests were de 
signed to lure the auto makers 
back into Daytona Beach activity. 
But if anyone had devised a plan 
calculated to embarrass Detroit 
which was certainly far from the 
case, he couldn’t have done a better 


job. 


Licensed Dealers 
Rip Bootleggers 
In Little Rock 


LITTLE ROCK, Ark.—Some two 
dozen Little Rock used-car dealers 
met with City Manager Dean 
Dauley to protest what they termed 
“bootlegging” of new and used cars 
by unlicensed salesmen. 

According to Jack Oliver, of 
Broadway Motors, 611 Broadway, 
“the practice has become so wide- 
spread that it has affected our 
business in a big way.” 

“They've practically taken all of 
the cash. customers out of the car 
market,” Oliver said. 

State law permits private indi- 
viduals to sell four cars a year 
without a dealer’s license. Oliver 
was quoted as saying he knew of 
one unlicensed person who had sold 
75 new cars last year at prices 
lower than those of licensed dealers. 

Legitimate dealers are required 
to have State licenses as well as 
City permits. 

Oliver went on to say that many 
service station attendants, police 
and firemen, retired persons and 
Government workers bootlegged 
cars. 

He estimated there were 35 li- 
censed used-car dealers in Little 
Rock. 


Dealer Accused 
In Mileage Count 


MILWAUKEE. — Ennis Motors, 
Inc., accused in a warrant of turn- 
ing back by 27,891 miles the speed- 
ometer on a tradein, faces & 
maximum possible fine of $10,000 if 
convicted. 

Used-car dealers are legally re- 
quired to present with each car sold 
an affidavit from the former owner 
showing the exact mileage at the 
time he turned in the car, or to set 
the speedometer back to zero. 


Ennis was charged after a motor- 
ist who traded in a car complained 
to the Better Business Bureau that 
he later saw his tradein on the 
Ennis lot and that the speedometer 
read 22,116 miles, although it had 
been 50,007 when he traded it in. 










Make 
all your 

tune-up 
equipment 


EnginScope 

The famous EnginScope — heart of modern 
complete engine analysis equipment. May be used 
in shop or over-the-road testing. Offers more 
advantages than all other scope-type analyzers 
combined. Connections made in a jiffy. Provides 
super-accurate electrical and mechanical analysis. 


IgnitionScope 
The new IgnitionScope — designed for light 
ignition analysis. Provides instantaneous 


hookup — no special adapters required for any 
ELECTRICAL engine. Features exclusive Du Mont SuperScan 


TESTER pattern for fast, accurate readings. 
A modern meter for complete measurements 

of all currents and voltages. Tests all 6- and 

12-volt systems. Checks regulators. Separate 

ammeter and large, accurate voltmeter. 


EXHAUST GAS 
ANALYZER 


VACUUM- LYZI 
PRESSURE GAUGE = ere ae 


Measures intake manifold vacuum | range of rich-idle, normal and lean 
for valve and other engine tests. eS mixtures. Operates from car battery. 
Also tests fuel-pump pressure. 


*Trademark 
AUTOMOTIVE EQUIPMENT DIVISION, DEPT. AN-2 
Allen B. Du Mont Laboratories, Inc., Clifton, N. J. 


CO Please send complete test equipment catalog 
CO) Please arrange for a demonstration at my convenience 


E. 

ALSO... Compression Tester lL: 

Timing Light Li 
Fuel Injection Pickup e NAME | 
Vibration Pickup b. “COMPANY : 
Flame Detector ee 
Vibrator Power Supply 
Valve Testing Pickup 
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AUTOMOTIVE WASHINGTON 
Kefauver Fails to Find 
Price-Hike “Culprits” 


By William Ullman 

Washington Correspondent 
yeaa many delays, Senator Estes Kefauver, Tennessee 
Democrat, eventually set his coonskin cap firmly on his 
head and went out for big game with his study of “admin- 
istered prices.” With price tags staying high in the face of 
a business downturn, it was a perfect time to hunt for the 


culprits. So far, however, it > 


has been a frustrating quest. | 


Every time the senator| 
thinks he has a bear in his gun- 
sights, it turns out to be a rabbit | 
or a cow or another hunter. 

When his antitrust and monopoly 
subcommittee began hearings, Ke- 
fauver said he hoped to show that 
prices for many commodities fail 
to reflect the supply and demand 
situation in the marketplace. 

On the contrary, he said, he be- 
lieved that many industry officials 
maintain prices at artificially high 
levels to obtain 
the greatest pos- 
sible profit. Hence 
the term “admin- 
istered prices.” 

The first set of 
witnesses repre- 
sented the steel 
industry, a prime 
target because it 
raised prices 
$19.50 a ton in less 
than 12 months. 
Subcommit- 





William Ullman 
tee staffers pointed out that 1957 
profits of U.S. Steel were the high- 
est in its history, while production 
was actually lowered. Steel men, 
however, denied any dirty work. 
Kefauver turned 


> next 
to the — industry, the 
biggest steel user. Within two 
weeks, he heard from top execu- 

Despite claims of hot competition 
among auto makers, Kefauver 
pointed out that the competition 

doesn’t extend to prices. Prices, he 
believes, vary no more than $20 
among the low-priced three on a 
model-for-model comparison. 

If the senator had any hopes that 
the game would hold still for him, 
he was wrong er Corp. 
President L. - ‘Colbert told the 
subcommittee that, sure, prices are 
similar, but he insisted that it was 


Keeps Prices in Line 


POINTED out that Chrysler 
doesn’t have the volume of 
Ford or General Motors, but still 
manages to hold its own in prices. 
Chairman Kefauver tried to nail 
down the subject. He said that U.S. 
steel sets its price and holds to it 
even after production drops to 55 
percent and “hundreds of thou- 
sands” are unemployed. 
“That's what we mean by admin- 
istered prices,” he said. 
“Tf that’s what you mean, we 
don’t have it,” Colbert replied. 
Ignoring the subject of the in- 


Bill Would Add 
2,000 Miles to U.S. 
Network 


WASHINGTON. — Rep. Charles 
A. Buckley, New York Democrat, 
chairman of the House Committee 
on Public Works, has introduced 
a bill which would grant each 
state having a toll road on the In- 
‘terstate System equivalent mileage 
to be classified as part of the Inter- 
state’ System and thus eligible for 
90 percent Federal aid. 

This would add at least 2,102 
miles to the Interstate System and 
about $2 billion to the cost of 
completing the system. 

Under present designations, 15 
states would get the following 
additional interstate miles (equiva- 
lent to their mileage of toll roads 
on the system): 

Connecticut, 98; Florida, 41; Illi- 

Kansas, 


nois, 120; Indiana, 151; 
184; Kentucky, 40; Maine, 60, and 
Massach 


usetts, 123. 

New Hampshire, 15; New Jersey, 
8; New York, 518; Ohio, 173; Okla- 
homa, 177; Pennsylvania, 359, 
and Virginia, 35. 


quiry for a bit, Colbert urged 
senators to take a new look at 
tax depreciation allowances on 
industrial plants and equipment. 
He called for new tax laws to 
take account of inflation. 

Another cost controversy arose 
when Colbert revealed that it cost 
Chrysler about $500,000 to prepare 
for its one-day stand before the 
Kefauver subcommittee. That’s 
more than a Broadway show costs. 


Kefauver raised his eyebrows, 


saying he didn’t see material there 
“worth $1,000.” 
* * aa 


Year in Preparation 


“Ho” much do you think the sal- 
aries are of the 20 men here 
today?” shot back the Chrysler 
president. He added that his firm 
had been preparing for the hearing 
for nearly a year. 

It is true that Capitol Hill looked 
like a “little Detroit” during indus- 
try hearings. Colbert and other 
auto spokesmen were supported in 
depth by a troop of public relations 
men, legal advisers and account- 
ants from headquarters, in addition 
to regular Washington representa- 
tives. They also served who only 
sat and waited. 

In his testimony, GM President 
Harlow H. Curtice not only de- 
nied “administering prices,” but 
insisted that prices of GM cars 
have not risen as fast as costs. 

Curtice later shouldered a gun of 
his own, and asked for an across- 
the-board tax reduction for both 
corporations and individuals. 

= > 


Tax Moratorium Plan 


Ford Motor Co. witness had 

ideas of his own, too, Theodore 

O. Yntema, vice-president for fi- 
nance, suggested a temporary 
moratorium on some personal in- 








“Well, what did our prospect 
think of your offer for his old 
car?” 





come taxes as a last resort measure 
to halt the recession. 

He suggested that if unemploy- 
ment reached a figure near five 
million, a tax moratorium would 
make a depression “vanish like 
mist under the sun.” 

Yntema denied that Ford 
raised prices for the fun of it, 
and said his firm isn’t making 


enough profit now. 
American Motors President 


— 


George Romney appeared in the 
role of a fellow-hunter, just like 
Kefauver, except that he wag 
equipped with a howitzer insteaq 
of a squirrel gun. 

In a talk with reporters, Romney 
praised the subject of the Kefauver 
probe, saying it opened up a subject 
more important to the future of the 
country than Sputnik. 

+ 


* * 


Sweeping Changes Asked 
As THE world knows by now, the 

dynamic American Motors ex. 
ecutive called for sweeping changes 
in the antitrust laws which would 
lead to division of GM, Ford, and 
the UAW. His plan, he said, would 
lead to more competition in the 
auto and other industries. 

So far then, the Kefauver hunt 
has turned up a few culprits— 
but not the ones he is looking for, 
Instead, high prices have been 
blamed on union power, high 
taxes, Federal monetary controls, 
and archaic antitrust laws. 

Next, the weary hunter turns to 
the milk industry, making an 
abrupt switch from horsepower to 
cowpower. There’s a chance he may 
be more frustrated than ever in 

(Continued on Page 62, Col. 3) 


“I wanted security, and got it with Texaco; 


says Dan Couget, money-making Texaco Dealer in New Orleans, La. 


“It happened this way: Seventeen years 
ago I made the most important decision in my 
life,” says Dan Couget, operator of a highly 


successful 


“I wanted to get my own business, and I 
asked Texaco for a dealership. I had the feel- 
ing that working for yourself sure beats work- 


Texaco station. 


ing for a boss. 





“It has paid off for me, just as it has for 
many other Texaco Dealers I know. Texaco 
helps you get started and then treats you right. 


Then we have another edge. There are 38,000 


Texaco Dealers over the country. When their 
customers travel, they stop at Texaco stations 
along the way. That’s why I make extra take- 


home money from out-of-town motorists.” 


PROSPEROUS BOSS: Dan Couget, coming home for lunch from 
his Texaco Service Station, greets his wife and son. 
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= Up 53% in Minneapolis Area, Survey Finds... 
ea Boost in 2-Car Families Noted 


ees 
A 


bei 
l 


MINNEAPOLIS. — Muliticar 
households in the Minneapolis area 
(Hennepin County) increased 53 
percent in 1957 over the 1953 figure, 
according to the fourth survey of 
auto owners and operators in 
Minnesota and Hennepin County 
by the Minneapolis Star & Tribune. 

The survey showed that 21 
percent of those polled owned 
two cars, compared with 14 per- 
cent four years earlier. Four 
percent said they had three or 
more cars, compared with 2 per- 

cent in 1953. 


in Hennepin County—59 percent 
of the men and 55 percent of the 
women. 

Chrysler Corp. was voted the 
style leader, while GM was called 
tops in engineering. 

Chrysler styling was rated No. 1 
on 42 percent of the ballots in the 
state and on 41 percent in Henne- 
pin. GM was second with 26 per- 
|cent in the state and 25 percent in 
the county. Ford Motor Co. got 23 
|percent of the state vote and 24 
| percent of the county. 


ond and Chrysler Corp. third in 
this category. 

GM and its dealers also have the 
best reputation in the state, accord- 
ing to the survey. 

Fifty-two percent of those in- 
terviewed in the state said GM 
is turning out the best cars, 
while 22 percent preferred Chrys- 
ler Corp. and 19 percent voted 
for Ford Motor Co. 

GM dealers were the best, accord- 
ing to 36 percent of the votes, com- 
pared with 22 percent for Ford 


Motor Co. and 8 percent for Chrys- 
In the state, 42 percent called 
GM engineering the best in the ler Corp. representatives. 
industry. The Hennepin vote was In = of these categories, the 
39 percent. Chrysler Corp. was vote for American Motors Corp. 
n J 
liked = pty pa runnerup with 22 percent state- and Studebaker-Packard Corp. did 
styling won the praise of 64 percent; Wide and in the county. Ford BER CUSSED 5 pEnSEEE. 
of the men and 54 percent of the| Motor Co. received 19 and 18 Lower operating costs and 
women percent respectively. better gas mileage headed a list 
; . sige tat f changes in design and en- 
Tailfins had fewer fans, especiall Asked “which company do you| ® 
Signing a Willys Franchise— among the men. Fifty-five peneeat expect to see producing the best —— suggested by car own- 
T. N. Brown, seated, partner in Bay City Jeep Sales, 3700 Geary Bivd., San Fran-| of the male polled in the state con-| cars in five years’ time,” 44 percent | ©™S 4m operators. ak 
cisco, signs a franchise to handle the Jeep line of four-wheel-drive vehicles. Standing, | demned fins, compared with 44 per- |!" the state and 43 percent in . Others - included elimination of 
from left, are George Kaiser, Willys district manager; Rayford Ely, partner in the | cent of the women. | Hennepin said GM. extreme” body styles” and fins, 


new dealership, and Ray M. Hoen, Willys California zone manager. The dislike was even greater | Ford Motor Co. was ranked sec- less chrome, cut in horsepower, 
more safety features and automatic 


speed control. 

Ford was called the best-looking 
car in the “low-priced three,” fol- 
lowed by Plymouth and Chevrolet. 
Plymouth was ranked tops in rid- 
ing comfort and Chevrolet in 
mechanical performance. 


Dealer servicing (mechanical), 
was preferred by 52 percent on a 
statewide basis and 51 percent in 
Hennepin. Garages and services 
ranked second and third, the 
former with 25 percent in the 
state and 24% percent in the 
county, and the latter with 9 and 
14 percent respectively. 

However, most owners preferred 
to have service stations grease 
their cars and change the oil. 

Other highlights: 

Body styling and genera] appear- 
}ance were the first things they 
looked for in new-car ads. Motor 


The longer, lower bodies intro-| 
duced in 1957 won widespread ap-| 
+| proval. Statewide, 63 percent of the | 











KEY TO PROFITS: “I found that getting a Texaco dealership, 


“THIS IS THE LIFE,” says Dan, shown relax- 
with top quality products to sell, was most important to my suc- 


ing in his comfortable home. Starting from 





scratch as a Texaco Dealer in 1941, today he 
has a fine car, a house and money in the bank. 
He plans to send his son to college. 

“But the best part of it is the satisfaction of 
working for yourself — being your own boss 
and knowing you have a solid future.” 


cess,” says Dan. “Also the prestige of the Texaco name in all 48 
states. From there on, it was a matter of giving good service and 
carrying out the sound management policies worked out by the 
Texaco people. Any man who wants to have his own business and 
real security, ought to investigate the advantages of becoming a 
Texaco Dealer. I’m mighty glad I did.” 


6 reasons why you can make 
money as a Texaco Dealer: 


The best petroleum products, known and accepted by car 
owners in all 48 states. Continuous research and development 
insure that TEXACO will always have outstanding products. 
The best and biggest national advertising program .. . con- 
stantly selling TEXACO Dealers to car owners everywhere. 
The best point-of-sale promotion material to help bring cus- 
tomers in and bring them back! The best customer credit 
card—in fact, the only petroleum credit card honored under 
one sign in all 48 states ... and in Can- 
ada, too. The best retailer policy— 
TEXACO doesn’t compete with its deal- 
ers ... cooperates with them in the 
marketing of nationally-advertised 
and accepted TBA products. The best 
opportunity to cash in on “touring” 
business all year—because TEX ACO cus- 
tomers at home like to stop at TEXACO 
stations when on the road. This means 
you have 38,000 other TEXACO Dealers 
helping you. 

THE TEXAS COMPANY 








WRITE OR PHONE TODAY if you’d like to be your own boss—a 
TEXACO Dealer. Let’s talk it over. No obligation. Get in touch with the 
Texaco Division Office nearest you. 


DIVISION OFFICES: Atlanta, Ga.; Boston 16, Mass.; Buffalo 9, N. Y.; 
Butte, Mont.; Chicago 4, Ill.; Dallas 2, Tex.; Denver 3, Colo.; Houston 2, 
Tex.; Indianapolis 1, Ind.; Los Angeles 15, Calif.; Minneapolis 3, Minn.; 
New Orleans 16, La.; New York 17, N. Y.; Norfolk 2, Va.; Seattle 1, Wash. 


|}and price followed in that order. 

Thirty-two percent said they 
bought after visiting only one 
| dealer. Most of those who went to 
more than one dealer said they did 
not buy from the first because 
| prices were too high or the deal 
| was not good enough. 


Chief reasons given for purchase 
of a particular car were low pur- 
chase price and satisfaction with 
previous car of same make. 


Goodyear Puts 
New Synthetic 
Into Production 


AKRON.—Production of Natsyn, 
a new type synthetic rubber with 
molecular structure and perform- 
ance characteristics of the natural 
product, has moved from labora- 
tory scale to a tonnage basis with 
completion of a large pilot plant by 
Goodyear Tire & Rubber Co. 

Development of a “synthetic nat- 
ural rubber” and ability to produce 
it in quantity is a major step to- 
ward meeting a worldwide shortage 
of natural .rubber forecast by 1960, 
said Russell DeYoung, executive 
vice-president of production. 

The $750,000 pilot plant, designed 
exclusively for. Natsyn production, 
has a tonnage capacity which will 
enable extensive production - scale 
tire building and evalution trials, 
DeYoung said. 


DeYoung said Goodyear expects 
soon to build a full-scale Natsyn 
production plant with 25,000 to 
30,000 tons annual capacity. 

Ability to produce such a rubber 
reduces any threat to the nation’s 
trucking industry should natural 
rubber from overseas plantations 
be cut off as it was during World 
War II, he added. 








Shrock Heads Dealers 


CLEVELAND —The DeSoto- 
Plymouth Dealers of Greater Cleve- 
land elected Joseph E. Shrock, 
Euclid, as president. Other new 
Officers are Clarence Fox, vice- 
president; Arthur J. Grootegoed, 
Mayfield Village, secretary, and 
Sidney Pelunis, Cleveland Heights, 
treasurer. 





In the automotive service market... 


THERES 
NO BUSINESS 
LIKE 


CHEVROLET 
BUSINESS 


MAKE YOUR CHEVROLET DEALER YOUR PARTNER IN SERVICE 
... HE IS READY, WILLING AND ABLE TO SERVE YOU! 











ready, willing and able to help you serve 
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else in world. 
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Current Situations Accent 
Bargaining Inequality 


—. auto labor problems, on both the production 
and retailing fronts, illustrate the switch in bargaining 
strength which has taken place in recent years. 


Not so long ago the employer was so strong that the 
employe had little chance for a fair shake in bargaining. 


Now we have the odd situation of the UAW-CIO setting 
out to win a share in the profits of the auto makers. With 
beguiling argument, the union contends it won’t hurt 
much, ea if the maker doesn’t earn a profit it won’t 
cost him anything. 


They said the Federal income tax wouldn’t hurt much, 
‘too, when that principle—which the framers of the U. S. 
Constitution had not seen fit to provide for—was established 
by constitutional amendment. 


We predict it will be an sey sorry day if we allow to 
become established a principle of allowing unions the right 
to bargain for a share of someone else’s profits. 


On the retail side, we have a petition for relief to Congress 
from the St. Charles (Mo.) auto dealers. These small busi- 
nessmen contend that, although they have no labor dispute 
in their shops, they have been besieged since last April by 
Teamster and Machinist pickets. 


relief? The dealers say the National Labor Rela- 
tions Board has declined to accept jurisdiction because of 
an arbitrary rule regulating volume of purchases and sales. 
And, dealers say, under present laws they can obtain no 
relief from local courts. 


This leaves them in a no-man’s land, with the unions 
being free “to force our employes and us into an unholy 
alliance against our wills and judgments.” 


There is an important need today to safeguard our free- 


doms. There is a need for equality in bargaining power. 
Today the odds favor big and ruthless unionism. 
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Coming 
Events 


Dealer Conventions 


Feb. 23-24—Louisiana Automobile Dealers 
Assn., inc., Roosevelt Hotel, New 
Orleans. 


March 13-14— Northern California Motor 
Car Dealers Assn., Fairmont Hotel, San 





Francisco. 

Apr. 10-ll—illinois Automotive Trade 
Assn., Springfield, Ill, 

Apr. 21-22—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, 
Omaha. 


April 27-29—Automobile Dealers Assn. of 


Alabama, Buena Vista Hotel, Biloxi, 
Miss. 
May 57 — Joint Convention, Washington 


State Automobile Dealers Assn. and 
the Motor Deaiers Assn. of British 
Columbia, Empress Hotel, Victoria, B. C. 


May 869— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene, Ore. 


May !1-13—Idaho Automobile Dealers 
Assn., Lewiston, Ida. 


May 11-14—3éth annual convention, Auto- 
motive Engine Rebuilders Assn., Shera- 
ton-Park Hotel, Washington, D.C. 

“7 12-13—Pennsylvania Automotive Assn., 

adden Hall Hotel, Atlantic City, N. J. 

May 17-19%—South Carolina Automobile 
Dealers Assn., ean Forest Hotel, 
Myrtle Beach, S. C. 

May 18-20—Texas Automotive Dealers 
Assn.. Galvez Hotel, Galveston. 

May 28-29—Kansas Motor Car Dealers 
Assn.. Town House Hotel, Kansas City, 
Kans. 

June 89—Automobile Dealers Assn. of 
Indiana, Mirott Hotel, Indianapolis. 
Aug. &9—Montana Automobile Dealers 
Assn., East Glacier Hotel, Glacier Park, 

Mont. 





Aug. 17-18—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah. 

Sept. 7-9—Colorado Automobile Dealers 


Assn., Antlers Hotel, Colorado Springs. 
Sept. 7-9—Wyoming Automobile Dealers 
Assn., Lander, Wyo. 
Sept. 14-16—Michigan Automobile Dealers 
Assn., Pantlind Hotel, Grand Rapids. 


Oct. 19-2i—Florida Automobile Dealers 
Assn., Eden Roc Hotel, Miami Beech. 
* * * 

Auto Shows 
Feb. 15-24—Columbus Automobile Show 


Franklin County Veterans Memorial 


Automotive Cartoon 


Of the Week 


“There's a rumor going around, sir, that this is only a 
one-car family.” 








Bidg., Columbus, O 
- # 16-22—Syracuse Auto Show, Syracuse, 


Letterbox 


Feb. 19.23-Avtorams, State Armory, 


ee 
= 


Feb. 2!- alieeninn Auto Show, Frontier 
Pavilion, Cheyenne. 


March 1-9—Kansas City Auto Show, Mu- 
nicipel Auditorium, Kanses City, Mo. 


March 69—Asheville Auto Show, City 

Auditorium, Asheville, N. C. 

March 13-l4—Brockton Auto Show, State | Who Wants a New Car? 

Armory, Warren Ave., Brockton, Mass. OME day soon, our auto manu- 
M i ivi , 

ae Ln i> San, Gite facturers, our advertising mo- 
March 26-30—West Texas National Auto | guls and our labor leaders will 


Show, Municipal Coliseum, Lubbock, 
Apr. 5-13—International Auto Show, New 
York Coliseum, New York. 
Nov. 5-1é—Turin Auto Show, Turin, Italy. 
. * * 


awaken to the sad fact that the 
John Doe family is no longer in- 
terested in buying a new car 
every year or two. 

Junior or his sister no longer 
| yearn for the latest model; in fact, 
they prefer a well-broken-in old car 
and the conservative rich do not 
want the latest expensive models 
because too many of these are 
owned by the get-rich quick or the 
gamblers and racketeers. 


General 


20-23—Pacific Automotive Show, Pan 
Pacific Auditorium, Los Angeles. 
March 20-23—Spring Executive Confer- 
ence, National Truck Leasing System, 
El Mirador Hotel, Palm Springs. 

March 31-April I—N-A-P-A Nationa! Busi- 
ness Conference. Sheraton Park Hotel, 
Washington, D. C 


Feb. 

March 31-Apr. 2—Canedian Automotive 
Wholesslers’ & Manufacturers’ Assn., 
Winnipeg, Man. 

Apr. 23-25—i958 Spring Booth Conference 
of Automotive Wholesalers and Manu- 
facturers Representatives, Bon Air Hotel, 
Auguste, Ga. 


May !-8—American Society of Tool En- 


ineers, 26th Annual Meeting and Tool much money. Also, gasoline 
how, Convention Center, Philadelphia. seems to evaporate like steam 
May !1-14—Annual Convention, Automo- under the pressure of so much 


tive Engine Rebuilders Assn., Sheraton- 
Park Hotel, Washington, D. C 

May 15-16—National Truck, Trailer and 
Equipment Show, Great Western Exhibit 
Bidg., Los Angeles, 

May 26-27—N-A-P-A National Business 
Conference, Sheraton-Fontenelle Hotel, 
Omaha. 


In the big cities the rental of 
cars has become the solution to 
the crowded garages and parking 
lots. There are no capital costs, in- 
terest payments or service costs 


20 Years Ago... 


The Big Stories 


In January, 1938, sales of General Motors cars to dealers in the 
United States and Canada, together with shipments overseas, totalled 
94,267 units, compared with 103,668 in January, 1937. Sales the month 
before were 160,444 units. 


While the average weekly wage income of factory workers 
amounted to $23.95 in November, 1937, employes in the automobile 
manufacturing industry were earning $31.25 a week, according to a 
compilation by the U. S. Bureau of Labor Statistics. 

With all but one company operating, car and truck production this 
week in 1938 was set at 58,031 units for U. S. and Canada, compared 
with 57,390 units in the previous week and 81,282 units in the corres- 
ponding week in 1937. 

—From the files of Automotive News. 





‘Obituary for the Auto? . . 


This is an open forum for the discussion of 
readers, and your letters are welcomed. No attention is given to 

letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, 







any subject of interest to 


such as new tires, greasing, oiling, 
etc. 


In the suburban areas, mothers 
much prefer to taxi their young in 
old cars where they need not worry 
about dirtying the upholstery or 
scratching off some of the paint.— 
Oxsserver, New York. 


. > . 
Death of a Designer 
I am enclosing an editorial 
written by Parker Merrow, editor 


of the Carroll County Independent, 
published in Center Ossipee, N. H. 


Mr. Merrow is judge of the Muni- 
cipal Court, has served two terms 
on the Governor’s Council, is in the 
lumber business, owns quite a bit 
of real estate, etc. 


I thought that this article was 
very interesting and that maybe 
you could publish it—L. R. 
Cuurcuu, president, Churchill 
Motors (Chrysler-Plymouth), Kezar 
Falls, Me. 

Eprror’s Nore: The editorial 
follows: 

Se They Carried Him Off 

A major crisis had hit one of the 
Big Three automobile manufactur- 
ers. The top executive suite was 
fogged with ultra-expensive cigar 
smoke. The air was charged with 
desperate depression. For it was 
known through Detroit that unless 
a New Model was brought out that 
could regain the lost place in the 
market, very, very expensive names 
would be lopped from the payroll. 


“Yes, we have,” he stated with 4 
confident smile, “our thinking is 
positive, daring, drastic and goes 

(Continued on Page 64, Col. 3) 








eoothe more you play... 


ALAN ia 


a 
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Your desire to make more money now merits a fresh, new look at 1958's 
surest booster for new car sales. A fresh approach followed by actual test 
can prove that the new and improved Porcelainize costs little or no more 
than the appearance make-shifts so often a part of new car make-ready. 
There is no comparison between a Porcelainized car and one prepared for 
sale by any other method. 

So where’s the gamble, where’s the risk, in adding Porcelainize power 
to your sales force? You owe it to your most vital interests to give Por- 
celainize a play now and get these jackpots: 


FASTER SALES. The extra beauty of a Porcelainized car on the sales floor 
_ has turned many a sale. 


CUSTOMER SATISFACTION is a key to today’s profits and future profits 


DS cl 


as well. 

al LESS LABOR. Speedy, new and improved Porcelainize costs no more than 
- an ordinary shine. 
. 
i- Big jackpots are as certain as the sunrise. An open-minded approach 
. proves this and opens the way to important profits and happier customer 
sit relations. It’s so easy to start now. Call your “Mr. Porcelainize” and merely 

say, “Show me.” 
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TURNINGS 


by 
Joseph M. Callahan 


Engineering Editor 


°58 Car Using 29 Percent More Aluminum 


. average U.S. car contains 52.4 pounds of aluminum 
this year—up 29 percent over 1957, according to a sur- 
vey by Aluminum Co. of America. The typical car used 40 
pounds last year. 

This indicates that 288 million pounds of aluminum will 
be used during the 58 model @——_—_———— 
year if the industry produces | 25 ,'7_ 1954, t© 296 in 1955 and to 
5.5 million cars. Aluminum —— nes made te 

In 1939, the average car employed biggest gain, pounds 
five pounds of aluminum, By 1948 ‘im, being, weed, om te era 


this figure had risen to 12 pounds.| on the average 57. 
The figure continued to rise to 15; Automatic transmission assem- 





aluminum in the average car, con- 
tinue to constitute the largest 
single auto application. Engine 
parts account for 16.78 pounds. 


The remainder of the light metal 
is in power brakes, steering gear, 
aluminum thread in upholstery 
fabric and miscellaneous applica- 
tions. About one million pounds of 
aluminum powder is used annually 
in metallic auto finishes, 

= « + 
LCOA officials said the in- 
creased use of aluminum is due 
to its weight-saving characteristics, 
an increasingly important factor in 
auto making. The 52.4 pounds of 
aluminum in the average car 
makes possible a weight saving of 
100 to 150 pounds because alumi- 
num weighs about one-third as A Friend in Need— 
much as most other metals. This is Firestone’s new Perma Spare, a 
Not included in this average | hard rubber and steel disk which is bolted 
figure of 524 pounds are the six | over the deflated tire with the regular 
pounds of aluminum used for re- | wheel lugs. The car must be jacked up to 
placement parts during the aver- | install the unit. It is considered safe for 
age car’s life, the two pounds of | 100-150 miles of driving at speeds up 
aluminum used to deoxidize the | jo 45 m.p.h. 
steel in the car or the one pound 
cae ior athe de pm ingredi- | 505 pounds of the metal. The 1957 

Cadillac’s Brougham again tops| "ure was 255 pounds. 
all cars in the use of aluminum.| A big aluminum user this year is 
Equipped with aluminum wheels| the Buick Roadmaster, which has 





pounds in 1952, to 18 in 1953, to|blies, which use 19.75 pounds of| and bumpers, the ’58 Brougham has| the largest aluminum part—a 43.5- 
Tr cammmmpmsieenten intemal oii ammenities EC I 
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BIG OR SMALL... BENDIX DRIVES START THEM ALL 


Throughout the world of transportation it’s an accepted fact 
that you start with Bendix! And it’s not surprising. Bendix* 
Starter Drives have been synonymous with dependability for 
fifty years in the automotive field. They’ve proved themselves 
just as reliable on submarines, aircraft, earth movers, outboard 
motors, helicopters. In fact, every type of internal-combustion 


Bendix-Elmira, n.y. Condi” 


ECLIPSE MACHINE DIVISION 


engine ever built has used a Bendix Starter Drive. Hospitals 
use Bendix Drives to activate their stand-by equipment. Aur 
raid sirens across the country are started with Bendix Drives. 
It’s logical to believe that such universal acceptance indicates 
a standard of quality which no other manufacturer has been 


able to match. Need we say more? 
*REG. U. S. PAT. OFF. 








— 


pound transmission assembly, in. 
cluding a 26-pound case. 
* * > 


Chrysler Still Is Leader 


ee CORP. still leads the 
industry in per-car average 
aluminum use, The corporation now 
employs an average of 75 pounds 
of aluminum per car, up 12 percent 
from last year. 


aluminum: 
Car 





E more valuable if they are in- 
vited to join top-management tech- 
nical sessions, according to E 
Elmer Sivacek, chief engineer of 
King-Seeley Corp. 

at a meeting of the 
American Society for Engineer- 


engineers 

These factors are the type of 
work the employer does, the type 
of work the engineer would do and 
the advancement possibilities. 

He declared: “There were also 
other factors such as recognition, 
training programs, salary, security, 
etc., uncovered in our study. How- 
ever, from these three came the 
clue which led to our informal 
technical sessions as a means for 
improvement of the engineer.” 

> > * 


No More One-Man Shows 


[am meetings, he continued, 
can be important because the 
time has passed when the top boss 
ran the whole show and knew how 
to do every job in the company 
better than anyone else. 

Sivacek said “every business, 
no matter how small, sooner or 
later realizes that there are too 
many complications for one man 
to call all the shots. When this 


Commenting on the value of the 
technical sessions, he said the en- 
gineers get a view of the company’s 
overall operation, an impression of 
the growth of the company through 
product development and their own 
position in the overall operation. 

He continued: “Still another im- 
portant feature of these sessions is 
the opportunity for engineering 
management to familiarize the en- 
gineers with policy matters, man- 
agement thinking and future plans. 

“The competitive spirit comes 
forth when an engineer presents 4 
solution to a problem which some 
of the others had not solved. Pro- 
cedures which normally might take 
an engineer years to absorb, or pos- 
sibly not at all if he never becomes 

to them, can be covered in 
these technical sessions in a man- 
ner which places the seed of desire 
for knowledge in the young engi- 
neer.” 





Car-Lease Customers 


Offered Purchase Option 
DENVER—A new lease- 
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Norwin Miller, Town & Country Buick, Inc., Jersey Shore, Penna., reports: 


“I make from *20 to *50 extra profit on 


every car I sell with nylon cord tires” 


“Depending on the deal, I put anywhere from $20 to $50 extra in 
my pocket every time I sell a set of nylons. I put them on my dem- 
onstrator models and bring them into the sales talk from the start. 
Once a customer is sold on a car like the B-58, he wants the best 
and the safest tires he can get. And he’s usually willing to pay a 


iter 


6 out of 10 customers say they will buy nylon 
cord tires when you offer them, according to a 
recent survey conducted by Dun & Bradstreet. 


Intensive advertising by Du Pont carries the 
nylon safety story to 19,500,000 people, the com- 
bined circulation of these nine leading magazines. 


little extra for the real blowout protection he gets with nylon. 

“Back in ’55 I had to tell customers about nylon, but not any 
more. Recently one of them insisted he wouldn’t own a car without 
nylon cord tires. I’ve made it a practice to talk up nylon cord tires 
along with the other options. It’s paid off in profits!” 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 


--»- THROUGH CHEMISTRY 


Enjoy the ““Du Pont Show of the Month’’— on CBS-TV 


THE SAFEST, STRONGEST TIRES ARE MADE WITH Ww $ LON 
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Recession Remedy .. . 
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Proposed Tax Cuts 


May Prove 


By Kenneth C. Kelley dr. 

Staff Writer 
POKESMEN for nearly all 
groups in the U. S. have urged 

a tax reduction as a cure for the 
recession or, at least, as a reserve 
weapon in the battle against the 
downturn. 

They will probably find that the 

cure, if it’s ever used, 

News will prove vastly 
of overrated. 

Such diverse per- 

Finance sonalities as union 

leaders and GM 
President Harlow H. Curtice have 
suggested a tax cut. President Eis- 
enhower has called such a move a 
reserve weapon, one that he is not) 
quite ready to use yet. 

The trouble with the tax-cut 
plan is that it will give little help 
where help is needed and may | 
bring on additional problems in 
the process. 

A large number of tax-cut plans 
have been suggested and more are 
sure to come. An anti-recession tax 
cut usually takes the form of re- 
duced tax rates for those in the 
lower brackets or higher exemp- 
tions for all. 


One of the most popular is the 
idea of increasing personal exemp- | 
tions. Here is how it would work 
for what might loosely be consid- 
ered an average worker and con- 
sumer—making $100 a week with a 
wife and two children: 

His exemptions for dependents 
would be increased from the pres- 
ent $600 per person. A popular sug- 
gestion has been $700 exemptions. 


$1.50-a-Week Reduction 
A $700 figure would mean that 


this “average” worker would 
pay taxes on $100 less of his in- 
come for each dependent or a total 
of $400 in a family of four. 

This worker would be paying in- 
come taxes at the rate of no more 
than 20 percent so the increased 
exemptions would save him no 


Harvester Notes 
Drop in Sales, 
Profit for Year 


CHICAGO.—Decreases in sales 
and profit for the fiscal year ended 
Oct. 31 were reported by Interna- 
tional Harvester. 


The company said its sales for 
the year totalled $1,171,389,000, 
down 64 percent from the $1,252,- 
079,000 for the previous fiscal year. 

Profit for the year was put at 
$45,620,000, a decrease of 8.1 percent 
from the $49,619,000 in the previous 
fiscal year. 

Two categories of Harvester 
products showed increased sales in| 
the 1957 fiscal year. Farm tractor, 
service and service part sales were 
up 88 percent to $195,662,000. 

Sales of baler and binder twine) 
amounted to $9,613,000, up 3.3 per-| 
cent. 

The sales of other product lines | 
were down with truck, service and 
service parts off about nearly $19% 
million to $554,165,000. Another 
major loss was in sales of con- 
struction equipment and _ service 
parts, down more than $54 million 
to $154,053,000. 

Looking at the coming year, 
International said the field most 
likely to show increased sales was 
the farm market. Improved farm 
prices, good moisture conditions, 
technological] progress on the farm 
and the trend to larger farms were 
seen as strengthening the market. 

The business upturn often pre- 
dicted for mid-1958 would stimulate 
truck sales and the expected 
strength in construction activity 
would support sales of construction 
equipment, the company said. 


McLouth Steel 


McLouth Steel Corp., report for 
1957 vs. 1956: Sales, $179,458,000 
and $163,907,000; earnings, $9,410,- 
000 and $8,806,000. 


Overrated 


more than $80 a year or just a little 
more than $1.50 a week. 


Another way of looking at the 
cut is that this family of four 
would have about 40 cents more 
per person per week. 

Most available statistics point 
out that the recession is not due so 
much to a lack of money in the 
hands of consumers but to a lack 
of willingness’ to part with that 
money. 

The report on Federal Reserve 
member banks in major cities 
shows that, in the last week of 
January, 1957, when the economy 
was moving at a brisk clip and un- 
employment was low, savings ac- 
counts in these banks were in- 
creased by $39 million. 


ings total is now about $1 billion 
above the total for mid-November. 


Even More Being Saved 


ILE this bank report is con- 

sidered an excellent indicator 
of trends in the nation’s finances, 
it covers only a part of the saving 
in the U. S. Other money is being 
put away in savings bonds, insur- 
ance, savings and loan associations 
and smaller banks, 

However, the report does show 
that the rate of saving went up 
by $159 million a week between 
the two comparable weeks a year 
apart, That $159 million is nearly 
$1 a week for every person in the 
U. S., more than double the pur- 
chasing power that would be 
gained by a tax cut through 
granting $700 personal exemp- 
tions. 

More drastic tax reductions than 
the $100 boost in exemptions would, 
of course, do more for purchasing 
power. T. O. Yntema, Ford finance 
vice-president, offered such a plan 


| during the Senate auto price hear- 
ings. He suggested a tax mora-| 
In the last week of January this| torium—a temporary suspension of | 


year, when the economy was well! income tax collections. 
off its pace, these savings accounts; Some tax-cut proponents indicate| Ways an unpopular move. That tax 
went up by $198 million. The sav-' that the reduction might not help increase might be needed at just 





much in itself. It would give con- 
sumers a psychological boost, they 
say. It might but that would re- 
main to be seen. A boost in confi- 
dence is certainly needed, 


* * * 


Government's Headaches 

a* LEAST two problems will 
+% have to be dealt with if taxes 
are reduced: Where will the Gov- 
ernment get the money to make up 
for the reduction while it is in 
effect and what will the long-range 
effect be on Government financing? 

If the Government raises other 
taxes in order to cut personal in- 
come taxes, there will be little or 
no net increase in purchasing 
power. Deficit financing is the 
answer to this problem, at least for 
the present. 

No serious student of Govern- 
ment financing can see any early 
reduction in its expenses. If taxes 
are cut and the recession eases, 
deficit financing will then have 
to be abandoned, lest an infla- 
tionary spiral be touched off. 

An end of deficit financing will 
probably mean a tax increase, al- 


—— 


the time when it is most difficult 
to get—1960, an election year. 
+ * * 


‘Difficult Going’ in Parts 

| atv parts makers “are expected 
to find the going difficult in 

1958,” predicts Arnold Bernhard & 

Co.’s Value Line Investment Sur- 

vey. 

The investment advice publica- 
tion sees lower auto sales, par- 
ticularly for Ford and Chrysler, 
during 1958 and expects suppliers 
to suffer along with the car man- 
ufacturers. 

Sales declines of 5 percent or 
more and profit cuts of 10 percent 


|Or more are predicted for most of 


the parts firms. 


Ex-Dealer Advanced 


Walter E. Auch has been ad- 
mitted to general partnership in 
Bache & Co., members of the New 
York Stock Exchange, and has been 
named resident partner in the 
firm’s branch in Detroit. At the age 
of 25, he was named a Chrysler 
Corp. district manager, covering 
the state of New York. He was 
later a dealer. 
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The General Motors 


“AIM TO LIVE 





9) 


For All Retailers}S« 


safety 


Motors is taking 
program 


The 


and banners. 


see can hurt them. R 
than 50% of all cars have improperly aimed head- 
lamps and are losing as much as 


In the interest of — night driving safety, General ~ 


What is “Aim To Live"? 


Whenever your customers drive at night, their 
on what they can see. What they can’t 


checks 


ve that more 


of night vision. 


lead in promoting this vital serv- 


ice with this great new “Aim To Live” public service 


The “Aim To Live” Program will be backed by power- 
ful advertising in leading national i : 
as on television programs sponso 
Motors Divisions. Car owners ev 
urged to stop in at any authorized “Aim To Live” 
Headquarters point for a headlamp inspection and 
aiming check. 


es as well 
by General 
where will be 


Nation-wide March-April 

$100,000 Consumer Contest —116 Big Prizes! 
spring climax of the “AIM TO LIVE” program ~ 
will be an exciting 60-day $100,000 safety slogan con- 
test a all licensed drivers during March and April. 
All “Aim To Live” 


retailers will be pro- 


Join this important public service project! Back the 
“Aim To Live” Program for greater night-driving safety! 


and identification signs 
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‘cult § Dealer Stresses Low Debt, Too .. . 


Good Services Ease Recession 
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By L. H. Houck 
Staff Correspondent 
KANSAS CITY.—When storm 
signals fly over the automobile 
business and a recession is pre- 
dicted just around the corner, what 
does the successful and well ex- 
rienced dealer do about it? 
Martin Durham, president of 
Southtown Motors, Inc., Kansas 
City (Ford), said that in some 
eases it is too late to do anything 
about it because the wise dealer 
pays off his obligations during 
lush times so he can coast 
through bad times. 
Durham, who has been a Ford 


dealer since 1944 and in the auto-| 


mobile business almost 40 years, 


started at the bottom. He said that | 


the retail automobile business has 
always had its good and bad sea- 
sons and such things as the cur- 
rent recession are anticipated by 
the experienced dealers. 

Since Durham well recalls the 
state of the business in the ’30s, 
his advice is worth hearing. 






Here’s what a dealer facing a 
recession should have, according to 
Durham. He may be able to get 
along without them if he uses some 
of the other ingredients of success 
as outlined by Durham but the job 
will be a lot harder. 

“When times get tough it is hard 
| to do anything right,” Durham told 
Automotive News, “but the well 
| financed dealer can go through 
tough times when others fall by 
| the wayside. 
| “And to be well financed means 
| that you have to put your profits 
in lush times into paying off 
obligations and securing your 
financial position against the 
storms that are sure to come 
battering at your business house. 
No dealer should have any 
capital loans to retire in such 
times. 

“He should reduce his lease pay- 
ments,” Durham continued, “and 
|he should be careful not to incur 
additional obligations. Of course, 
| bad times sometimes sneaks up on 





OF THE MONTH! 


* PROGRAM. 


a dealer when he is trying to do 
all these things and he has to make 
the best of it.” 

Besides working capital, Durham 
recommends two other necessary 
ingredients for success and both 
are doubly valuable in periods of 
economic distress. These are high 
grade service department and a 
hard-hitting sales department. 

“I am convinced that you must 
have a sales force go out and 
originate virgin prospects,” Dur- 
ham said. “And I mean by virgin 
prospects, those who have not yet 
become shoppers and who often 
have not yet started to think about 
trading in their present car.” 

Today’s general run of auto 
salesmen are still suffering from 
the lush, order-taking days, ac- 
cording to Durham, who has his 
force organized into crews. 


These crews under the super- 
vision of a crew sales manager go 
out every day into different neigh- 
borhoods and canvass the entire 
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ORDER YOUR STOCK OF GUIDE HEADLAMPS 
TODAY FROM YOUR REGULAR AC SUPPLIER 


modern 


AC SPARK PLUG $ THE ELECTRONICS DIVISION OF GENERAL MOTORS 


Watch Walt Disney Studios’ ZORRO every week on ABC-TV 





Here’s how service stations and 
repair shops can participate in the 
“Aim To Live” Program 

Any service station or garage stocking Guide T-3 Head- 
lamps and having a mechanical aimer for aiming 
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locality for virgin prospects. And 
they find them. 

They call on both merchants and 
residents. They usually pass out 
slips which are called trading 
invitations. 

They are printed on both sides 
and give the name of the company, 
the name of the salesman, and the 
name of the car they are selling, 
and they invite the recipient to 
come in to talk over the purchase 
of a new or used car. They state 
that the dealership has standard 
financing, reasonable down pay- 
ments, and will make a good allow- 


ance for the prospect’s present car. | 


Durham has a heavy store 
traffic but he discounts its value 
because he gets most of his busi- 
ness by going out after it. How- 
ever, some of the traffic is gen- 
erated by the outside activity. 
Each salesman has a lot of things 


he must do every day. Durham) 


said: “You can’t do anything with- 
out work and there is no road you 
can take to success without work. 
The success of my salesmen is 
necessary to my success.” 

So each salesman each day is 
required to put out 100 trading 
invitations, make 10 telephone 
calls to prospects, and call from 





with aiming points) is 









considered an official “Aim To Live” station. 


AC field personnel are now contacting 
retailers of Guide Headlamps to explain 

the complete program and to distribute “‘Aim 
To Live’’ point-of-sale identification kits 
Now’s the time to become an “Aim To Live” station. 
Order a stock of Guide Lamps from your regular AC 
supplier. He will see to it that the AC field man sets up 
your station as an official ““Aim To Live” Hi 
point. You, too, can then become a part of this vital 
project and qualify your customers to participate in 
the big March-April contest. 
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three to five owners. Each salesman 
must contact all the owners he has 
sold at the rate of three to five a 
day to get new prospects. 

At the same time, he must inquire 
about the car he sold and whether 
it is giving satisfactory service. 
So this procedure performs double 
duty and is partly responsible for 
the large repeat business enjoyed 
by Southtown Motors, Inc. 

Here is a dealer who believes in 
high-grade service. 

“Most complaints from owners 
come from faulty predelivery 
service,” Durham said, “or a fail- 
ure to do a good job at the 1,000- 
mile inspection. 

“Now when there is something 
wrong with a car and the owner 
has made a complaint it must be 
fixed. The only question is who is 
going to pay for the job—the 
dealer, the owner or the factory. 

It’s like having appendicitis—it 
doesn’t make any difference what 
doctor operates and what hospital 
he goes to since he has to have it 
done now and nothing can be done 
to cancel the necessity. 

“It has been my experience,” 
Durham continued, “that the ma- 
jority of such complaints only 
amount to a few dollars anyway 
and so it doesn’t take much to keep 
the customer happy, if that little is 
done right. 

“On the other hand, if it turns 
out that the job must be paid for 
by the customer and you have 
trouble with the customer, it is 
because the job has not been 
properly explained to him. 

“Most people are reasonable and 
the representative of the dealer has 
not properly sold the customer on 
his responsibility for payment for 
the repair work.” 

Durham places great stress on 
predelivery service and the service 
department carries out each item 
on the list of operations recom- 
mended by the factory. 


In addition, mechanics remove 
| front wheels of all new cars, check 
bearings, lubricate and replace. 

“We've never had a complaint 

from tight front wheel bearings,” 
Durham said, “but I think every 
new and used car that goes out 
should have the front wheels 
checked because a failure can 
have such disastrous conse- 
quences. 

“It might be an easy thing for 
| a nut to be too tight. We just make 
sure on every unit and it pays off 
in customer satisfaction.” 
| All new cars are road tested 
| before delivery and used cars are 
| usually road tested. 

Having a good predelivery pro- 
gram saves a lot of time, Durham 
| explained — time that would be 
taken up by customers with minor 
complaints. 

Delivery of a new unit in such 
|a condition that it requires few, if 
any, calls back to the dealer before 
| the 1,000-mile inspection is a won- 
derful repeat business builder, Dur- 
|} ham said. 





Rochester Buyers 
To Pay Sales Tax 
‘On Excise Charge 


| ROCHESTER, N. Y.—Auto pur- 
chasers in Monroe County (Roches- 
ter) are paying an additional $5 to 
$10 per car as the result of a ruling 
by William Baxter, deputy county 
sales tax director. 

Baxter ruled that the county’s 3 
percent sales tax will be applied 
to the total cost of the merchan- 
dise, including Federal excise tax. 
He said the new procedure is ex- 
pected to increase the annual sales 
tax revenue by about $70,000. 


According to Baxter, the new 
procedure is based on a State 
Appelate Division ruling that an 
excise tax is not a consumer tax 
and so should be subject to the 
sales tax. He said the ruling will 
apply to tires, gasoline and oil, 
electrical appliances, firearms, liq- 
uor, business machines and some 
other items, as well as autos. 


An objection to Baxter’s ruling 
has been registered by the Roch- 
ester Automobile Dealers Assn. 
President William E. Cooke said 
that even though the ruling is based 
on a court decision, the RADA 
would “look into the matter to see 
what can be done.” 
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Lawsuits Affecting Dealers... 
Court Decisions 


By Leo T. Parker 
Attorney at Law 


CCORDING to a late and lead- 


ing higher-court decision, a| higher court, the owner of an auto- 
city ordinance is invalid if it au-| mobile is not liable nor responsible 
thorizes the officers of a city to|for unlawful acts of his bailee. 


grant a permit or refuse such a 
permit at will. 

This is so because it assumes to 
clothe such offi- 
cers with arbi- 
trary power, to 
be exercised 
merely at their 
will or caprice, 

For illustration, 
in Hudson Prop- 
erties v. City of 
Westwood, 310 
Pac. (2d) 936, it 
was shown that 
an automobile 
dealer filed suit 
to compel a city to issue a building 
permit for construction of a serv- 
ice station. 

The city officials had refused to 
issue the permit in view of a 
city ordinance which stated that | 
the city officials could refuse to 
issue a permit if in their opinion 
the building for which a permit 
is applied would be detrimental 
te the value of the surrounding 

In holding the ordinance void, the 
court said: 

“This ordinance is invalid be- 
cause it fails to establish a uni- 
form standard for its application, 
in that ‘The Governing Body’ is 
made the final arbiter of property 
rights. This is an attempt to confer 
arbitrary power on the governing 
body of the city and is void.” 


L. T. Parker 


| 


@ person who rents and uses an 
automobile belonging to another. 


According to a late and leading 


For illustration, in Red Top| 
Driv-Ur-Self v. Marvin Potts, 300 
S. W. (2d) 262, a city ordinance 
was litigated which made it un- 
| lawful for any registered owner of | 





Robert Bosch Spark Plugs 
Available for U. S. Cars 


NEW YORK.—Bosch spark 
plugs, which have been used in 
racing cars for more than 50 years, 
now are available for U. S. family | 





president, Robert Bosch Corp. 


try will be able to carry the plugs. 
They are manufactured by Robert 
Bosch GmbH, Stuttgart, Germany. 








Warranty Is Breached 


(= month, a higher court held 
that if the purchaser of a de- 
fective new automobile gives the 
seller an opportunity to remedy 
the defects, the seller is liable in 

to the purchaser for 
failure to make the proper repairs. 

For example, in Allen v. Harry 
Brown Motors, 310 Pac. (2d) 923, 
the testimony showed facts, as fol- 
lows: A man, named Allen, pur- 
chased a new Plymouth automobile 
from Harry Brown Motors. 

Later Allen sued both the 
manufacturer and the Harry 
Brown Motors for damages on 
the grounds that they had 
the new-car warranty 
it was free from defects in 
and workmanship. 
warranty contained the usual 
clause that the warranty was good 
for 90 days after delivery of such 
vehicle or before it was driven 
4,000 miles. 

Allen testified that the automo 
bile vibrated and shook violently 
and noisily at all times when 
driven; causing so much noise that 
it was impossible to carry on 4 
conversation within said automo- 
bile. 
Allen took the automobile to 
Harry Brown Motors within 90 
days, but this dealer failed to 
remedy the defects. 

The higher court indicated that 
the dealer may be liable in dam- 


Et 


shown that defendant 


ages to Allen and said: 
: is 


directly 
from the breach of warranty. 

“In the absence of special cir- 
cumstances showing proximate 
damage of a greater amount, this 
is the difference between the value 
of the automobile at the time of 
delivery and the ‘value it would 
have had if it had conformed to 
the warranty.” 

For comparison, see Peterson 
Co. v. Parrott, 129 Me. 381. This 
court held that paint on an auto- 
mobile not properly applied con- 
stituted “defective workmanship or 
material” within the warranty and 
that the purchaser can recover 


damages. 
s * . 


Not Responsible for Bailee 


BAILEE is one who takes con- 
trol or possession of another 
person’s chattel. Hence, a bailee is 
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a motor vehicle to permit or allow 
such vehicle to be parked overtime 
on a city street. 

The higher court held that the 
owner of a “driv-ur-self” business 
could not be held liable for any 
fines for traffic violations when 
the evidence showed that the owner 
of the business was not the person 
who committed the traffic viola- 
tion. 

In other words, notwithstand- 
ing the broad wording of the 
city ordinance, the higher court 
held that a person or company 
which rents or loans an automo- 
bile never is liable for traffic 
violations of a person as a bailee 
who rented or borrowed the ve- 
hicle. The court said: 

“A city ordinance making it un- 
lawful for the registered owner of 
any vehicle to permit or allow it to 
be parked overtime would infringe 

on his constitutional rights.” 


This higher court went on to ex-| 
cars, according to George Krieger,| plain that a bailee who takes pos- 
session of an automobile by per- 
Krieger said service stations and| mission of its owner is not a legal 


hence, the owner is not responsible | winning the $2,000 grand prize at the 
— acts committed by the| second Plymouth closed-circuit TV sales 
ailee. 





SELLING SLANTS 
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Plymouth’s TV Winner— 


Seldon Reed, right, salesman for George 
Inc. (DeSoto-Plymouth), Cin- 
cinnati, is congratulated by G. A. Barnes, 


repair shops throughout the coun-| and lawful agent of the owner and, | Plymouth Cincinnati regional manager, on 





Illinois Use Tax 
Clears Its Final 


Collection Barrier 


SPRINGFIELD, Ill.—The con. 
troversial Illinois use tax received 
its final approval when the U. § 
Supreme Court declined to rule on 
its validity. 

As a result, Illinois will be able 
to collect the use tax under a law 
which was enacted in 1955, but 
which has been under fire ever 
since. 

The attorney general estimated 
that the State will receive about 
$10 million through payment of 
taxes which had been held up pend. 
ing the legal battle over the levy. 

The Illinois Supreme Court ruled 
the tax unconstitutional last No- 
vember, but a petition for a rehear. 
ing was granted and last spring the 
court reversed itself and upheld 
the act. Appeals then were filed 
with the U.S. Supreme Court. 

The tax is at the rate of 2% per. 
cent of the selling price of goods 
sold at retail. 





This handy AC Tester Rack 
with an order for an FM-20 
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Behold a Tiger— 

This new small car, the Tiger, has two seats, one behind the other, and handie-bar 
steering. It was designed in Germany to appeal to the economy-minded and the 
ex-motorcycle rider. 


} 
| 





School Adds Torsion-Aire 
ROCK ISLAND, Ill. — A Dodge/|use at the Bear Safety Service 
Torsion-Aire suspension chassis has | School, according to Victor B. Day, 
been added to suspension units in| company president. 
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Auto Letter from Europe 


EGENSBURG, Bavaria—The 
Tiger, a small car with a new 
slant, has been designed at the 
former Messerschmidt Works here 
to appeal to two classes of cus- 
tomers—the economy-minded and 


the ex-motorcycle rider. 


The Tiger has two seats—one be- 


hind the other— 
and offers the 
same acceleration 
as a big car and 
a top speed of 90 
m.p.h., according 
to the designer. 
The auto has 


| four wheels, all 


independently 
suspended; pro- 
gressively wound 
coil springs, hy- 
draulic brakes, a 


body-form contour front seat, 
| rubber-foam upholstery, handle-bar 
steering and a 26-horsepower rear 


engine. 





G. L. Ginser 





lion units, about 420,000 more than| About 15,000 Skoda 400s were ex- 


the previous 12-month figure. 

In Munich, Bavarian Motor 
Works has started production of 
its four-seat BMW-Isetta 600 
small car. The firm, which has 
reported a loss of about $1.5 mil- 
lion in 1957, hopes to sell 30,000 
of the new 600s in 1958. 

The German Postoffice has or- 
dered 100 Goggomobils with spe- 
cial bodies for mail pickup. The 
vehicles will be able to carry a 
quarter of a ton. 

In Turin, Italy, Fiat announced 
that the engine of the new 500-c.c. 
two-seater has been boosted from 
13 to 15 horsepower. Fiat also said 
it would boost the power of en- 
gines of earlier customers at no 
cost. 

* + * 


Skoda to Expand Facilities 


N CZECHOSLOVAKIA, Skoda 
announced it would increase 


j}auto production by building a new 


Production of autos in Germany| foundry, stamping plant, paint 
through November totalled 2.3 mil- shops and sheet-metal facilities. 



































Presenting the Oneidacraft Tableware 


FOLLOW-UP PROMOTION 


ON AC OIL FILTERS 


FM-35 Assortment Includes: 4 place settings of 3 pieces Oval 
Bowl Soup Spoon, Salad Fork, iced Drink Spoon. Plus .. . Butter 
Knife, Sugar Spoon, Large Serving Spoon, Large Serving Fork. 


= 






AC SPARK PLUG RP THE ELECTRONICS DIVISION OF GENERAL MOTORS 


AVAILABLE FROM ANY 





Complete your Oneidacraft 
Stainless Tableware with these 
16 beautiful additional pieces 


Yes, dealers everywhere have asked for the 
opportunity to complete their AC Oneidacraft 
set . . . so 16 additional Profile Pattern pieces 
are now available on that same attractive basis 
as the original offer released last fall. 

Demand is bound to run high for this outstand- 
ing value so we urge you to act promptly . . . 


order an FM-35 today! 


SUPPLIER 


FM-35 PROMOTION 
... 70 charge to you! 


The deal’s the same . . . you buy 24 AC Elements of 
your choice; pay the regular price plus $7.50. You 
receive the 16 pieces of Oneidacraft plus three pop- 
ular AC Elements worth $7.50. When they're sold 
you’ve recovered your total additional investment. 


HERE’S MORE GOOD NEWS! 

If you didn’t get the initial FM-31 Assortment con- 
sisting of the basic 16-piece Oneidacraft set .. . 4 
Knives, 4 Forks, 8 Teaspoons, it’s being reintroduced 
because of popular demand. This is your opportunity 
to secure both assortments. 


Watch Walt Disney Studios’ ZORRO every week on ABC-TV 





ported in 1956, and the 1957 total is 
expected to be higher. 

British automotive firms have 
shipped about $250 million worth 
of parts to lands where British 
cars and trucks are sold. 

It also was announced that Aus- 
tralia has ordered 248 English 
buses, 112 A.E.C. Regal Marks and 
136 Leyland Worldmasters. 

In Stuttgart, Germany, Daimler- 
Benz reported the sale of 40 buses 
to Lima and Peru. The firm also 
announced it had turned out its 
80,000th small diesel engine, many 
of which went into taxicabs. The 
firm’s share of the German market 
in the truck class above three tons 
totalled 44.9 percent, or 7,292 units. 


New Dutch Auto 


ORD from Holland is that the 

new Dutch auto, the DAF 600, 
will be a four-seater in the same 
class with BMW (Isetta) 600, Lloyd 
and Goggomobil. 

It will have an air-cooled, two- 
cylinder engine of 366 cubic 
inches displacement mounted in 
front. 

Production is projected at 80 cars 
a day, with dealerships at first lo- 
cated in the Benelux countries, and 
later in other European nations. 


* > > 


VW Market Test 


OLKSWAGEN is said to be test- 

ing three separate areas in 
Europe in order to find out how 
many VWs it would actually take 
to saturate the market if deliveries 
could be made without delay. In 
some German cities, dealers can 
accept no further orders for all of 
1958. 


26 Dealers Vie 
For Brand Name 
Retailer Titles 


NEW YORK.—Among the 586 
merchants selected to compete for 
the 1957 Brand Name retailer-of- 
the-year titles will be 26 auto 
dealers. 

They are located in 15 states and 
the District of Columbia. Compet- 
ing again this year are Sherry 
Motors (Ford), Appleton, Wis., 
certificate-of-distinction winner in 
1955 and 1956, and Sanders Chevro- 
let Co., Watertown, S. D., certificate- 
of-distinction winner in 1956. 


Other finalists in the dealer cate- 
gory of the 1957 competition are: 

Arcade Pontiac Co., Washington; 
Nichols Bros., Inc. (Rambler), St. 
Petersburg, Fla.; Johnson Chevro- 
let Co., Peoria, Ill; Frederick M. 
Sutter, Inc. (Dodge-Plymouth), 
Columbus, Ind.; Boston Nash Co. 
(Rambler), Boston; Corcoran Motor 


Sales Co., Inc. (Ford), Wellesley 
Hills, Mass. 
Davison Applegate (Chevrolet), 


Flint; Gray & White (Chevrolet), 
Hillsdale, Mich.; Crutchfield Chev- 
rolet Co., Jackson, Mich.; Eggie 
Motor Co, (Rambler), Oaklyn, N. 
J.; Richard's Nash of Union 
(Rambler), Union, N. J.; Jones 
Motors, Inc. (Rambler), James- 
town, N. Y.; The Irving Garage 
(Rambler), Southhampton, N. Y.; 
The Birkett L. Williams Co. (Ford), 
Cleveland; Hecky-Pollock, Inc. 
(Ford-Mercury), Garrettsville, O.; 
Blaushild’s Chrysler- Plymouth 
Headquarters, Shaker Heights, O. 

North Motor Co. (Rambler), 
Blackwell, Okla.; Seyfried Motors, 
Inc. (Dodge-Plymouth), Nazareth, 
Pa.; Harold B. Robinson Auto Sales 
Co. (DeSoto-Plymouth-Chrysler- 
Imperial), Philadelphia; Sun City 
Motors, Inc. (Rambler), El Paso, 
Tex.; Taylor Motor Co. Inc. 
(Dodge-Plymouth), King William, 
Va.; Raleigh Motor Sales, Inc. 
(Pontiac), Beckley, W. Va.; Fred- 
eric Auto Co. Inc. (Chevrolet- 
Oldsmobile), Frederic, Wis, and 
Hartung Motor Co., Inc. (Rambler), 
Milwaukee. 


Auto Parts for School 
WALNUT CREEK, Calif.—More 
than $1,000 worth of parts have 
been donated to the Acalaner “‘ch 
School auto shop by Fran’ 
cellini, Mercury dealer, a’ 
cury’s western division. 





i. 
; 
4 
i 





22 





aa): 
ey i ag 


arom) | 
G57 DEAL Tha 


Ps 


Edsel Joins Police Force— 


In an advertisement headed, “It takes an Edsel to catch an Edsel,” Fred Harris 
Edsel, Inc., Aurora, Ill., announced the sale of the “first Edsel in the U. S. to be 
used as a police car." This picture, which appeared in the ad, shows, from left, Jack 
Charlesworth, Edsel zone manager; Fred Harris, Edsel dealer, presenting the keys of 
the Edsel to Ernest Melcher, police chief, North Avrora. Harris said the ad sold 
seven new cars. 
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How They're Pushing Sales .. . 


Dealer Ad Ideas 


‘Meet Margaret’ 


KRONITES were invited to 

“stop in and meet Margaret and 
her staff” during “Owner-Operator 
Month” at Spot Motor Co. (Dodge). 
The February-only invitation was 
issued in a giant ad in the Akron 
Beacon-Journal. 

Margaret is Margaret Leighley, 
new owner-operator of Akron’s only 
exclusive Dodge dealship. Photos of 
her and staff members are grouped 
around the copy in the ad. 

Above a cut of a ship’s helm is 
the caption: “Margaret Leighley 
Takes the Helm at Spot Motor Co.” 

« 


? + 
‘He Didn’t Get the Word’ 
“H® DIDN’T get the word,” ob- 
served an ad from Baker 
Motor Co., Inc. (DeSoto-Plymouth), 
Greenville, S. C. 

The dealership noted that “one of 
those great big-volume Chicago 
auto dealers” was complaining 
about falling sales in the last three 
years. 

The volume dealer “overlooks 


the fact that while he was build- 
ing up a big sales record he con- 
veniently forgot to provide 
proper service for the cars he 
was pushing out like pills in a 
drug store.” Baker Motor said. 

“Now those fantastic alleged bar- 
gains and so-called high tradeins 
he seemed to be giving are coming 
back to haunt him.” 

Baker Motor said it had always 
disagreed with volume methods 
and added that it was selling more 
new cars than ever. 

* = * 


Prospecting by Postcard 


ALESMEN for the used-car out- 
let of Cadillac’s Detroit Factory 
Branch are using full-color picture 
postcards in their prospecting ac- 
tivities. 

One of the cards pictures a 1955 
(60) Special four-door sedan. On the 
message side, the salesman tells 
the prospect, “I can offer you a 
| reconditioned and guaranteed select 
| Cadillac at a cost no higher than 
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Be sure the brake system of every car you service 
is always filled with genuine 


Wadner Lockheed BRAKE FLUID 


.-- there’s none better...none safer 


Keep in mind that safe brakes protect lives. So, when any of 
your customers’ cars heed brake fluid, supply genuine Wagner 
Lockheed. 


WAGNER LOCKHEED BRAKE FLUID HAS ALL THESE ADVANTAGES: 


®@ Chemically balanced—with the correct proportion of all ingre- 
dients required to provide an all-season fluid that maintains high 
operating temperature characteristics, yet functions in sub-zero 
temperatures. 


® Chemically balanced —with just the right amount of costly type lu- 
bricant to provide proper lubrication to all parts of the brake system. 
@ Chemically balanced—with exactly enough moisture absorbing 
properties ‘so that metal parts in brake system will not rust or corrode. 
Wagner Electric tion 
6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO, U.S. A. 
(Breaches in principel cities in U.S. and in Conde) 


‘ 


@ Chemically balanced—to maintain chemical characteristics even 


after long use. 
®@ Surpasses S.A.E. specifications. 


@ Does not cause deterioration of rubber cups or hose, 


© Does not evaporate rapidly. 
© Used by vehicle manufacturers, 


@ Nationally advertised in The Saturday Evening POST—over 544 
million copies per issue... Has consumer acceptance. 
© Packaged in 12 oz., quart, gallon, 5, 30 and 54 gallon containers. 


Available from your regular supplier of Wagner Brake Parts, 
Fluid and Lining . . . For details on complete line, ask for free copy 


of Catalog AU-1. 


Waencer Lockheed 


LOCKHEED HYDRAULIC BRAKE PARTS, FLUID and BRAKE LINING * AIR HORNS 


° AR 


WFSS-1 





BRAKES - TACHOGRAPHS * ELECTRIC MOTORS * TRANSFORMERS * INDUSTRIAL BRAKES 
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that of many lower-priced smaller 
cars. 

“Secondly, I can show you how 
your money can be much more 
wisely invested in what your auto. 
mobile dollar is intended for.” 


. * * 


Mustard on the Side 
= E’RE butchering prices.” 
claimed Hillsboro Auto Co, 
(Ford), Hillsboro, O., in a used-car 
ad which featured a picture of 
dealership officials dressed up in 
butcher’s coats and wielding meat 
cleavers and skinning knives. 
The ad listed such items as 

“Prime Ford,” “Boneless Chevro- 

let,” “Smoked Nash” and “Full- 

Shank Plymouth” with an “orig- 

inal price” and a “butchered 

price” for each. 

Used school buses were called 
|“lunch-box specials.” Used trucks 
| were described as being “all mus- 
cle,” “all gristle” and “extra tough.” 

e * * 


All-Americans All 


N LARGE ads in Albuquerque 
(N. M.) daily newspapers, Lloyd 
McKee, DeSoto-Plymouth dealer, 
tied up Albuquerque’s selection as 
an All-American city with his own 
dealership. 

“We don’t follow the leader... 
we are!” said the headline in the 
| ad. The ad then claimed leadership 
for both Albuquerque and Lloyd 
| McKee Motors and listed achieve- 
|ments of both. 


- * > 


|For Sports-Car Buyers 


RAND RIVER CHEVROLET 
CO., Detroit, has named Tom 
| Featherstone as Corvette consult- 
j}ant to help the buyer pick out the 
| type of sports car he wants to drive 
|—for regular use, competition or 
both. 

| The firm also has set up an “in- 
door test track” on which the car's 
performance can be studied under 
simulated road conditions at any 


given speed. 
> 7 > 


| 

|Emphasis on Quality 

‘co emphasis is on “quality” in 
an ad placed by Bagby-Hall 

Lincoln-Mercury, Inc., in the Jack- 

son (Miss.) News. 

“Quality people,” black type in 
| the ad reads, offer a “quality prod- 
uct, quality service, quality financ- 
ing and no high p ressure.” In 
| smaller type, the ad explains why 
| Bagby-Hall is “Jackson’s Quality 
Dealership.” Pictures of the per 
sonnel are inserted in the ad. 
| ” > > 
‘Two Friendly Guys’ 

+ ME in and meet two friendly 

guys who know how to save 
| you money,” invited the newspaper 
ad of Van Nuys Motors, Inc 
(Continental-Lincoln-Mercury), Van 
Nuys, Calif. 

The ad featured Ross Scamehorn 
and Jay Hall, officers of the dealer- 
ship, with faces wreathed in smiles 

Van Nuys Motors is a newly 
| franchised dealership. 


“You Are There’ 


A CHICAGO dealer, Keystone 
Chevrolet, has borrowed from 
the TV show “You Are There” in 
its television commercial. 

An announcer’s voice states: “It's 
1494 and ... you are there!” The 
rest of the announcement goes on 
to say that the 1494 is the $1,4% 
for a like-new used '57 Chevrolet 
and Keystone is the “there.” 


A Dealer’s Game of Tag 
IM RAY, Oakland (Calif.) Pon- 
tiac dealer, says price-tagging 
of new cars has proven popular 
with customers and cut the aver- 
age time for sales, so he’s continu- 
ing it on his ’58s. 

Ray said price tags were dis 
played on the windshields during 
the 1957 closeout. The cards listed 
the itemized equipment, the factory 
price and the dealer price. 

“The majority of our buyers com- 
plimented us on the complete elim- 
ination of confusion and doubts s0 
common in sale transactions,” Ray 
said. “We decided to continue the 
policy.” 














Takes the Cake 


K IUBORN'S Dodge-Plymouth, 
Decatur, Ill, offered a one 
pound fruit cake to any woman 
who brought in her family for ® 
demonstration ride in a new car. 

“No obligation,” the ad said, for 
accepting the “truly taste-tempting 
treat.” 
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s| With the limes... 





Rambler Is Easier To Park and 





Garage . . . smallest turning circle 
of any American built car. 


Rambler Is More Economical . . . 
Holds 3 Official NASCAR Gas Mile- 
age Records — Border-to-Border and 
Coast-to-Coast. 





Rambler Costs Less To Buy— 
RAMBLER DEALERS CAN SELL 
CARS FOR AS LITTLE AS $40.10 
PER MONTH* 








zing *Yes! You can sell a Rambler American Deluxe Sedan at the full suggested factory delivered price, equipped with 
ular Directional Signals, Reclining Seats and White Sidewall Tires—including finance charges at 6% on a 36 month con- 
a tract, 1/3 down, for *40.10 a month. This, of course, does not include freight, insurance or state and local taxes 
dis- 

rng MAIL THIS COUPON TODAY! 

8 

tory 

oat We have the Product for the Director of Dealer Development _ 

lim- American Motors Sales Corporation 

s 30 


Detroit 32, Michigan 


"| Expanding Compact Car Market... 


Gentlemen: Will you please provide me with more complete information 
about the Rambler franchise. | understand that | am under no obligation 


| | 
| | 
; : 
Y¢ yt Have the Opportunity ! ; and my inquiry will be held in the strictest confidence. | 
| | 
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Purolator Sticker— 


A national advertising campaign will 
introduce the new Purolator Seal of Pro- 
fection program to 
The seal is a special sticker for the door 
jamb of customers’ cars and trucks. De- 
signed to increase sales by making drivers 
oil filter conscious, the program will be 
sparked by a $55,000 Sweepstakes for 
dealers. 


More than 150,000 persons read AUTO- 
MOTIVE NEWS every week! 


1 TURN OUT MORE 
JOBS A DAY THAN 


THOSE BIRDS 


Sr 
bp 


the driving public. 
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What's New... 


In Parts and Accessory Distribution 





Exhaust System Parts 


Introduced by Firestone 

AKRON, O.—A complete line of 
mufflers, tailpipes, exhaust pipes 
and exhaust-system accessories has 
been added to Firestone’s line of 
automotive parts. 

The mufflers were designed to 
minimize internal corrosion, the 
company said. They automatically 
evaporate much of the corrosive 
condensate through an inner 
chamber drainage system, Fire- 
stone said. 

= = 


Firm Handles Import Parts 


PORTLAND, Ore.—H. T. (Ken) 
| Meis, owner of Six Point Auto 
| Electric, has organized British 
Auto Parts to distribute parts for 
| foreign cars in Oregon, Idaho and 
Southern Washington. 

* > 


| Ace Rep Named in North 
| MINNEAPOLIS. — Perlman- 





Uy, 


“sf % 


DO 





Pollack-Burke Sales Co., 5009 Ex- 
celsior Blvd., has been appointed a 
representative for the automotive 
accessories division of Ace Rubber 
Products, Inc., Akron. 


* = * 
Washington Judge Upholds 
Champion Fair Trade Deals 

SEATTLE.—A permanent injunc- 
tion enforcimg the fair trade act in 


the State of Washington has been | 
signed in the King County Superior 


test for the Young Executives 
Group have been announced by 
the Motor & Equipment Assn. The 
theme was “How Wholesalers Can 
Conduct an On-the-Job Training 
Program.” Winners are: 

Rabert V. Bailey, Lewis Motor 


| Mart Co., Dayton, O., “Eight Steps 


of Training to Success,” first; Vic- 
tor Cilke, Fochtman Motor Co., 
Petoskey, Mich., “Keeping Em- 
ployes Informed—Essence of train- 
ing,” second, and Joseph L. Nathan, 





Court in the case of Champion 
Spark Plug Co. vs. Jack’s Payless | 
Auto Parts of Seattle, according to} 
Champion. 

An official of Champion said the 
firm is actively pursuing fair trade 
enforcement in states where fair 
trade laws are in effect. 

* * * 


3 Top Winners Named 


| 
| 


\In MEWA Essay Contest 


CHICAGO.—The three top win-| 
ners in the convention essay con- 


TELL THOSE 

7 NIGHT- CRAWLERS 

DOC SMITH NEEDS 
HIS CAR!! 


HEY, YOU TWO! iF 
THAT ISN'T READY SOON 


| Abeles-Lewit Co., New York City, 


“Effective Training Needs Good 

Planning,” third. 
* * = 

Okla. Gas Station Operator 

Wins $5,000 Anco Prize 


GARY, Ind.—Glen Jones, a Phil- 
lips Petroleum Co. dealer in Law- 
ton, Okla., has won the second- 
round grand prize of $5,000 in An- 
derson Co.’s nationwide “Man- 
Hunt” contest. 

Henry Loud, an attendant at 


STUDYING THE 
RACING FORM 
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HOIST HE'D BE 
SINGING A 
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SINGING THE 

SAME OLD 


MAKE MORE MONEY ON EVERY JOB WITH 





“Frame-Kontact” Ho! 


With the new “Continental-18” Adapters, 





ists lift all cars at manu- 


facturers’ recommended pick-up points! 


til me ce) teem Leb DI 
MOTIVE AND HEAV 


ies x il 


tf. 


TWO-POST, AUTO 


FREE-WHEEL TYPE, AUTO 


TWO-POST, TRUCK 


COMPLETE LINE OF AUTO 
{-DUTY TRUCK HOISTS 


ROLL-ON TYPE, AUTO 


Y 


FOUR-POST ELECTRIC, AUTO 


Penna. 


GLOBE Joon {intd. HOISTS 


Profits from service on a “Frame-Kontact” are greater 
because less time has to be spent on each job. Mechanics 
work faster and do better work. Undercar servicing and 
repairs can be completed in 30% to 60% of flat time esti- 
mates . . . profits are higher, more jobs can be completed. 

The assets of maximum underside accessibility, relaxed 
suspensions and quicker, easier, more efficient servicing 
provided by Globe “Frame-Kontact” Hoists have made 
them the preference of dealers everywhere. 

For complete information on ‘“Frame-Kontact” and 
other famous Globe Hoists, write to Globe Host Com- 
pany, East Mermaid Lane at Queen Street, Philadelphia 
18, 
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ee 
VF 2 i; j 
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| greater distances,” 
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Jones’ station, received $1,000 for 
tagging the Anco “spotter” with the 
question, “Do your wipers streak 
your windshield?” All service sta. 
tion operators who asked that ques. 
tion of the Anco representative 
were eligible for the $5,000 draw. 
ing. Ten other dealers won $500 
cash prizes in the contest. 


"58 Parte Market 
To Hit $5 Billion, 
UMS Chief Says 


DETROIT.—Car and truck own- 
ers will spend about $5 billion for 
replacement parts this year, accord- 
ing to Roland S. Withers, general 
manager of United Motors Service 
division of Gen- 


“Estimates as a 
result of a survey 
just compiled 
from our distrib- 
utors indicate 
they expect a 5 
percent increase 
in the demand for 
replacement parts 
over 1957,” With- 
ers said. 

He cited other 





R. S. Withers 


| factors which he said would con- 


tribute to a rise in the replacement- 
parts business. 


“Each year finds more and more 
vehicles on the highways, and sta- 
tistics show they are being driven 
he said. “Also, 


| the impact of high car-and-truck 


production two and three years ago 
will begin to be felt in the repair 


shops.” 


Another factor which brightens 
the outlook for the parts business, 
Withers said, is the better facilities 
being provided by repair shops and 
the increased emphasis being 
placed on mechanic training such 


|as that provided by United Motors 


and other GM divisions at 30 train- 

ing centers across the country. 
United Motors, through distrib- 

utors and the GM Training Centers, 


| provided specialized training for 





more than 40,000 mechanics in 1957. 


Auto Insurance 


Is Up in 4 States 


DETROIT.—Increases in auto in- 
surance rates have been reported 
in California, Nevada, Idaho and 
New Jersey. 

In California the liability rate 


| was increased 20.9 percent and the 


collision rate 13.8. It was estimated 
that the increases would cost mo- 
torists $52 million. Liability insur- 
ance boosts in Nevada averaged 
33.1 percent and collision 3.3 per- 
cent. 

Increases in New Jersey ranged 
from 7.21 to 14.1 percent. Liability 
and collision boosts in Idaho aver- 
aged 2.2 to 9.1 percent. The dis- 
count for farm residents was in- 
creased from 20 to 30 percent. 





Operations Begin 
At Reynolds Plant 


SHEFFIELD, Ala. — Reynolds 
Metals Co. has tapped the first of 
three potlines in its new Listerhill 
aluminum reduction plant here. 
Two more potlines are scheduled 
to go into service in the spring and 
early summer, and the three will 
have a rated capacity of 112,500 
tons of aluminum per year. 

The new plant adjoins the 
recently modernized Listerhill re- 
duction plant with which Reynolds 
entered the primary aluminum 
producing field in 1941. Total an- 
nual rated capacity of the new and 
old plants is 190,000 tons. 

A substantial part of the produc- 
tion of the new plant will be used 
by the adjacent foundary recently 
constructed by Ford Motor Co. 
which takes the metal in molten 
form. 


Smith Reelected 


GLENDALE, Calif—Bob Smith, 
Bob Smith Dodge, has been re- 
elected chairman of the Los Ange- 
les Region Dodge Dealers Advisory 
Conference. He will represent deal- 
ers in Southern California, Arizona 
and Southern Nevada at the Na- 
tional Dodge Dealers Advisory Con- 
ference. 
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(T LOOKS LIKE TOMORROW 
BUT IT RIDES LIKE 1908! 













Don’t let “morning thump” ride spoil your demonstration 
~ | ..get premium strength of Super Rayon plus quiet ride! 


nd 

~ Why does it ride like 1908? Annoying tire flat spots! Insist on rayon, Mr. Dealer, and you'll be sure of 

ed Want to make sure the ride’s right? Super Rayon. having smooth, — = on = cn sure 
. . our prospects ride in the comiort they expect. 

a Super Rayon cord tires do their part to help keep satel ta ait —— 


= today’s new suspension systems as they were built to And you won’t have to worry about losing sales on 
: be—luxurious. account of —of all things—the tires! 

ity 
er- 
is- 
in- 





Strength. Today’s new Super Rayoncord Quiet, smooth ride. Scientific testing > Safe ride. Drivers at Motor Vehicle Long ride. Rayon is more stable, 
is 50% stronger than rayon used to be. by Goodfriend Associates—top acoustical Research smashed into granite blocks at _ puts less strain on rubber. Result: care- 
It’s far stronger than a tire cord ever has authority—shows that Super Rayon cord 60 mph, testing both cords; they dented _ fully controlled recent driving tests show 
ad to be—pound for pound, it’s strong as__ tires are 10 to 33% quieter than tires rims—but didn’t hurt their tires. Rayon treads of Super Rayon cord tires wearing 
nd steel! Super Rayon can take it! made with other cord. safety proved! 14 to 26% longer. 





Super Rayon Makes 
Ph, the Difference in 


- the Demonstration! 


TIRE RAYON 


AMERICAN VISCOSE CORPORATION 
350 Fifth Avenue, New York 1, N. Y. 








Champion Spark Plug Company e: 
to cut time and add profito! 





KNURLED HANDLE 
FOR SURE 
NON-SLIP GRIP 





COMPLETELY POLISHED 
CHROME FINISH. 
RUST RESISTANT. 
EASY TO CLEAN. 

ABOUT 11 INCHES LONG. 


FLEXIBLE ADJUSTMENT 
PERMITS 30° TRAVEL 
EITHER DIRECTION 


FULL 12-TOOTH RATCHET 
n ENGAGEMENT 
REQUIRES ONLY 6° HANDLE 
TRAVEL FOR NEXT BITE 


CONTROLLED TENSION 
AT FLEX JOINT 
HOLDS HANDLE AT 
DESIRED ANGLE 


POPULAR %” SQUARE 
DRIVE FITS MOST 











SWIVEL JOINT DESIGNED STANDARD 
- TO WITHSTAND SPARK PLUG SOCKETS 
HIGHEST SPARK PLUG AND EXTENSIONS 
REMOVAL TORQUES 
. 
RATCHET SHIFT — Ht 
EASILY REVERSIBLE— © 
POSITIVE LOCKING ‘ oMPOn 
ACTION 4 “a Dependable 5-rib 


SPARK PLUGS 





CHAMPION SPARK PLUG. COMPANY « TOLEDO1, OHIO 





Champions are engineered for every car built by Ford, General Motors hry 





For spark plugs located under exhaust manifolds 





signs new Plug-Master’ wrench 
ton spark plug installations! 


@ Developed by Champion Service Engineers, this new 
flex-handle ratchet wrench is adaptable to spark plug 
sockets and extensions now in use. 


@ Manufactured to Champion specifications by one of 
America’s leading quality hand tool manufacturers. 


@ Available only in any one of four assortments of 50 
fast-moving Champion plug types. Packaging in these as- 
sortments enables Champion to offer this new wrench at 
the low price of $4.25! (Spark plugs at regular 50-lot price. ) 


As you know, one of the problems faced by your service department is the 
fact that on many cars the spark plugs are “hidden” . . . buried under or 
behind generators, power steering units, heater ducts, etc. Often these 
items have to be completely removed before the spark plugs can be reached. 
This results in higher labor costs—and lower profits for you. 


This new wrench holds down those labor costs—adds profit to your spark 
plug sales. 


This new “Plug-Master’” wrench is packed in with four different 
assortments. One is an assortment of popular Champion plug types for 
the over-all car market. The other three are specifically selected for 
Ford Motor Company, General Motors Corporation or Chrysler 
Corporation cars. 


This wrench will give your service department a real competitive 
advantage, enabling you to handle most spark plug installation jobs in 
less time . . . and with less trouble. 


Available from your regular Champion supplier after March 15th. 


These 4 assortmenis service 90% 
of the automotive market 


mammal 


FOR MOST CARS 


Popular types for the over- 
all car market. Contains 10 
= J-8, 10 H-10, 10 J-12Y, 10 
J-18Y, and 10 F-14Y, plus 
“Plug-Master.” 





FOR FORD BUILT CARS 


Contains 10 H-10, 10 870, 
10 F-11Y, and 20 F-14Y, 
plus “Plug-Master.” 





d 6 gS gO 
, | es FOR GENERAL 
| 50 PLUG ASSORTMENT AND “PLUG-MASTER” WRENCH MOTORS CARS 
tS rm ; Contains 10 J-8, 20 J-12Y, 
Chewelet Corvette Postion Sttemstite Guish- Cotte Cars ond 20 J-18Y, plus “Plug- 
Master.” 


Ccy-50 

FOR CHRYSLER CHAMPION : 

CORPORATION CARS 50 PLUG ASSORTINENT AND “PLUG-MASTER” WRENCH 
Contains 10 XJ-8, 10 XN- * 


12¥, 20 XJ-12Y, and 10 
XJ-18Y, plus ‘"Plug- 
Master.” 





Here’s how the “Plug-Master” solves some difficult installation problems 


osehrysler, American Motors, Studebaker-Packard and every major foreign maker 


For spark plugs lecated under air cleaners 





Fer spark plugs located next to generators, etc. 
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Repair Order Study Shows: 





Service Selling Ebbs Again | 


ALESMANSHIP in dealers’ serv- 

ice departments is getting worse 

year by year, an analysis of repair 
order averages shows. 

The averages are compiled by 
John E. Wolf Co., which studies 
more than 1,500,000 repairs orders a 
month. 

In 1955, the average dealer's 
service shop was selling an aver- 


May, June and July were the only 


months exceeding 1.70. 
* * + 


More Items Needed 

Cc COSTS the average dealer up- 
wards of $3 to write a service 

order. The only “come in” service 

sale that can possibly show a profit 

on a one-item ticket is a tuneup. 
Therefore, it certainly seems that 

any intelligent dealer who studies 


ice that dealers can provide in 

| direct competition with filling 
stations and other shops that are 
consistently eating into the fran- 
chised dealer’s service market, 
fell off during each of the last 
three years. 

An average of 31.91 percent of all 
tickets written by franchised dealer 
shops carried lubrication in 1955. 
In 1956, this had dropped to 30.48 





|dropped to 23.18 and last year re- 
| mained about the same at 23.19. 
a ea a 
| CHASSIS service, which can be 
called a “demand” service, was} 
the only category in which sales| 
|increased during the period. 

In 1955, the average shop had 
chassis service on 21.28 percent of 
the orders. In 1956, it rose to 23.43 
percent and, in 1957, it climbed to| 











WAS talking to a particularly 
alert dealer from a medium- 





age of 1.73 items per repair ticket. 
In 1956, this dropped to 1.70 items 
per ticket and last year plunged 
to a new low of 1.68. 

In 1955, only. two months, Sep-| 
tember and December, saw less| 
than 1.70 items written. September| 
fell to 1.68 and December to 1.66. | 

The following year, four months 


and last year to 28.04 percent. 

Oil changes dropped right along 
with lube jobs. Fully 24.95 percent 
of the tickets carried oil changes 
in 1955. In 1956, oil changes had 


his shop sales would realize that 
his order writers must sell at least 
one more needed service to make 
the operation profitable. 

Even lubrications, the one serv- 


> > > 








25.27 percent. 

Minor motor work, which in- 
cludes tuneup, continues to be 
“gravy train” operation that gets 

(Continued on Page 32, Col. 3) 
* = > 


Average Service Percentages—1957 


sized town during the NADA con- 
vention in Miami last month, and 
he made an observation about 
| automotive service that had never 
occurred to me. 
“A ear and truck dealer can 
sell everything but service, that 
must be bought,” he said. 
| He said he bought a well-known 
| service-promotion program, and 


fell below the 1.70 mark with Jan-| Jan. Feb. March April May June July Aug. Sept. Oct. Nov. Dec. Year that it brought in new service 
uary recording an almost total lack|| Lubrication .................... 28.06 27.94 30.05 29.54 31.00 30.36 30.36 29.54 28.72 27.90 27.45 26.54 28.04 ||customers each month in very 
of selling when only 1.59 items were|| il Changes ................. 22.50 22.33 23.27 23.27 24.72 2454 25.81 23.54 23.09 22.45 21.81 20.90 23.19 yr —_ ti a 
ritten. The other three months— J ut when he took time one day 
a ame cae Sheek, 1M andl Wash-Polish .................. 7106 722 838 682 7.00 618 5.90 563 545 5.90 5.72 609 649 || +, check his active service-customer 
P co ean _ Minor Motor Work....46.83 47.38 47.38 44.09 43.81 42.54 43.09 42.54 42.72 44.90 48.00 48.00 45.11 || files for several months back, he 
eee || Major Motor Work... 961 9.11 927 9.09 890 918 854 881 827 945 954 9.63 9.12 || found it was costing him too much 
; SSE 1244 1155 13.05 1463 1545 1545 1481 14.27 14.09 1345 12.63 12.63 13.79 ||™oney to practically stand still 
UT in 1967, when dealers from| Chassis His shop was losing about as many 
coast to coast were screaming|| CMM66IB eee. 20.88 19.72 22.83 24.90 26.90 28.54 27.27 27.81 27.00 26.00 25.63 25.36 25.27 || corvice alae oe enti, on 
to high heaven about loss of profits, | Body .... iniisinnegtinentasiaintil 12.00 11.77 1244 12.63 12.45 12.90 13.18 13.18 13.63 13.63 12.27 12.63 12.73 the mail promotion brought in. 
were beginning to wake up to the|| Miscellaneous ................ 10.94 10.66 9.72 10.09 11.72 10.27 10.18 10.72 9.09 9.90 11.36 1045 10.42 ee «@ 


loss of public good will and war- 
ranty costs took a skyrocketing 
jump, the average dealer fell below 
the 1.70 mark in eight months. 
Good service selling started in 
earnest in March of 1955 and | 
better than 1.73 items were sold | 
per ticket through August. 
In 1956, it seemingly took the 
May Safety Month drive to get) 
service selling off its knees. May,| 
June and July saw an average of Shooting Contests” will get 
at least 1.75 per ticket. under way in May with the cooper- 
In 1957, however, only June saw tion of dealers and auto-mechanics 
items per R.O. reach the 1.75 mark. | classes of a number of high schools 
| and junior colleges in at least five 
cities. 
Contests are definitely set for Los | 


LYMOUTH’'S annual “Trouble-| hoping, we soon may be able to 
stage the contests annually on a 
nationwide basis,” said A. B. Leh-| 
man, service merchandising man- 
ager for Plymouth. 

The contest is designed to 
measure the ability of student me- 
Angeles, San Diego and Oakland,| chanics to diagnose and remedy 
| Calif. Boston and Buffalo. Com-| automotive ills. 
petitions in Detroit, New York, . 2s 
Philadelphia and Chicago are still | ERE’S how the contest works: 
im the Planning stage. Prior to the competition, in- 

George Cutler, Plymouth gen- | structors in the participating 
eral service manager, conceived | schools will give their students 
the idea when he was West Coast | several weeks training, with dealers 
service manager. After success- | assigning service personnel to assist 
ful “dry runs” last year in Los | as advisers. Dealers also will pro- 
Angeles and Oakland, the factory | vide training aids and equipment. 
decided to expand the competi- Elimination trials then will be 
tien this year. conducted in each school to 





MEWA Get-Together 


Starts Feb. 17 in L. A. 

CHICAGO. — The annual na- 
tional get-together of members 
of the Motor & Equipment 
Wholesalers Assn. will take place 
Feb. 17-19 at the Statler Hotel, 
Leos Angeles. 

The affair precedes the 10th 
anniversary Pacific Automotive 
Show in Pan-Pacific Auditorium, 
Los Angeles, Feb, 20-23. 


1.62 


168 169 169 1.68 


Courtesy—John E. Wolfe Co., Oklahoma City 





-_ *Trouble-Shooting’ Tests Slated 


ben increased skills required to 
a on today’s cars, Lehman said. 


> > > 
i 1950, he continued, there were 
73 cars for every mechanic. 
Today the number is 89 cars for 
every mechanic and the ratio is 
_—— to reach 103 by 1967. The 
(Continued on Page 30, Col, 3) 






Prospects Indicate ... 


By L. H. Houck 


Traveling Correspondent 


Talk of ‘Bugs’ Stalls Sales 


Needed Several Changes 


s° HE analyzed his operation and 
found that several changes in 
|his organization and layout of his 
shop were necessary if he was to 
get the service-customer following 
|he wanted. 

“You have to buy the sales you 
make to strangers, but you can 
|sell your customers,” he said. 
He found that some shop em- 
| ployes lacked courtesy in dealing 
with customers and that his 
order writers were inclined to try 
and sell high-priced operations 
whether or not they were needed. 

In one department, he said, a 
man he thought was a “whiz” was 

(Continued on Page 40, Col. 3) 








will trade this one in on some other 
make. 





thst delentinajegelettipeoemepeenieame 


“If everything goes the way we're 
. > > 


select a team to represent the 
school in the test. Prizes will be 


KANSAS CITY.—An obstacle to| “He's no crackpot and he’s not 
new-car selling that might| a hot-rodder, either. He told me the 
either be a flash-in-the-pan or the| dealer said that everything had 


awarded to the winning teams. 
On the day of the contest, each 
team will be assigned to a late- 
model V-8 Plymouth which has 15 
‘ defects arranged by contest 
, officials. The defects will be the 
same in each car. 

The first team to find and correct 
all defects and then drive the car 
a specified distance will be declared 
the winner. Awards will be given 
to the students and the school they 
represent. Each team qualifying 
for the finals also will receive a 
trophy. 

* * ” 
Contest Objectives Listed 
yas contest’s objectives, accord- 
ing to Cutler, are: 

1. To help ease the growing 
shortage of qualified mechanics 
by encouraging “high - caliber” 
boys to take up automotive serv- 
ice as a career. 





beginning of a trend was un- 
covered on a 1,500-mile trip, inter- 
viewing persons who seemed to be 
prospective new-car buyers. 

The general information ob- 
tained shapes up this way: A lot 
of people who want to buy new 
cars are afraid that it will take 
a@ year to get the bugs ironed out 
of a new car. 

The idea of making these inter- 
views came from a 10-year em- 
ploye of a state highway depart- 
ment with a good job, unaffected by 
recession threats, a wife, a home 
and four children. His-car was a 
563 model. 

“Several of my friends bought 
new cars last year and I'd like to 
buy a new car but I’m afraid to 
buy one. My friend A bought a car 
and at 11 months it still leaked 
oil all over the place. 

e * * 


E HAS the kind of car I 
wanted to buy but he says he 
won’t ever have another one and 


been done that could be done.” 

So it appears that the lag of 
dealers who do not maintain good 
service both under the factory 
warranty and “beyond” the war- 
ranty is apparently taking its 
toll of new-car sales. 

Likewise, the lackadaisical atti- 
tude on predelivery service opera- 
tions is taking its toll of new-car 


buyers. 
> > * 


No Predelivery Work 


NOTHER new-car owner who 

scared off a dozen or more 
prospects said that evidently the 
dealer he bought his car from 
didn’t perform any predelivery op- 
erations. 

He had trouble with doors clos- 
ing and locking, window glasses 
were either too loose or would bind 
and one couldn’t be raised unless 
the door was opened. 

In six months of collecting vari- 
ous service operations under the 


"Trouble-Shooters’ Ready to Roll— 
Scenes like this will be duplicated many times in the annual Plymouth “Trouble- 


Shooting Contests" which open in May in 


cities across the U.S. Student mechanics 


hunt for defects in Plymouth cars, repair them and see that the car is in top con- 


dition again. First team to finish the job 
Los Angeles test in 1957. 


wins the contest. This is a scene from a 


2. To improve the standards of 
auto-mechanics instruction in the 
nation’s schools. 

The need for such a project is 
pointed up by statistics on the 
availability of auto mechanics and 


factory warranty from his dealer, 
he had not yet got an adjustment 
on this feature. 
Then one day he washed his car 
and, when he opened the doors, he 
(Continued on Page 35, Col. 3) 


Service New Products 


See Page 38 
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DETROIT.—Here is the schedule 
of field service schools for the next 
month — a regular feature of 
Automotive News. 


For Make Servicemen 


CADILLAC—AFA Course — Den- 
ver, Feb. 28; Los Angeles, March 
3-46; Washington, Feb. 27. Brakes 
Course—Buffalo, Feb. 25-28; Cin- 
cinnati, Feb. 24-March 6; Dallas, 
March 10-11; Washington, Feb. 24- 
25. Carburetor four-barrel Course— 
Atlanta, March 3-4, March 10-11, 
March 17-18; Boston, March 17-18; 
Cleveland, Feb. 24-25, March 4-5; 
Denver, March 3-4; Tarrytown, N. 
Y., Feb. 24-25; Portland, March 17- 
18; Washington, March 3-4. Car- 
buretor 3x2 Barrel Course—Atlanta, 
March 4, 12, 19; Boston, March 19; 
Cleveland, Feb. 27-March 3; Den- 
ver, March 5; Tarrytown, N. Y., 
Feb. 26; Portland, March 19; Wash- 
ington, March 5. Chassis Suspen- 
sion—Dallas, March 3-4; Los An- 
geles, March 10-11; Milwaukee, Feb. 
25-26; Omaha, Feb. 27-28. Diagnosis 
—Buffalo, March 17-19; Dallas, Feb. 
26-28: Los Angeles, March 17-24; 
Portland, March 10-12; San Fran- 
cisco, March 10-19. Hydra-Matic| 
Diagnosis — Buffalo, March 11-12; | 
Dallas, March 12-13; Denver, Feb. 
25-26: Los Angeles, Feb. 24-28; 
Oklahoma City, March 17-18; 
Omaha, March 4-5; Pittsburgh, 
March 17-18; San Francisco, Feb. 
24-25, March 3-4. Hydra-Matic 
Overhaul—Buffalo, March 13-14; 
Oklahoma City, March 19-20; 
Omaha, March 6-7; Pittsburgh, 
March 19-20; San Francisco, Feb. | 
26-27, March 5-6. Partsman Course 
—Dallas, March 6-8; Oklahoma 
City, March 10-12; Pittsburgh, 
March 11-13. Power Steering— 
Buffalo, March 3-6; Los Angeles, 
March 12-13; Omaha, Feb. 25-26. 

CHRYSLER CORP.—Center Line | 
(Mich.) training center. Feb. 24-28, 
Class A, differential, power steer- 
ing, front suspension; Class B,| 
automatic transmissions; Class C, 
new-car make-ready, carburetor, B | 
engine. March classes, Class A, 
transmission, power steering, dif- 
ferential, B engine; Class B, elec- 
trical carburetion and engine tune- 
up; Class C, power steering, dif- | 
ferential, transmissions. 

FORD DIVISION—Feb. 24-| 


$800,000 Business | 
Owes All to Switch 
Of Spare to Trunk | 


MINNEAPOLIS.—When Chevro- | 
let put the spare tire in the trunk | 
in 1933, it started C. T. Skanse in 
what was probably the country’s | 
first manufacturer of metal em-| 
blems for auto dealers. The canvas) 
cover on the rear-mounted spare | 
tire had been used to advertise the| 
dealer's name up to that time. 

L. S. Grossman, president of| 
Grossman Chevrolet Co. asked) 
Skanse if he could put his name on 
a metal plate which could be at- 
tached to the car. Grossman 
ordered 500 emblems when Skanse | 
said he could produce them. 

Since then, Skanse’s Douglas Co. 
has turned out some 25 million em- | 
blems for new and used-car dealers 
in the U. S. and many foreign 
countries. Two to three million 
emblems are turned out every year 
in addition to name plates for ap- 
pliances and other products. 

Skanse, a 1929 mechanical en- 
gineering graduate of the Univer- 
sity of Minnesota, who was un- 
employed in the depression year of 
1932, experimented with the auto 
signs in the basement of his par- 
ents’ grocery near the Minneapolis 
loop, where the present plant is 
located. 

The original plates were turned 
out for four cents each, and the 
idea quickly attracted the interest 
of dealers and salesmen all over 
the country. The firm grossed $524 
in 1933, passed the $10,000 mark in 
— and hit a peak of $820,000 in 

The bulk of the company’s op- 
erations are at the main plant, with 
S-K Products, Inc., a subsidiary in 
Suburban St. Louis Park, handling 
the plating and finishing. The firm 
recently celebrated its 25th year in 
business. 





Service Schools in Field 


VUake and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 





March 24, the 35 Ford district 
service school instructors will be 
engaged primarily in conducting 
courses for dealer mechanics on 
the 1958 extra-heavy-duty trucks 
and on the 1958 Thunderbird. They 
will also be conducting a few reg- 
ular 1958 model courses for those 
dealers not yet fully covered. In 
addition, some districts in the 
South will present courses in air 
conditioner installation and serv- 
icing according to local require- 
ments. 

GMC TRUCK & COACH DIVI- 
SION.— Instruction in the approved 
overhaul, maintenance and diagno- 
sis procedures using the latest tools 
and equipment is available free to 
all service personnel sponsored by 
a GMC truck dealer or a GMC 
truck fleet operator. The following 
courses are offered: Rear axles, | 
standard transmissions, automatic | 
transmissions (Hydra-Matic, twin) 
Hydra-Matic, and Torqmatic), die- 
sel engine (one-week tuneup class | 
or two-week overhaul), gasoline en- 


gine tuneup, gasoline engine over- 
haul, power steering (in-line or 
booster type), carburetion, four- 
wheel drive, air suspension, hy- 
draulic brakes. GMC maintains 
classrooms in the following cities: 
Atlanta, Jacksonville, Fla., Boston, 
Charlotte, N. C., Chicago, Milwau- 
kee, Cincinnati, Dallas, El Paso, 
Tex., Houston, Denver, Salt Lake 
City, Detroit, Cleveland, Kansas 
City, Oklahoma City, Omaha, Los 
Angeles, Memphis, New Orleans, 
New York (two centers), Oakland, 
Calif., Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, Ore., 
St. Louis and Minneapolis. Address 
inquiries to Service Training Ac- 
tivities, GMC Truck & Coach Divi- 
sion, Pontiac 11, Mich. 


STUDEBAKER-P ACK ARD — 
South Bend — A series of special 
training schools will be held for 
Mercedes-Benz dealers’ mechanics. 
Three new, permanent schools have 
been established.in New York, Chi- 
cago, and Los Angeles for the 
training of Mercedes-Benz dealers’ 
mechanics in those areas. Equipped 
mobile units to be used -for training 
Mercedes-Benz dealers’ mechanics 
in the Southwest and Florida areas. 
Factory service schools at South 
Bend will conduct a series of 
mechanic -training classes on 
Mercedes-Benz products for dealer 














mechanics and members of factory 
field technical service staff. It is 
contemplated that this program 
will be a continuing one, which will 
be expanded as necessary. Instruc- 
tion on Studebaker-Packard prod- 
ucts has been made a part of the 
program. 


For All Servicemen 
ALLEN ELECRIC AND 
EQUIPMENT OO., Kalamazoo, 
Mich.—tThe Allen Power-Tune 
course and a new tuneup school, 





Speed Up Service! 


pcre “ARO LUBE EQUIPMENT 


Worn-out lube equipment ties up your lifts... 
wastes manhours... cuts your profits. 





THE ARO EQUIPMENT CORPORATION 


YAN, OHIO e Plants at 
Aro of Calif., 3141 S. Grand Ave., Los Angeles 7, Calif. 


Bryon and Cleveland, Ohio 


Aro Eavioment of Canada, Ltd., Toronto 15, Ontario 
ffices in All Principal Cities 


°o 
® 
ARO LUBRICATION EQUIPMENT- 
Automotive—Farm 


29 


the Allen PM Tuneup School, de- 
signed especially for people who 
are interested in learning the fun- 
damentals of the tuneup business, 
is being conducted throughout the 
U. S. and Canada by Allen whole- 
salers and authorized field service 
stations and instructed by the Allen 
representatives. Additional informa- 
tion can be obtained by writing 
directly to Allen Electric, 2101 N. 
Pitcher St., Kalamazoo, Mich. 

AMMCO TOOLS, INC. North 
Chicago—Instruction .on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
Iil.—School offers training in align- 
ment, balancing and frame straight- 
ening and is located at 2103 Fifth 
Ave., Rock Island, Ill. Address all 
inquiries to Mildred T. Clark, regis- 
trar. Next classes March 3 and 17. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered 
| covering service and sales training 
on Bendix power brakes, Strom- 
berg carburetors, basic brake and 
power steering. The length of the 
course covering an individual prod- 

(Continued on Page 42, Col, 3) 








Get up-to-date in ’58 with ARO! Overhead reels help 
save space . . . increase efficiency . . . cut labor costs 
...step up profits! ARO overhead service for 


chassis, gear, A.T.F., motor 


oil, water and anti- 


freeze. ARO styling helps you merchandise 


to your customers. From hand guns to 
overhead reels, get ARO-engineered de- 


pendability. See your ARO 


Get the ARO Exclusive 
10,000 Lube Job WARRANTY 
ARO warrants the AL-207 Air Moter to be free from 


. 


defects in 







jobber now! 
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Schools Join in Project .. . 


Plymouth Slates Tests 
For Student Mechanics 


(Continued from Page 28) 











ideal ratio is 60 vehicles per me-| centage of the cars making auto- 
chanic, Lehman said. matic transmissions available. 
“Unless something drastic | re. 
takes place to change the pic- | Accessories Multiply 
= he added, “by 1967 there | .. N- 1957,” he continued, “approxi- 
be a shortage of = | mately 98 percent of all cars 
og ay a eked antes | sold wane contened with automatic 
ee »_ the and transmissions Other power uip- 
trucks that will be on our streets | Sa ae e = aa 
and highways.” | ment such as power brakes, power 
| steering, power-operated windows 
Emphasizing the need to attract | and seats and air conditioning have 
high-caliber youths, Lehman said|peen added to increase the main- 
the run-of-the-mill mechanic n0| tenance confusion.” 


longer can do a satisfactory job | T y's dual-compound carbu- 
on the modern auto. oda 
mS , ‘ : retor systems, Lehman said, have 
He said even factories find it! simost as many parts as the six- 
Ammco 'Show-How’ Wagon— difficult to keep their mechanics| eylinder engines of only a few 
Trucks equipped with Ammco brake service tools and equipment for on-the-spot abreast of the changes and im-| years back and require much 
demonstrations and actual brake work are being used by field representatives of | Provements being made every year.| more precise adjusting. 
Ammco Tools, Inc., Chicago. Called the “Show-How Wagon,” a typical unit features “Only five years ago, a radio and| “Fuel injection, alternators for 
a builtin work bench with cabinet space, flvorescent lighting, wall-mounted tools| heater were the most purchased | our electrical systems and the gas- 
displays and a bulletin board. accessory items, with a small per-'turbine engine, which may not be 














One of the 
Light Motor Oil. This unique dual-range oil has two outstand- 
ing qualities. 1. The easy starting ability of 10W oil. 2. The 
long-lasting protection of SAE 20 oil. Best for all winter 
driving conditions. 


best items in any man’s line is Quaker State 





QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. 
Member Pennsylvania Grade Crude Oli Association 





a, 


too far off, will make the mechan- 
ic’s job even more precise,” Lehman 
said. 

| Asserting that the number of 
youths. turning to auto mechanics 
is insufficient to offset the number 
of men retiring or leaving the 
trade, Lehman said “we've got to 
do a better job of selling young 
people on the opportunities in this 
field.” 

* + * 

E POINTED out that auto me- 

chanics have many chances of 

advancement—to service managers, 
service salesmen, engineers and 
auto dealers to name a few. 

“We are trying to impress on 
our dealers that they are help- 
ing themselves and their com- 
munities when they participate 
in such a project,” Lehman said. 
“They can aid in turning out 

more-qualified mechanics, improve 
| teaching standards and provide 
themselves with a source of com- 
petent workmen who will assure 
their customers’ top-flight service,” 
he added. ° 





Du Mont Offers 
Complete Line 


In Tuneup Field 


CLIFTON, N. J.—Allen B. Du 
Mont Laboratories, Inc., has an- 
nounced a complete line of auto- 
motive test equipment, establishing 
ithe electronics firm as the first 
major entry into the automotive 
| tuneup equipment industry in more 
| than 20 years. 

E. Eugene Ecklund, sales man- 
ager of Du Mont’s automotive 
equipment division, said the line 
includes oscilloscopes, instruments, 
gauges, indicators, mobile stands, 
|instrument racks and accessories. 

Ecklund said the groundwork for 
Du Mont’s full-scale entry into the 
automotive test equipment industry 
was laid two years ago with the 
company’s introduction of the Du 
Mont TV-Type EnginScope. The 
instrument is credited by many 
| with bringing recognition to oscil- 
loscope analysis of automotive en- 
gines. 

The EnginScope, a $725 instru- 
ment, resembles a portable tele- 
| vision receiver, and, by presenting 
| light patterns on its television-like 
| picture screen, pinpoints a variety 


of engine ailments. 


A second oscilloscope analyzer is 
|part of the new line. Called the 
|Du Mont IgnitionScope, the new 
|}unit is limited to ignition analysis 
and is priced at $495. 
| “Although we have more than 95 
| percent of the oscilloscope market 
in automotive testing, the Ignition- 
| Scope will increase our strength in 
| this field,” Ecklund predicted. 

Du Mont’s new line includes an 
electrical tester for 6 and 12-volt 
| systems, which gives complete 
| measurements of all currents and 
voltages in a vehicle; an exhaust 
| gas analyzer for indicating overall 
| performance of the fuel system 
joperation; a vacuum-pressure 
gauge for measuring intake-mani- 
| fold vacuum and fuel-pump pres- 
sure; a compression gauge which 
tests individual cylinder compres- 
sion, and a power timing light. 

An addition to the EnginScope 
accessories is the Type 2909 elec- 
tronic fuel injection pickup which 
permits a rapid overall check of 
Bendix electronic fuel injection 
systems. 

Du Mont is selecting additional 
sales representatives for the new 
line. 





3 Oil Companies 
Add Moly Lubes 


NEW YORK.—Three major oil 
companies have introduced lines of 
molybdenum disulfide chassis 
grease. 

Cities Service, Socony Mobil and 
Standard Oil of Kentucky now are 
marketing Moly-Sulfide for shock 
loading and motions of oscillation, 
reciprocation or sliding. 


Novi to Shift Branch Office 

PHILADELPHIA. — Novi Sales 
and Service Co., Inc., Novi, Mich., 
will move its Philadelphia branch 
to a new one-story, 12,000-square- 
foot office and distribution building 
at Fourth St. and Wyoming Ave. 
in May. 
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you'll never have the best until you have 


HORROUGHS BINS 


Borroughs Bins will absolutely save you time and money 
in your parts department. We could go into a lot of lingo 
telling more about their outstanding features than are 
shown here, but the best way for you to get all the facts 





sliding shelves 


adjustable without bolting . . . they 
slide in and out instantly, on 1)” 
centers 





adjustable dividers 


snap into position any place you 
wont them . . . designed to permit 
easy access to parts 


BIN “O” 


traveling label holders 


travel with dividers . . . holders 
and dividers stay with parts when 
rearranged 


non-fall-out trays 


have individual label holders and 
stops to prevent falling 


BIN “ar 





is for you to contact your nearest Borroughs distributor. 
Let him, without any obligation on your part whatever, 
point out the many plus features and advantages of Bor- 
roughs Bins 





BIN “P” 


BIN eyes 





for both small and bulky parts. 


BIN “M” 








These Borroughs 
warehouse distributors 
are at your service... 


LOUIS A. ALEXANDER CO. 
264 N. Beacon St., Watertown 72, Mass. 
Watertown 4-4140—4-7204 


AUTOMOTIVE BIN SERVICE CO., INC. 
10040 Freeland Ave., Detroit 27, Mich. 
Webster 3-6445 
20 East North St., Buffalo 3, HW. Y. 
Elmwood 7047 
1220 Richmond, Cincinnati 3, Ohie 
MAin 1-5975 
8905 Lake Ave., Cleveland 2, Ohie 
OLympic 1-6620 
54 West 30th, indianapolis 8, Ind. 
TAlbot 7503 
204 Builders Bidg., Lovisville, Ky. 
WAbash 2783 
BINS & EQUIPMENT CO., INC. 
1918 Buford Highway, N.E., Atlanta 9, Ge. 
TRinity 2-3576 
417 Linwood Ave., Jacksonville, Fla, 
Elgin 6-1176 


BORROUGHS MFG. CORP. 
121 Varick St., New York 13, 4. Y. 
Algonquin 5-1477 


THE BROWER CO. 
114 Virginia St., Seattle 1, Wash. 
MUtuel 0464 
1616 0.W. Glisen, Portland, Ore. 
CApitel 8-8774 
TACOMA ASBESTOS (CO. 
25th and Holgate, Tecoma, Wash. 
MAin 1175 


WwW. W. CANNON CO. 
9739 Denton Dr., Dollas 20, Tex. 
Fleetwood 7-2846 
1901 Winter St., Heuston, Tex. 
PReston 7688 


S. 1. DAIGLE & CO. 
437 Philip St, New Orleans 18, La. 
EXpress 2138 


EAST COAST DISTRIBUTING CO. 
327 Hopkins Rd., Baltimore 12, Md. 
DRexel 7-8042 
1580 H S2nd St, Philedelphic 3), Pa. 
GReenwood 7-4444 
EQUIPMENT PLANNING, INC. 


3819 West Fond du Loc Ave., Milwaukee 14, Wis. 
Wi 2-0145 


FISHER CORP., LTD. 
177 S. King St., Honolulu, Howell 
Telephone 6-2341 


WILLIAM A. GORE CO. 
1834 Adeline S!., Ocklend 7, Calif. 
TWinooks 3-7233 
1732 Ist Ave., S., Seattle 4, Wash, 
MUtuel 125) 


GREEN-PENNY CO. 
421 E. Washingion Bivd., Los Angeles 15, Calif. 
PRespect 9196 
FELIX F. LOEB., INC. 
8816 S. Vincennes Ave., Chicago 28, I. 
HUdson 3-5353 
MILLS-MORRIS CO. 
171-187 S. Dudley St., Memphis, Tean. 
BRoodway 6-335) 
SIGGINS CO. 
704 Broadway, Kansas City 5, Me. 
HArrison |-7670 
1236 S. 13th St., Omohe, Nebr. 
2315 University, Des Moines, lowe 


SIGGINS EQUIPMENT CO., INC. 
901 S. Boyle Ave., St. Louis 18, Me. 
Jefferson 3-8822—3-8042 


SPARKMAN-BARKER CO. 
505 Sento Fe Dr., Denver 4, Cole. 
KEystone 4-1328 


WICKWARE-STACKBIN, LTD. 
Box 220, Billings Bridge, Ont., Conade 
(Ottewa' CEntrel 4-8188 


| BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK al. KALAMAZOO, MICHIGAN 


fe REEL le a 





emp Plants and other Subsidiaries: (American Metal Products Co.—Detroit, Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas—Colten, California) (General Spring Products, Ltd.—Kitchener, Ontario, Canada) (Tube Reducing Corp.—Wallingten, New Jersey) 


t 


Manufacturers of quality products for automobiles, trucks, aircraft, offices, factories, warehouses, and homes. 








: 
| 


i 
i} 
f 





Barrett Awards Grand Prize— 


Harry 8. Barrett, right, president, Barrett Equipment Co., St. Lovis, presents the 
grand prize, a B-SOOUP Drum-Dokter Lathe, the Charles Channell, center, serviceman 
for Willard Karl Motors, Pasadena, Presentation was made during the open house 
celebration of the Barrett Los Angeles office. Looking on ore Gerry Stearns, left, 
director, Barrett Brake School; R. L. Stotlemeyer, second from left, assistant sales 
manager, and |. M. Gregory, Barrett 








HARRISON’S OUT IN FRANT! 
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West Coast regional manager. 
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Repair Order Study Shows: 


Service Selling in New Slump 


creased to 9.16 percent and last| 7.24 but, last year, it hit a low of 


(Continued from Page 28) 


plenty of attention in the average 
shop. 

Since 1955, it has been rocking 
along at about the same percent- 
age even though higher powered 
engines with more sensitive ad- 
justments needed have made their 
appearance. 

In 1955 about 44.51 percent of re- 
pair orders called for minor motor 
work. In 1956, it dropped to 43.85 
percent but last year climbed back 
to the leading service position by 
appearing on 45.11 percent of all 


orders. 
* > + 


Rebuilding Holds Steady 


ESPITE all the clamor that peo- 

ple don’t have the money to 
buy new cars, the analysis shows 
that no more people are having 
their engines rebuilt so they can 
continue driving their old cars. 

In 1955, the year of the big new- 
car sales, major motor work ap- 
peared on 8.36 percent of orders. 
In 1956, major motor repairs in- 


Famous Five! 


you have a cooling problem, look to Harrison for the answer. 


‘ 


year dropped to 9.12 percent. 

Wash and polish, which many 
dealers feature as a customer 
“come on” and an incentive to 
their new-car salesmen to keep 
their cars clean, has also dropped 
during the three-year period. 

In 1955, this service appeared on 
7.66 percent of orders, in 1956 on 





Average Service Percentages 
1956 Vs. 1955 


1956 1955 
Lubrication. ................... 30.48 31.91 
Oil Changes. ............... 23.18 24.95 
Wash-Polish ................ 7.24 7.66 


Minor Motor Work..43.85 44.51 
Major Motor Work.... 9.16 8.36 


0 eee 1453 13.40 
ED” ccnbhinmcduddisosenieies 2343 21.28 
EE Nilidinineiiiieniacigies 13.01 12.60 
Miscellaneous .............. 11.26 9.72 


Per Repair Order........ 1.70 1.73 
Courtesy—John E. Wolfe Co., Okla, City 











Harrison Radiators go hand-in-hand with today’s high- 
compression performance. Harrison rigidly controls engine 
temperatures on Cadillac, Buick, Oldsmobile, Pontiac and 

Chevrolet to assure the most dependable and economical 
operation. These highly efficient tube-and-center type radiators 
are backed by over 47 years’ experience in making top-quality 
temperature-control products. And Harrison’s extensive research 
facilities are constantly at work to bring still more cooling adVances 
to the industry. That’s why you'll find Harrison heat-control equipment 
specified by the world’s leading manufacturers of cars and trucks. If 


HARRISON RADIATOR DIVISION « GENERAL MOTORS CORPORATION « LOCKPORT, NEW YORK 


6.49 percent, 

This seems to indicate that 
more and more dealers are turning 
even their own business over to 
competitive shops. If they had a 
quick wash setup in their own shop 
they certainly would endeavor to 
sell more of this convenience item, 
especially the highly profitable pol- 
ish jobs. 

* * - 
Bo work, despite the great 
amount of publicity and push 
given all safety services, still rocks 
along at about the same rate it has 
for the last 10 years. 

This indicates that few dealers 
have made it obligatory for their 
shops to check the lining wear on 
all cars that come in with more 
than 15,000 miles on them. 


Dealers, who do this and also 
make it a point not to let their 
mechanics adjust a set of brakes 
until they have pulled a front 
wheel to check lining wear, have 
increased this profitable service 
tremendously. 

They have also gained favor with 
their customers as they have indi- 
cated by this action an interest in 
the customer welfare. 


In 1955, about 13.40 percent of 
the tickets called for brake work. 
In 1956, it climbed to 14.53 percent 
but last year dived back to 13.70 
percent, 


Quality Can Be Sold 


ra who do only first qual- 
ity brake work have an ideal 
opportunity to protect their cus- 
tomers from accidents while deriv- 
ing a healthy profit from the 
service. 

They have one of the finest spots 
in customer contact to sell quality 
service and their price structure 
as it enables them to point out that 
“price” reline jobs can be cheaper 
but the most expensive purchase 
that an owner can possibly make. 


When it is the owner’s life that 


It is well known that more 
needed service drives out of the 
average franchised dealer’s shop 
that is ever done in the shop, that 
diagnosis of the customers’ cars is 
at an all-time low now and that 
much complaining about service is 
due to the fact so few shops make 
it a point to sell the owner the 
service work that he should have 
for efficient and safe operation of 
his vehicle. 


These averages, to the service- 
man or dealer who knows how to 
read them, clearly show that deal- 
ers are failing badly to capture the 
service work they should get to 
take care of their customers’ needs. 


Repair Stickers 
Called Success 


In Denver Trial 


DENVER.—More than 25,000 po- 
lice clearance stickers have been 
pasted on Denver automobiles in- 
volved in accidents since May, ac- 
cording to police. 


Solution of hit-run cases has 
risen 30 percent since the Police 
Department instituted the use of 
the “Damaged Car Release Sticker” 
seven months ago. Denver is the 
first American city known to be 
labeling all cars involved in acci- 
dents. 

Under the program, accident- 
investigating officers place a sticker 
on the windshield of a damaged car 
at the accident scene. When the car 
is taken to a garage for repairs, 
the garage owner does not have to 
report the accident to police. All 
accidents occurring in Denver must 
be reported to police if more than 
$50 damage has been done. 

Any garage owner or repairman 
who permits a damaged vehicle, 
minus an accident sticker, to be 
repaired without reporting it to 
police is subject to $300 fine and 90 
days in jail, or both. 
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43% OF 1958 NEW CAR BUYERS 
WANT NON-SLIP DIFFERENTIAL 


Car Buyers Eager For Low Cost 
Safety And Convenience Feature 


Car Buyer Purchasing Survey 
#7783—Non-Slip Differential 


ll buy in 1958 43% 
ll buy Non-Slip Differential later 47% 


Non-Slip Differential should be standard equipment 72% 


Convenience and safety were the benefits most often men- 
tioned by the 47% of potential new car buyers who said they 
wanted their next car equipped with an automatic non-slip dif- 
ferential. 


These facts were brought out by an extensive 6-week consumer 
survey whose results were published in Detroit this month. 


Studying the findings, observers noted that the market for 
the new non-slip differential embraces every type of buyer. 
There is a surprisingly little difference in demand between buyers 
in the high, low and middle income groups or among the city, 
rural or suburban segments of the national population. 


Nearly half of those surveyed said they had seen the non-slip 
differential mentioned in national advertising. Many were sur- 
prised that the price of the non-slip differential was so low, with 
all its benefits. 


Law Heads Hail Safety Differential 


Special to the Detroit Free Press 


SOUTH BEND, Ind. — Law enforcement agencies in South 
Bend and surrounding St. Joseph County have chalked up 
800,000 miles of driving in cars equipped with Twin-Traction, 
safety non-slip differential. 


Says Sgt. Peter J. Marko, of the South Bend Police Department 
motor pool: 


“Our cars on patrol duty have to check unpaved parks and 
factory yards even in the worst weather. With Twin-Traction, 
we’re getting the same dependable efficiency we get from other 
cars in the best weather.” 


And says Traffic Capt. Ellsworth Hartz, of the St. Joseph 
County Sheriff’s department: “No trouble, no towing calls on 
rural roads during the recent blizzard or in axle-deep mud in 
last spring’s thaw.” 


HARTZ ADDED that his patrol cars spend 75 per cent of 
their time on unpaved roads. The special differential also gives 
smoother, faster acceleration under all conditions and trans- 
mission maintenance costs have dropped, too, he said. 


Twin-Traction is the name applied to the device by Studebaker- 
Packard Corp. - - + Most 1958 cars offer such a device as 


optional equipment under a variety of names. 


DANA CORPORATION - 
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With A Non-Slip Differential, Power 
Goes To The Wheel That Grips 


Slipping wheels are a nuisance, they’re dangerous, and they’re 
always annoying if you’re stuck in mud, on ice, or in loose sand 
or gravel. 


Now, with a non-slip differential you can put an end to slipping 
wheels. For, with a non-slip differential — power always goes 
to the wheel that can grip the road. Simple as it is, the non-slip 
differential is completely automatic. 


When traction is uneven... such as on a muddy road or packed 
snow ... the non-slip differential proportionately provides power 
according to the amount of traction available. The driver doesn’t 
even notice this protective feature — except to note that the car 
doesn’t swerve any more. 


Here’s the kind of all-weather driving safety that is particu- 
larly appealing to women. And, it’s a convenienée feature that’s 
easy to demonstrate to anyone who has ever driven a car. All 
you need is a slick surface and a demonstrator equipped with a 
non-slip differential. For complete details on staging a simple, 
dramatic demonstration of the non-slip differential, write the 
Dana Corporation, Toledo 1, Ohio. 


Non-Slip Differential Makes Cars You 
Sell Perform Better In Any Weather 


Whatever they are called in the car you sell, Non-Slip Differen- 
tials are the most impressive car-selling and good-will building 
demonstration devices you have had in a long time! Here’s why: 


Non-Slip Differentials end slipping, sliding and getting stuck 
in mud or sand if either rear wheel can catch hold. 


Non-Slip Differentials end slipping on ice or wet hills and 
pavements if either wheel can catch hold. 


Non-Slip Differentials end dangerous swerve and unbalance 
resulting from “wild wheel” hop and spin on rough, bumpy roads. 


Non-Slip Differentials will make the cars you sell perform 
better in any weather . . . will keep your cars moving off the 
floor . . . will keep them moving on the highway. 


Specify that your 1958 cars be delivered factory-equipped with 
the revolutionary Non-Slip Differential. 


Toledo 1, Ohio 


34 


AUTOMOTIVE NEWS, FEBRUARY 17, 1958 


How Nation's Salesmen Meet... 





Practical Problems of Selling 


LAME woman doctor, a bal- 
let dancer, a man in his 70s, 
a teen-age actor, a male model 
turned butcher and a mechanic 
own new Triumph TR-3 sports 


cars because no 

Sales one tried to qual- 
ify them as they 

Case entered the Broad- 
Histories way showroom of 


a New York City 
dealer. Each was treated as an 
individual, and each reacted ac- 
cordingly. 

Wally Asay, general manager 
of the Genser-Forman dealer- 
ship,. said: “You can’t qualify or 
pick your customers as they 
enter this door. Some of our 
most amazing sales have been 
made to people who might ordin- 
arily receive the brush from a 
domestic salesman. But selling 
sports cars has taught us that 
anyone might aspire to them. 
And once they aspire, they can 
generally buy.” 

The woman doctor with a 
polio-induced disability, Asay 
said, spoke intelligently about 
specifications and was im- 
pressed with the riding quali- 
ties and interior appointments 
of the auto. There was some 
hesitation on the part of the 
salesman because of her lame- 
ness, he added. 

But a test drive in New York 
City traffic showed she was as 
agile as any 20-year-old, and 
quite sure of her ability to drive. 

At first it was thought special 
equipment would be required but 
she got in and drove like a pro- 
fessional. She returned to the 
showroom, wrote a check for the 
full amount and took delivery 
the following day. 
man entered 


. * . 
A TALL young 

the showroom one day. He 
had an air about him, said Asay, 
that signaled someone in show- 
business to the salesman in 
attendance. 

“Ordinarily,” said Asay, “we 
have to be a little wary of 
people in show business be- 
cause their employment is so 
erratic. But a little investi- 
gation showed us that this guy 
was one of the headliners with 
One of the best ballet troupes 
in the world.” 
“The dancer finally made up 








his — ant = when = 
Parts Division | 
Established for | 
Mack Trucks | 
PLAINFIELD, N. J. — Mack| 


Trucks, Inc., has established a new 
parts division to better coordin- 
ate its expanding parts and serv- 
ice business, expected to reach 
the $38 million mark this year for 
the first time. 

P. O. Peterson, Mack president, 
said G. C. Grantham, -formerly 
head of the company’s supply 
depot at Somerville, N. J., has been 
named director of the new parts 


‘division. 


Grantham, who has been with 
the Mack organization since 1930 
in several supply posts, will con- 
tinue to make his headquarters at 
the Somerville facility. 


Peterson said that Mack’s parts 
business has been paralleling the 
rapid growth in Mack’s vehicle 
sales, which have more than 
doubled since 1955. He forecast 
that Mack’s parts and service busi- 
ness this year, based on the com- 
pany’s business growth, would 
climb at least 20 percent over the 
1957 level. 

Helping the company’s parts 
business, he noted, is the fact that 
Mack makes more of the major 
components which go into its ve- 
hicles than any other truck manu- 
facturer. These include such parts 
as engines, axles and transmis- 
sions 


The Mack executive estimated 
there are now about 100,000 Mack 
trucks in operation: 


could deliver his car. Then we 
began receiving daily visits from 
him, asking if we couldn’t speed 
delivery. It finally developed that 
this guy’s son had been brag- 
ging to everyone in his neigh- 
borhood that his dad had just 
bought a TR-3 and it was be- 
coming important to the young- 
ster that dad show up in the 
car.” 

The elderly man came in to 
browse one day and it was 
thought that he was only taking 
a moment off from a stroll down 
Broadway to rekindle some of 
the spark of his youth. But as 
the salesman talked with him 
it developed that he was actively 
considering a purchase. 

He and his wife drove gaily 
away on the day of delivery, 
said Asay. 

+ > : 
OU know what a headache 
youngsters can be,” Asay 
said. 


“Asking a thousand ques- 


DELCO LINED BRAKE SHOES 
Made and assembled to original 
specifications. 


equipment 


MASTER CYLINDER REPAIR KIT 
All parts needed to put master cyl- 
inder in normal operating condition. 


tions, climbing in and out of 
cars, testing the brakes, the 
clutch, and doing the whole bit.” 

An eager-looking youngster, 
about 17, entered the showroom 
one day. He wore jeans, a 
sloppy old sweater and side- 
burns. At first it was thought 
he was just another pesky 
teen-ager. 

It developed that he was a 
headliner in a Broadway musical 
and wore the sideburns for his 
part. He ended up with a sports 
car, although his mother ac- 
tually made the purchase. 

> - = 


| is not too startling that a 
butcher and a mechanic would 
purchase a car, except that it is 
generally thought that such peo- 


ple are not lured by the sports 


car. 

However, salesmen are be- 
ginning to learn that the most 
important aspect of owner- 
ship of a sports car is not 





WHEEL CYLINDER REPAIR KIT 


condition. 


All parts necessary to put wheel K > 
cylinder in normal operating Ea S 
Co)» 
© ‘S) -, 


MORAINE POWER BRAKES 
Complete units and service kits 
Motors vehicles. 


for General 
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social position or standing, but 
the mere desire for ownership. 

With this in mind, salesmen 
have begun to convert the 
butcher and the mechanic into 
good prospects for the sports 
car by not letting themselves be 
misled by appearance, dress or 
attitude in approach. 

It has become an axiom that 
anyone who enters the show- 
room is a possible good sale. Some 
of the least-likely people be- 
come the best customers, said 
Asay. 





The Bypassed ‘Up’ 


KANSAS CITY.—Martin Dur- 
ham, president of Southtown 
Motors, Inc, (Ford), recalls that 


| when he was a young salesman, 


the man up on the sales floor 
passed up a prospect who didn’t 
look as though he was able to 
buy. 

Durham was next up. He went 
up to the prospect and gave him 
the red-carpet treatment. The 
man bought a new truck and 
paid cash, Durham said. The deal 
took less than an hour. 
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Booster Clubs 
Elects Officers, 


Revises Name 


CHICAGO. — Edward C. Abdel. 
nour, New York, was elected presj-. 
dent of Automotive Booster Clubs 
International, Inc., at the Board 
of Governors’ convention here. He 
succeeds Charles Carter, Toronto, 

Other new officers are William 
Knoyer, Denver, first vice-presgj- 
dent; Joe Del Greco, Cincinnati, 
second vice-president; M. I. Hud- 
son, Jacksonville, Fla., treasurer, 
and Victor C. Condron jr., Seattle, 
secretary. 

The board passed a resolution 
changing the name of Automotive 
Booster Club International, Inc., to 
Automotive Booster Clubs Interna- 
tional, Inc. 

A special fund also was set up 
to permit the executive secretary 
to attend meetings designated by 
| the Executive Council. The first 
}such trip will be to the Pacific 
| Automotive Show in Los Angeles 
| Feb. 20-23. 





The AUTOMOTIVE NEWS ALMANAC is 
| & year-round friend. Use it often for statis- 
tics, buyer information and personnel data. 








DELCO SUPER 11 IMPROVED WITH HTD MEANS MORE 
BUSINESS FOR YOU BECAUSE IT 


e Surpasses S.A.E. and government specifications for heavy-duty 


hydraulic brake fluid! 


Won't boil away or lose effectiveness when brakes get hot! 

e Flows smoothly and easily in coldest weather! 

e Is original equipment on 1958 General Motors cars! 

e Is compatible with all brake systems’ rubber and metal parts! 

e Is chemically inert, physically stable! 

e Is packaged in containers holding from one pint to 54 gallons! 

e Is available everywhere through the United Motors System and 
General Motors car and truck dealers! 

MORE SAFE STOPS FOR CUSTOMERS, MORE SALES FOR You! 


Moraine 


Products 


Division of General Motors, Dayton; Ohio 
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the load. cial committee investigating im- 


proper labor-management relations. 

Other convention speakers in- 
clude: 

J. H. Mehan, manager of Dis- 
tributors Institute, Chicago; W. D. 
Henderson, Henderson Brothers, 
Sacramento, Calif.; Thomas S&S. 
Perry, Thomas S. Perry Co., Inc., 
Atlanta; Arthur E. Shapiro, vice- 
president, Ridgeway Audit, Inc., 
Redwood City, Calif. 

G. Herbert True, Marketing 
Dept., University of Notre Dame, 
South Bend; Herman Teetor, ad- 
vertising director, Perfect Circle 
Corp., Hagerstown, Ind.; Russ W. 
Case, Chilton Co., Philadelphia; 
Gail H. Crawford, executive vice- 
president, Ringsby Truck Lines, 
Inc., Denver. 


Harold T. Halfpenny, NSPA legal 
counsel, Halfpenny & Hahn; Chi- 
cago; John Reynolds, chairman of 
NSPA unification committee, 
Straus-Frank Co., Houston; Frank 
F. Schuhle, advertising supervisor, 
Miniature Lamp Dept., General 
Electric Co., Cleveland, and Mel 
Turner, curriculum director, NSPA 
Vocational Education Program, 
Mel Turner & Son, Chicago. 


Station Owners 
Urged to Help 
Drivers Be Safe 


ST. LOUIS. — The nation’s 36.5 
million car-owning families spend 
an average of $587 annually to keep 
their cars operating and in repair, 
but even that expenditure leaves 
one out of every five cars in need 
of safety attention, an Akron rub- 
ber official said here. 


E. F. Tomlinson, president of 
B. F. Goodrich Tire Co., told the 
annual meeting of the Oil Industry 
TBA Group that service station 
managements must assume a share 
of the responsibility to see that the 
motoring public keeps its cars in 
safe operating condition. 

He said that service station sales- 
men should be trained to look for 
defects in cars. “That can go a long 
way toward helping to reduce high- 
way accidents that are caused by 
mechanical! failure.” 

Tomlinson pointed out that the 
average car owner has only a vague 
idea of what can go wrong with his 
car and is very dependent upon his 
dealer for sound advice. 

“The dealer must accept the obli- 
gation to properly counsel his cus- 
tomers,” the rubber official stated. 

Referring to tires, he said, “there 
is no way for the average purchaser 
to look at two or more tires and 
decide from their appearance alone 
which is the better tire.” He 
the dealers to learn all about the 
driver’s tire needs and then recom- 
mend tires that will give a good 
margin of safety. 
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MORAINE-400 BEARINGS 
Toughest automotive engine bear- 
ings ever made! 





MORAINE BI-METAL BEARINGS 
Precision-built to original equip- 
ment specifications. 





M-100 BEARINGS 
Excellent fatigue resistance and 
longer life expectancy. 


LOOK AT THE SALE-MAKERS MORAINE GIVES YOU 


e A complete engine bearing line, with a bearing for every car, bus 
and truck replacement job! 

Quality that stands up through miles and miles of operation! 

e A name known and respected! 

e Solid dependability that brings customers back! 





MORAINE GAS FILTERS 


SS > 


Giess-bow and pancake all-metal Diplomas for 75 
pes assure dirt-free, lint-free j —readi or 
Bre Se candnntetine e A convenient source of supply—readily available through the ST. LOUIS.—Seventy-five local 


United Motors System and General Motors car and truck dealers! 
A GROWING MARKET THAT KEEPS YOUR PROFITS GROWING! 


Moraine Products | 


Division of General Motors, Dayton, Ohio 


mechanics have received diplomas 
from Medart Auto Electric Co., 
where they completed an eight- 
week course in specialized electri- 
cal, carburetor and tuneup opera- 
tions. Sponsors included Carter 
Carburetor Corp., Holley Carburetor 
Co. and Electric Auto-Lite Co. 
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ever sold so many in sds 
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short a time!” 


A message about the new Edsel 


“Since the formation of the new M-E-L Division 
at Ford Motor Company, we have analyzed 
with keen interest the sales progress of the 
Edsel. We think it is quite significant that 
during the five months since the Edsel was 
introduced, Edsel sales have been greater than 
the first five months’ sales for any other new 
make of car ever introduced on the American 
Road. 


“No other new make of car has sold more than 
32,500 cars in so short a time following its 
introduction. 


“We are proud of our dealers’ sales achievements 
and proud, too, of how Edsel owners feel about 
their cars. A survey completed just last week 
showed that the vast majority of owners are 
eminently satisfied with their Edsels. 

“Everything now points to a continued sales 
increase. In fact, since early December, the 
Edsel daily sales rate has increased consistently. 

“We are looking forward with confidence and 


enthusiasm. We have some exciting plans in 
the making. 


“Edsel’s steady progress can be a source of 
satisfaction and a great incentive to all of us.” 


Vice President, Ford Motor Company 
General Manager, M-E-L Division 
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WELDING TORCH—Harris Calorific Co., 
5501 Cass Ave., Cleveland, O., has de- 
veloped a newly-designed welding torch, 
designated the No. 43. The torch is 
especially well adapted to construction 
work and general use in industry for 
welding and cutting applications, it is 
said. It is a universal pressure torch, and 
will operate on high, medium or low 
pressures. A wide range of styles and 
sizes of tips are available. 

i. | 


Portable Air Purifier 


Puritron Corp., 15 Stiles St., New 
Haven, Conn., has reported that | 
the portable Puritron provides fast | 
purification of air in offices. It con- | 
tains a filter which supplies air 
free of dust and pollen, the firm 
said. 








LICENSE HOLDER—A license plate 
holder, consisting of magnetic clasps, hos 
been morketed by Mognetic Sales Indus- 
tries, Inc., 164 Clifton Ave., Ansonia, | 
Conn. Designed to hold plates on both 
reor and front bumpers, the magnetic 
holder is said to be ideal for use on 
dealer demonstrators. 





CONVEYOR APRON.—An ail steel, chain 
slot, conveyor apron has been marketed 
by Robert A. Main & Sons, Inc., 257 
Pascack Rd., Paramus, N. J. Steel slats 
are mounted on forged steel, heat treated, 
chain links, measuring eight slats per 
foot. The chain is said to be suitable for 
long, hord weor and shock resistant duty 
because it is heat treated. 








AIR HAMMER — A Bantam Bully air 
hammer, designed with a straight handle 
for one-hand operation in close quarter 
or blind spot work, has been announced 
by Superior Pneumatic & Mfg., Inc., 4758 
Werner Rd., Cleveland 25, O. The ham- 
mer, Model S$P-2-900B can also be sus- 
pended from overhead reels for use on 
production lines. The unit measures 74%, 
inches long, weighs 20 ounces, and uses 
only 6.5 ¢.f.m. of air. Superior's metering 
trigger lets operator control blows from 


0 to 13,000 per minute. 
+. * . 


Graver Offers Full Line 


Of Ford Door Panels 


The complete series of 1957 and 
1958 E-ZEE-On Ford door repair 
panels is now available, according 
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to Graver Industries, Inc., P. O. 
Box 4027, Cleveland 17, O. 

All panels come with accurately 
die-pierced lock and door-handle 
holes, Graver said, and are flanged 
and tailored in size and contour for 
fast, accurate assembly into the 
damaged door. 





SIGNAL BELi—tummis Mfg. Co., 2242 
E.. Foothill Bivd., Pasadena, Calif., bes | 
announced the Lummis Service Signal. 
Signal requires no transformer. The entire 
unit is small, compact . . . bell cannot 








be activated by expanding air. 
Se oe 





SERVICE STAND — The Hein-Werner 
Stovi-Boy stands are designed to support 
vehicles for underbody work. Heavy-duty 
steel construction and basic wedge designs 
assure maximum supporting safety in the 
three rated capacities, it is said. Spring- 
actuated powls engoge ratchet teeth in 
the adjustable post to meet a variety of 
load height requirements. Stands 





| Because of its bantam size (9% 
| high) 
| Portomag Mighty-Midget performs jobs in 
| close quarters and hard-to-reach locations 





DASH TRAY—The “Style-O-Rama” auto 
dash tray with the PSG (Pressure Sensitive 
Grip) to hold on any surface, on any 
auto dash has been announced by Rain- 
bow Plastics, 3232 N. Meeker Ave., El 
Monte, Calif. Designed to complement the 
decor of the auto interior, the unit has 
compartments to hold pen, pencil, cigar- 
ettes, maps, sun glasses, etc., and is 
available in red, green, yellow, bive and 
white. 





DRILL PRESS —A lightweight portable 
drill press has been added to the Porto- 
mag line of Electro-Magnetic drill presses. 
inches 
ond the 


lightness, (20 pounds), 


formeriy inaccessible to larger portable 
drill presses, it is claimed. tt will drill 


| up to % inch and tap 5/16 inch holes. 

| Portomag, Inc., 1511 

| Ferndale 20, Mich. 
. 


E. Nine Mile Rd., 





DRILL — A reversible Y-inch electric 
drill has been developed by Portable 
Electric Tools, Inc., 320 W. 83rd St., 


are | Chicago 20, Ill. Features of the Shopmate 


available in capacities of two, five and| Model 520 include: Three-jaw precision 


seven tons. Hein-Werner Corp., Waukesha, | 
Wis. 


gear chuck; Universal 115-volt AC/DC 
motor (rated at a full six amps); pebble- 


finished handle for sure, nonslip gripping. | 


| Removable top handle provides additional 





BATTERY ELECTROLYTE —Elec-Tone, a 
nonacid battery electrolyte, is now avail- 
able from Elec-Tone Distributors, 3401 S. 
Main, Suite 205, Houston. Elec-Tone is 
said to eliminate battery failures caused 
by sulphation and overcharging. Accord- 
ing to the manufacturer, Elec-Tone over- 
comes suiphation, restoring normal 
reaction to full capacity in a large per- 
centage of batteries that have been 
declared worthless. 


support for close quarter drilling. 
7 a 





BATTERY LOCK—Key Kap Company, 
Dayton, O., has anneunced a battery lock 
that is said to make it possible to lock 
on the battery hold-down bolts and 
thereby preventing anyone from removing 
the hold-down nuts and taking the 
battery. Te 


* 
Edsel Replacement Panels 


Are Offered by Schofield 

Schofield Mfg. Co., 1140 E. 222nd 
St., Cleveland 17, O., announces that 
replacement Edsel rocker panels in 
conventional and Sco-Pan models 
are available for immediate ship- 
ment. 

Sco-Pan rocker panels snap on 


‘ 


NEW PRODUCTS 


over the old panel. Installation is 
completed by tack-welding or fas- 
tening with metal screws. Schofield 
said conventional rocker-panels are 
recommended for use where job 
perfection is more important than 
savings. 





TACH-DWELL TESTER A combina- 
tion Tach-Dwell tester has been announced 


by Fox Valley Instrument Co., Highway | 
27, Cheboygan, Mich. Functioning as two | 


| testers in one, the unit measures the r.p.m. 
|in the ultra-practicol ranges of 0-2,400 
jand 0-4,800 for eight-cylinder motors; 
|0-3,200 and 0-6400 for six-cylinder 

motors; 0-4,800 and 0-9,600 for four- 
| cylinder motors, according to 
nouncement. Use of the new tester permits 
mechanic to check distributor points and 
automatic transmissions, also to set motor 
| idle speeds and idle jets in carburetors, 
| the monvfacturers report. It functions 
automatically on systems ranging from 
|6 to 24 volts without need for switching. 
| > > > 


| 





WHEEL DISCS—Custom-built wheel discs 
for the Fiat 600 are now available from 
Fisher Products, 21-21 Forty-fourth Dr., 
Long Island City 1, N. Y. The discs, model 
FD-1, have a simulated knock-off center 
piece, all heavily chromed. 

2 


i 





STAPLER—Cylinder head cover gaskets 
are stapled in place with light wire staples 
on some of the 1958 cars. Here's how 
Plymouth makes sure these gaskets don't 
slip and cause oil leaks due to improper 
installation. The special stapler, complete 
with 5,000 staples, is available under 
tool number C-3647 from Miller Mfg. Co., 
17640 Grand River Ave., Detroit 27, Mich. 








the an-| 


| body tools, 














DRIP PANS—An auto drip pan designed 
to keep garage floors clean is now avail- 
| able to retailers from the Chicago Metallic 
| Mfg. Co., 3711 Ashland Ave., Chicago 9, 
ill, The pan is made of heavy gauge 
metal with a long lasting baked enamel 
finish, and is shipped in a special ‘Zip- 
| Pak" shipper-displayer carton. The display 
measures only 18% inches wide by 26% 
inches high by 4% inches deep. 

* 








oe 


| ROCKER PANEL MOULDINGS—Made of 
highest quality stainless steel, the tele- 
scopic rocker panel mouldings are said to 
fit all cars, all models and all mokes. The 
mouldings come in a kit which contains 
everything needed for easy, quick installa- 
| tion, including clips and punch, it is said. 
The only tool required is a hammer; no 
| drilling is necessary. Each complete set is 
| individually boxed. Regal Motor Products, 
| 6325 Grand River, Detroit, Mich. 
. . @ 








BODY TOOLS—A set of close quarter 

especially designed to re- 
| move dents in the “hard-to-reach” places, 
| has been announced by Associated Indus- 


| tries & Mfg. Co., 15340 Brookpark Rd., 


Cleveland 11, O. The set consists of four 
tools—the two close quarter jacks shown 
at the photo's top and the two expand- 
ing spoons at the bottom. The jacks are 
used to push out close quarter dents in 
fenders and doors. Spoons are used to take 
care of rear fenders, trunk lids, etc. During 
soldering, the spoon's metal dolly plate 
absorbs excessive heat—prevents metal 
buckling, it is deimed. 





IMPACT WRENCH — Millers Falls No. 
777 impact wrench incorporates beryllium 
copper contacts and terminals, unit thrust 
bearings, chrome alloy steel balls and 


larger planet gear pins in a three-pianet 
system. With Y-inch square drive and 


GRiIP—Handi-Spray is a pistol-grip| weighing only 74%, pounds, it is ideally 


adapter which converts aerosol spray cans 


suited for automobile mechanics, service 


fo spray guns. The unit snaps on to any|and maintenance men, and for many as- 


aerosol can, it is claimed. Its unit is made| sembly operations 
of sturdy spring tempered 5/16 gauge/| claimed. It 
steel wire with nickel plating. The handle,| minute and develops 


made of high impact polystyrene, is avail- 
able in three colors: red, yellow and white. 
King Sales Co., Inc., 2141 Mount Vernon 
St., Philadelphia 30, Pa. 


in industry, it is 
2,000 impacts a 
100 foot pounds 
torque — ample for running and remov- 
ing nuts on bolts up to % inch (% inch 
under favorable conditions). Millers 


Falls Co., Greenfield, Mass. 


delivers 
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Roundup from State Capitals... 








Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 


E 


IGHWAY financing issues have been raised thus far this 
year in the Legislatures of Arizona, Colorado, Georgia, 


Kansas, Kentucky, New Jersey, New York, South Carolina 
and West Virginia. Similar proposals will be introduced or 
be the topics of interim studies in other states. 


A bill introduced in the®, 


Arizona oo ne with the 
backing of Gov. Ernest W. 
McFarland would boost the State 
gasoline tax from five to six cents 
a gallon. | 

Delaware’s Highway Commission 
took under consideration, proposals 
for increasing the gasoline tax and 
other highway- 
user levies to 
produce addi- 
tional road funds. | 

It was sug- 
gested the com-| 
mission might} 
seek enactment! 
of legislation to) 
raise the gasoline 
tax from five to 
six cents a gal-| 
lon and to boost! 
fees for driver's 
licenses and automobile registra- 
tions. 

A controversy developed early in 
the 1958 Georgia Legislative session 
over Gov. Marvin Griffin’s proposal 
to increase the borrowing capacity | 
of the State Rural Roads Authority | 
from $100 million to $150 million. 

Gov. George Docking recom- | 
mended to the Kansas Legisla- | 
ture a one-cent decrease in the | 
gasoline tax and repeal of a | 
recent law boosting truck license 
fees. 





Bethune Jones 


To prevent losses in State high-| gasoline tax was boosted from four| Legislative Council would 





highway-use tax on heavy trucks 
to yield an estimated $14,300,000 
annually for a net gain of $1,100,000 
in State road funds. 





The Kansas Highway Commis- 


| Sion earlier had urged a one-cent 


increase in the gasoline tax and 
$7 million more funds. 

Docking’s proposed truck levy 
would be a graduated ton-mile tax 
similar to but less than Colorado’s. 
It would range from 10 mills for 
trucks weighing 8,000 to 12,000 
pounds—to 16 mills a mile for 
trucks weighing over 60,000 pounds. 

* = > 


Gas-Tax Revision Asked 


ENTUCKY lawmakers were 

asked by Gov. Albert Chandler 
to revise the 1956 gasoline surtax 
of two cents a gallon against heavy 
trucks. Kentucky revenue reports 
have shown the tax is producing 
far less revenue than originally 
anticipated. 


Maryland’s Legislature was ex-| 


pected to get a proposal for a one- 
cent gasoline tax increase. 

Gov, Robert Meyner proposed 
that the New Jersey gasoline tax 
be raised from four to five cents 
a gallon to yield an estimated 
$18 million in additional revenue 
for highway construction. 





State highway construction pro- 
gram would have to be cut back 


in the near future. 
+ * * 


Tax Diversion Fought 


PROPOSAL for diversion of 

the seventh cent of South Caro- 
lina’s seven-cent gasoline tax to 
nonhighway purposes was passed 
by the South Carolina House of 
Representatives but ran into stiff 
opposition in the State Senate. 

Chief State Highway Commis- 
sioner C. R. McMillan warned 
legislators that the proposed di- 
version would necessitate addi- 
tional borrowing for highways 
and threaten the State’s farm-to- 
market and over-all road pro- 


grams. 

West Virginia’s Legislature re- 
ceived recommendations from Gov. 
Cecil H. Underwood for increased 
highway-user and general state 
taxes to provide $37 million in addi- 
tional annual revenue for an ex- 
panded highway construction pro- 
gram, The additional revenue 
would be augmented by the sale of 
bonds from the state’s revolving 
fund bond issue. 

The new road money would in-| 
clude $10 million from adjustments 
in auto privilege and gasoline taxes, | 
truck registration fees, learner’s| 
permits, operator’s licenses, and 
charges for special plates. The gas- 
oline tax rate would be boosted! 
from six to seven cents a gallon. 

= + * 
Insurance Is Issue 


_ major issues include) 
proposals for dealing with the! 





help pay for damages caused to 
insured motorists by financially 
irresponsible drivers. If the 
Virginia Legislature rejects the 
unsatisfied judgment fund plan, 
the Council said, it ought to pass 
@ measure for compulsory in- | 
surance. 

One counter-proposal by the 
Mutual Insurance Agents Assn. of 
Virginia calls for a safety respon- 
sibility act, under which all drivers 
would be compelled to buy liability 
insurance in order to drive, but no| 
company would be obligated to sell 
policies on risks it is unwilling to 
underwrite. 

As a result, the association ex- 
plained, drivers who could buy no 
coverage would be forced off the! 
highways unless they could post a 
bond or provide coverage through 
a recognized plan of self-insurance. | 

* * * 


N. J. Law Asked 


OV. MEYNER SeneEOEES 
that New Jersey lawmakers) 
“give serious consideration to the 


. 
Bucket Brigade 

California Seeking Check | 

On Sand Damage 

SAN BERNARDINO, Calif.—|} 
“Operation Blowtorch,” seeking a/| 
solution to the problem of sand 
sweeping across desert highways) 
and pitting vehicle bodies and| 
windshields, will be launched soon 
by State highway officials. 

They said six buckets will be 
placed from ground level to the! 
top of 20-foot poles planted every 
1,000 feet between Thousand Palms | 
and Garnet along Highway 60-70-| 
99. Holes will be punched in the 
sides of the buckets. 

After a wind or sandstorm the 
buckets will be checked to deter- 
mine how much sand has collected 
at each height and the difference 








| 


In his budget message to the/| problem of the uninsured motorist.| in amounts at each pole. 


| New York Legislature, Gov. Averell | 


A controversial bill recom- | 


The State hopes by this to find 


Harriman declared that unless the| mended by the Virginia Advisory | at what height the sand blows and 


create 


what strips of road are most haz- 


way revenues, he called for a new | to five cents a gallon, the expanded| an unsatisfied judgment fund to | ardous during windstorms. 
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verybody is excited about 


volume items like mufflers 
(30 million this year), spark plugs 
(375 million) or batteries (25 
million). And rightly so, because 
people know that such parts wear 
out and must be replaced. But 
people don’t know that alinement 
and balancing “wear out’ too! 
Bear is out to wake up the world 
to this fact! 


Even with so many “asleep” to the 
facts, alinement and balancing ser- 
vices rate with top money makers 
among non-engine jobs! $100 mil- 
Bear Mtg. Co., Dept. A-14, Rock Island, Illinois 


ready to 





enactment of a compulsory auto- 
mobile insurance law, to indemnify 
innocent victims of traffic accidents 
or their dependents for loss of life, 
injury to persons and damage to 


| property.” 


New Jersey’s present unsatis- 
fied claims and judgment fund 
law, the governor said, “has met 
some but not all of the needs of 
the people in this area.” 

In Michigan, a study commission 
set up by Gov. Mennen G. Williams 
issued three minority reports. Nine 
of the 21 commission members 
backed a plan urging a compulsory 
insurance law and creation of a 
special state fund from which acci- 
dent victims of unknown or unin- 
sured drivers could be reimbursed. 


Six members supported a second 
plan proposing an unsatisfied 
claims fund from which accident 
victims could recover damages or 
death benefits, ranging from $500 to 
$10,000, when the driver or car 
owner responsible for the injury 
was uninsured or unable to pay. 

* * * 


Tougher Licensing Urged 
pe members backed a third plan 
which advocated more stringent 
driver licensing and vehicle regis- 
tration laws and proposed specifi- 
cally that license plates be sold only 
to vehicle owners who hold a valid 
driver’s license. 


New York Assembly Speaker 
Oswald D. Heck again is seeking 
to close a gap in the State’s com- 
pulsory insurance law. 

Although all cars registered in 
New York must carry insurance, 
no way has yet been provided by 
which victims of hit-and-run or 
unauthorized drivers, such as 
those operating stolen cars, can 
receive compensation. 

Heck would require the liability 
insurance companies operating in 
the state to provide a fund to com- 
pensate victims of these drivers. 
Such a fund, would be derived from 
a surcharge on the premiums paid 
by car owners and would be ad- 
ministered by the insurance com- 
panies. 


PROGRAM 


WAKE UP THE WORLD 


to the Vital Need for Alinement & 
Balancing . . . and its BIG PROFITS! 


...and Bear is ready to help you cash-in on this big 
profit opportunity with alinement and balancing equip- 
ment that does the job right... plus a dynamic promotion 


that includes Saturday Evening Post * 


growing potentials of 


TION 


Big Bear Signs. 


lion net profit this year on front-end 
service! $64 million net profit on 
wheel balancing! Think of the prof- 
it potential, when you realize that 
alinement and wheel balance “wear 
out” several times faster than many 
volume items, such as mufflers, 
shock absorbers or spark plugs! 


Income boosting profit facts are 
in the ads shown at left... now 
appearing in leading automotive 
magazines. For the complete profit 
facts on Bear Safety Service and 
promotion—or a FREE DEMONSTRA- 


of any Bear equipment—see 


your Bear Jobber or write: 
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short-cutting his work, causing too 
many customers to come back too 
soon with the same complaints. 


Based on his earning record, this 
mechanic was about tops in the 
shop, but he wasn’t doing the 
dealer’s reputation any good. And 
he wasn’t giving the type of serv- 
ice that keeps customers coming 
back. 

* * * 


Good Service Stressed 
INSTEAD of trying to sell 


to his shop, this dealer took more 
time to make certain that his shop 
was providing the type of service 
owners liked to buy. 

And that they met the customer 
with a smile and a cheery greet- 


Safety-Check Citation— 


Harold Holmes (third from left), Midwestern regional representative of the Inter- 
Industry Highway Safety Committee, presents a state award of excellence to Mayor 
John Vukelich, of Virginia, Minn., for that city’s outstanding Vehicle Safety-Check 
program last May. Left to right are Omar E. Hilligoss, Hibbing, safety chairman for 
the Minnesota Automobile Dealers Assn.; Len Kanian, Virginia Safety Council presi- 


under which the customer’s car 
troubles, insofar as possible, were 
diagnosed correctly and were prop- 


dent, Holmes; Mayor Vukelich; Harry Sieben, Minnesota highway safety director; 
lt. Quinto Aluni, Virginia Traffic Department, and Lyle McCabe, Safety-Check erly taken care of. 
chairman. 


Backshop .. . . «sack weed 


(Continued from Page 28) 


Oo 
S more new customers on coming | 


ing, calling them by name if pos-| 
sible. He instituted a program) 
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men check each car that came to 
their stalls for any needed work 
that did not appear on the ticket. 
This needed work was called to 
the attention of the owner, by tele- 
phone if the order writers had time, 
or by the man who delivered the 
car when the owner came in. 
+ = * 


‘Aim to Please’ Is Theme 


E DIDN’T cut out his service 
promotion, but slanted it toward 
the “aim to please” theme. At fre- 
quent intervals he sent out cards 
asking if their work had been 
satisfactory, if the customers were 
| treated courteously and if the 
/customer had any suggestions as 
|to how service could be improved. 
Within 90 days, he said, his 
list of customers had increased 
by 50 percent and his absorption 
by nearly 17 percent. 
Along that same line of thinking, 
did you as a dealer or service man- 


He had both the lube and tuneup| ager ever investigate your shop to 





SOMETHING NEW HAS BEEN 


MARTIN SENOUR Presents . 


THINNER 


coneeeen es CF 


. EES: 








“F.F.C. the new Martin Senour laboratory tested additive that helps assure— 


* BETTER ADHESION! 


* EASIER SANDING! 


* FASTER DRYING! when used with M-S Lacquer Undercoats 


Now... for the first time...an undercoat 
thinner with a difference! A difference you can 
actually see! And the difference is F.F.C.—the 
blue magic ingredient that helps assure better 
adhesion, easier sanding. 

Try Blue Bond Lacquer Thinner . . . and see 
how much time and money you save! Guaran- 


for all Lacquer Undercoats! 


MARTIN THE 


SENOUR 


a 





Only MARTIN SENOUR makes new Blue Bond with F.F.C.! 


‘ 


tee trouble-free paint jobs by using Blue Bond 


MARTIN-SENOUR COMPANY 
2500 S. Senour Avenue 
Chicago 8, lilinois 








— 


see how hard, or easy, it is to buy 
from you? 

A salesman for a service. 
promotion program tried this st.int 
on a dealer prospect—much to the 
chagrin of the dealer. 

They were walking along the 
street and came to a five-and-i9- 
cent store. The salesman asked the 
dealer to step into the store with 
him. The salesman then asked the 
dealer to buy him a roll of friction 
tape. So the dealer stepped up to 
the counter, picked up a roll and 
the clerk said “10 cents, please.” 


* ® * 


Dealer Is Foiled 


yy... they got back to the 
dealership, the salesman then 
said, “now I would like to have 
you sell me a roll of tape from 
your stock.” The dealer went behind 
the parts counter and after looking 
in several bins finally yelled, “Hey, 
Eddie, where in blazes in our 
friction tape?” Eddie appeared and 
after a few minutes produced the 
tape. 

How easy is it to buy service 
in your shop? 

How long does the average cus- 
tomer have to wait until some one 
even condescends to notice that 
you are there? 


Many owners have told me that 
it takes so long to get waited on 
in the average shop, they forget 
half the things they wanted to have 
done to their cars. Of course, hav- 
ing the order writer suggest serv- 
ices helps a lot in cases like that, 
if the “suggesting” is done so that 
the customer doesn’t become irri- 
tated. 


Customer Will Listen 


T’S ALWAYS well for the service 
manager and his aides who con- 
tact the customer to keep in mind 
that the average owner doesn’t 
understand much about the modern 


car, regardless of how much he 
tires to impress one with this 
knowledge. 


They'll listen when you tell 
them why such-and-such service 
should be performed at certain 
intervals. If the explanation is 
done thoroughly and in the right 
way, the average owner not only 
will buy the service, but tell his 
friends they should do the same. 
One of the service manager's 
“little helpers” that has done much 
to increase the number of items per 
ticket is the “service menu” card. 
The card lists a number of peri- 
odic services and leaves a place 
for the owner to jot down that 
squeak or rattle. Be sure a fresh 
one is placed in the glove compart- 
ment of every car before it leaves 
the shop. And be sure the owner 
knows it is there for his conveni- 
ence. 

os > > 


Recondition Display Jammed 


S AN old timer in this business, 

I got a certain amount of “glow” 
out of seeing the dealers jam the 
reconditioning display at the NADA 
convention. Four cars and a real 
“dog” of a panel truck were re- 
conditioned on one side and the 
other side was left as it came in 
on the trade. Dealers gave the 
jobs a careful scrutiny, and most 
of them asked questions of left 
orders for material. 

This bodes well for two things. 
First, the divisions now in the 
process of putting used-car re- 
conditioning schools on the road 
for their dealers are going to get 
a good m, and second, 
many dealers have been given up 
waiting for Santa Claus er Uncle 
Sam to get them out of their low- 
profit difficulties and are ready 
to try to de semething for them- 
selves. 

I firmly believe that each dealer 
is in better shape to take care of 
his own “territory security” than 
any Government agency or his 
factory. If he builds customers, 
everything but the “stimulator” 
dealers will be taken care of, and 
I think many factory faces are red 
on them even now. 


B & D Forms Subsidiary 


TOWSON, Md.—Formation of a 
subsidiary company in Auckland, 
New Zealand, has been announced 
by Black & Decker Mfg. Co. The 
new company, Black & Decker 
(New Zealand) Ltd., will sell and 
service the electric tool company’s 
products in the New Zealand area. 
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City Teamsters|__ New 
Vote Loyalty to 


Parent Union 


Council to Support 


Ousted International | 


"100 Per Cent’ 


Teamsters Joint Council No. 33. #, 
of Philadelphia, today voted 


unanimously to back up its inter- 
national union 100 per cent in its” 
depute with the AFL-CIO. 


The 1.4 milfion-member Team- | 


sters Union was expelied by the 


AFL-C10 on December 6 by a) 


five-to-one vote of the Seceensien 
convention in Atlantic City. 


Sahn, be ¥ oahibnase joint counctt} * 


president, said today's vote was 
@n answer fo rumors that one or 


more of the 28 locals in the 84... 


000 member counc\] might pull 
out to stay with the AFL-CIO, 


Rpeerh Commended 


i 
i 


} 


The council action alse com-! 


mended the speech Teamsters 


convention. In essence. Enciish 


- Dente egy 





40,000 REASONS WHY 


in Philadelphia nearly everybody reads The Bulletin 


The Evening and Sunday Bulletin prints some 
40,000 local news stories every year. These 
are gathered by one of the world’s largest 
local news staffs, augmented by a network of 
special correspondents. 


It is this unique reporting of the big and 
little news of Greater Philadelphia—together 
with the other contents of a great metropolitan 
newspaper—that has helped make The Bulletin 
a trusted member of the household through 
generations of Philadelphia families. 


The Bulletin publishes the 


What does this mean to Bulletin adver- 
tisers? It means that their messages are care- 
fully considered—at home—in the newspaper 
Philadelphians read, respect and respond to. 


The Bulletin goes home . . . delivers more 
copies to Greater Philadelphia families 
every seven days than any other newspaper. 
Advertising Offices: Philadelphia - New York « Chicago 
Representatives: Sawyer Ferguson Walker Company, 


Detroit « Atlanta - Los Angeles « San Francisco * Seattle 
Florida Resorts: The Leonard Company, Miami Beach 


largest amount of R. O.P. 


color advertising in Philadelphia—Evening and Sunday! 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 29) 


uct is normally one week and no 
tuition fee is charged. Additional 
information may be obtained by 
contacting the nearest Bendix dis- 
tributor or writing to the Bendix 
training director. 

BINKS MFG. CO., Chicago— 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
painting equipment may attend. 
Contact W. R. Brooks, instructor. 
Next class March 3-7. 


St. Louis—C lasses of 12 men in 


carburetion for a two-week dura-| 
tion will begin Feb. 24, March 3,| 
17 and 24. Contact nearest Carter 


Industrial, auto refinishing, auto- 
motive jobber, and portable equip- 
ment jobber. No instruction charge. 
Applications may be obtained by 
writing DeVilbiss Co., 300 Phillips 
Ave., Toledo, O. 


INLAND MFG. CO., Omaha— 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$200 otherwise. Course 


| teaches: All aspects radiator clean- 
CARTER CARBURETOR CORP., 


ing, repairing and recéring; use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write to J. V. 
Grasso, 1108 Jackson St., Omaha, 


17-21 and March 24-28. These 
classes consist of five consecutive 
daily sessions, each session going 
from 8 a.m. to 4:30 p.m. All phases 
of brake service work such as 
major adjustments, minor adjust- 
ments, and complete brake over- 
hauls of all types of both new and 
old brake systems will be covered. 
Personal instruction is augmented 
by a technical, 78-minute, color, 
sound, motion picture showing ad- 
justment procedure as well as 
changes made in 1957 and 1958 
brakes. Individuals who success- 
fully complete the course will re- 
ceive a certificate Bhowing that 
they are qualified to work on all 
types of automotive brakes. The 
course will be conducted by A. 
D'Andrea, director of service train- 
ing for Raybestos Division. Write 
J. Kane for further information. 

STEWART -WARNER CORP, 
Chicago — Complete instruction by 
trained factory personnel will con- 
sist of actual bench repair, as- 


es BOB f 1 | 


sembly and disassembly of control 
valves, meters, swivels, pumps, 
reels, electric power guns and 
specialized lubrication equipment. 
All living expenses during the 
student’s five-day stay in Chicago 
are paid by the Alemite factory in 
addition to 50 percent of the round- 
trip transportation. Tuition is paid 
by the Alemite factory distributor. 

SUN ELECTRIC CORP., Chicago 
—Field courses in automotive test 
equipment operation, principles of 
electrical testing, use of the oscillo- 


Neb. 
RAYBESTOS DIVISION, Bridge- | 


distributor. 


DEVILBISS CO., Toledo — One-| 
week classes of limited size cover-| port, Conn.—Four complete brake- 
ing theory, maintenance and serv-| service classes will be held at the 
icing of spray painting equipment.| Raybestos brake service school and 
The subject of spray painting is| workshop located in Stratford, 
broken down into four categories: | Conn.—Feb. 17-21, Feb. 24-28, March 


Navy Class at Binks School— 


; Twenty-five enlisted Navy personnel and three civil service employes engaged 
in maintenance finishing at the Naval Air Station, Glenview, Ill., constituted the 
first all-Navy spray painting class at the Binks Mfg. Co.'s spray painting school in 
| Chicago. A Binks material handling pump receives close scrutiny from five of the 25 
} Navy personnel. The civilian in the picture is William R. Brooks, Binks’ customer re- 
search director and spray painting instructor. 













{ scope and engine tuneup, will be uct 
\ conducted by field service repre- rul 
sentatives during the coming cis 


months. For specific information s 


: attracts the sweetest as to locations and dates, contact | sa 
} 0660006086066 60 write Sun Electric Corp., 6337 pa 


Avondale Ave., Chicago 31, Ill. Sim- 
ilar courses are offered by Sun 
instructors in cooperation with Sun 
distributors throughout Canada 
For specific location and dates of 
courses in Canada, contact the 
local Sun distributor or write Sun 
Electric Corp. : 


THERMOID CO., Trenton, N. J. 
—Brake-service school conducted 
at various times during the year, 
depending upon the demand. In- 
struction covers complete informa- 
tion on adjusting and servicing all 
types of brakes. Sessions are held 
in the Thermoid engineering de- 
partment test garage in Trenton, 
N. J. There is no tuition but stu- 
dents are expected to pay their own 
transportation and living expenses. 
Textbooks are furnished at no 
charge. For additional information 
write J. A. McLaine. 

UNITED MOTORS SERVICE — 
Instruction in factor y-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics. (Delco auto radio 
and Guide autronic-eye). (4) auto- 1 


| customers! 








the car factories and the automo- y. 


: | matic transmissions (Hydra-Matic), dis 
Whether she jockeys a new 4-speed sports job, (5) New Departure bearings. United Po 
. ‘ . ‘ Motors Service Classrooms operate brs 
{ or she’s nursing the family buggy through its last 10,000 in these cities: Detroit, Cleveland, 
: : ’ , Boston, New York (two centers), 
miles—tell her about Castrol. You'll find she’s Chicago, Washington, Jacksonville, 
PP : . : : Fla.; El Paso, Tex.; Portland, Ore.; I 
quick to see the value of superior lubrication, and what Salton tes keen Meeaiia Dt an 
i i i ife. lanta, Philadelphia, Charlotte, pai 
j it means in road performance and engine life Oe. Gee ae donee oe 
: She’ll soon want to pay for premium quality in TBA, too, Louis, New Orleans, Houston, Buf- Mi 
; ’ ' falo, Minneapolis, Oklahoma City, A 
and she'll come back to you regularly—for Castrol! Milwaukee, Kansas City, Salt Lake 8 
City, Omaha, Pittsburgh and Cin- & *.. 
: We're telling them ASK FOR CASTROL ane. on 
| , in signs, posters, mailing pieces, radio advertising— e Co. 
pas eociees, malin W er 
t to build high-quality, high-profit business for you! alker Acquires ata 
q e ° an 
| Canadian Supplier | * 
i of 
Of Auto Parts om 
; RACINE, Wis.—Purchase of Galt me 
i Metal Industries, Ltd. Galt, Ont. I 
has been announced by Walker os 
Mfg. Co. of Wisconsin, Racine. nd 
i Rea I. Hahn, Walker president, ~ 
said Galt Metal supplies parts for wit 
} the Canadian automobile industry, = 
h O | including mufflers, a major product om 
{) ° : : of Walker. 
iP The Masterpiece " re Galt Metal will be operated as tt 
i a Walker subsidiary and will be- 
SA ss come the manufacturing source of Ga 
Ask your CASTROL distributor or write Walker exhaust-system parts for 
; for the name of distributor nearest you: the Canadian market serving both OF 
f tive wholesaler, Hahn said | 
CASTROL OILS, Incorporated L. C. Ackerman, Walker sales ex- nat 
75 WEST STREET, NEW YORK 6, N.Y. soutton the exhaust apanens or duc 
Pe sion, has been appoin vice- th 
...A Division of the Wakefield Group. ee president and general manager of om 


the Canadian operation. 
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Auto Personnel 


R. L. Puette and B. H, Carlisle 
have been appointed general divi- 
sional managers by Clark Controller 
Co., Cleveland. Puette will continue 
as operations vice-president. 

Puette’s group will include the 
newly created Automation, Crane 
& Mill Accessory Controls division 
and Packaged Speed Control & Con- 
trol Centers division. Carlisle’s 
group will include the present 
American Electric Switch division 
and Renewal Parts division, and the 
new Standard Products division. 


= + : 
Clevite Harris Promotes 


Winslow and Grossman 


Lester C. Winslow has been ap- 
pointed assistant general sales 
manager of Clevite Harris Prod- 





G. A. Grossman 


ucts, Inc., Cleveland, a producer of 
rubber-and-metal parts and pre- 
cision-molded rubber products. 

Succeeding him as Detroit district 
sales manager is George A. Gross- 
man, former manager of the com- 
pany’s special products division. 

- 


* * 


Bright to Direct Avis Ads 


Frederick W. Bright, New York, | 
has been appointed director of na- 
tional advertising by Avis-Rent-a- 
Car System. 

7 > 
Wooster Rubber Names 
Johnson Merchandising Chief | 

Guilford G. Johnson has been| 
named to the new post of general 
merchandising 
manager of 
Wooster Rubber 
Co., Wooster, O. 
He has headed 
the firm’s adver- 
tising activities 
for nine years. 

He will super- 
vise all sales pro- 
motion programs 
of the company 
and its subsidi- 
aries and continue 
as advertising director, according to 


G. G. Johnson 





Turner Moore jr. has been relieved 
of these responsibilities in order 
that he might devote more time to 
other interests. 

Garber has been vice-president in 
charge of manufacturing of H. K. 
Porter Co., Inc. Moore will continue 
as a battery consultant to Auto- 
Lite. 


* * * 


Sprague Appoints Ashton 
Robert K. Ashton jr. has been 
named manager of replacement 
sales for Sprague Devices, Inc., 
Michigan City, Ind. 
= * * 


Smith Directs Elco Sales 

R. Kennedy Smith has been 
named sales manager of Elco 
Lubricant Corp., Cleveland. 


> = * 


General Tire Ups Wilson 


Thomas H. Wilson has been 
named Eastern regional manager 
of Polyfoam sales for General Tire 
& Rubber Co. He has been with 





General Tire as market research 
analyst since 1952. 
+ * 7 


Reindel Named Sales Chief 


For 3 Sheller Divisions 


John D. Reindel has been ap- 
pointed sales vice- 
president for the 
Hardy, Sheller & 
Mitchell-Smith di- 
visions of Sheller 
Mfg. Corp. 

A native De- 
troiter and grad- 
uateofthe 
University of 
Michigan, Reindel 
, has been with 

~s Sheller since 1935. 
J. D. Retndel He will continue 
to be located in the executive offices 
of the corporation in the General 
Motors Building, Detroit. 
> 


Wagner Unit Shifts Nielsen 





The Automotive Parts division,| heen succeeded at Indianapolis by 








“If they’re giving better deals 
than mine down the street, Pu 
| just go along and get one, too!” 





Wagner Electric Corp., has trans-| © N, Wilson. 


ferred A. G. Nielsen from manager 
of its Indianapolis automotive 
branch office to manager of the 
Pittsburgh automotive office. He 


Bendix Promotes Young 


James E. Young has been ap- 
succeeds J. L. Pasher, on leave be-| pointed to the new post of man- 
cause of ill health. Nielsen has‘ ager of the Dayton 


(O.) 


sales 


office of Bendix Aviation Corp. He 
had represented the Bendix radio 
division in Dayton. 


* * : 


Join Controllers Institute 


Howard W. Megee, general 
assistant comptroller, General 
Motors Corp.; Carl A. Matthes, 
Bendix Products division comp- 
troller of Bendix Aviation Corp.,. 
and Carl S. Mikkelson, Mishawaka 
Division resident controller, Rock- 
well Spring & Axle Co., have been 
elected to membership in the 
Controllers Institute of America. 


* * + 


Virgin, Booth Promoted 


Jack Virgin has been promoted 
to business management manager 
for Plymouth’s Charlotte region, 
and George Booth has been named 
district sales manager. 

> > = 
4 New Executives 


Named by Merlin 


Four new executive and sales ap~ 
pointments are announced by Sid- 
ney Ludwig, president of Merlin 
Mfg. Co., Garfield Heights 25, O. 

Morton Mendes was promoted to 
executive vice-president; Harvey 

(Continued on Page 45, Col. 1) 











VORNADO'S 


N »~».with Tree you need to 
do business profitably! 


HERE'S PROOF OF THE ‘58 PREDICTION! 





“ “ 
James R. Caldwell, president of the Seven Star 
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firm. ° 
> > > | 
Thor Promotes Smith 
Walter B. Smith has been named 
district sales manager of Thor 
Power Tool Co’s Milwaukee 
branch. 





> > - 
Arvin Appoints Nau 
Robert G. Nau has been appointed 


sales director of the Arvinyl de- 
partment of Arvin Industries, Inc. 
. a2 . 


Mitchell Joins Heintz 


As Western Representative 

Lee W. Mitchell, Denver, has 
been appointed district sales 
Tepresentative for James C. Heintz 
Co., Cleveland. He 
will serve the 
states of Colorado 
and Wyoming for 
the manufacture 
of tire treading 
and repair equip- 
ment. 

Mitchell has 
Served on many 
industry and Gov- 
ernment commit- 
tees concerned 
with the develop- 
ment of tires with special emphasis 
on the textiles used. At present he 
is president of the Maple Grove 
Valley Assn. 

+. * * 


Garber Takes Charge 


Of Auto-Lite Batteries 


Appointment of Lawrence L. 
Garber as group executive coordi- 
nating accounting, purchasing, pro- 
duction, sales and engineering of 
the company’s seven U. S. battery 
plants has been announced by Auto- 
Lite President J. P. Falvey. J. 








Lee W. Mitchell 


wwe wee 


MARKET - BUSTER 
SALES PACKAGE! 


Everything you need to 
do business profitably! 


A full, beautifully styled line 


with improved performance 
and mechanical design! 


A new, completely flexible 
dealer inventory plan! 


A streamlined, effective war- 
ranty program covering local 
and in-transit situations! 


A broader, more complete 
training program covering 
sales, installation, and 
service! 


A stronger, broader national 
and local advertising 
program! 


A practical merchandising 
program covering pre-season 
and in-season sales! 


A new “no investment” 
purchase plan for qualified 
dealers! 


THESE SEVEN ESSENTIALS 
MEAN INCREASED VOLUME 
AND PROFITS FOR YOU! 
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Sales Conditions in Various Areas... 


Auto Market Reports 


Columbus, O. 


A total of 1,855 new cars were 
sold during January in Franklin 
County (Columbus), O., compared 
with 1,958 in December and 2,206 
in January, 1957. 

By makes, they were: Chevro- 
let, 581; Ford, 393; Plymouth, 
162; Pontiac, 122; Buick, 109; 
Oldsmobile, 109; Dodge, 82; Mer- 
eury, 55; Cadillac, 43; Volks- 
wagen, 29; Edsel, 25; Chrysler, 
23; DeSoto, 23; Rambler, 22; Lin- 
coln, 21; Volvo, 8; English Ford, 
6; Imperial, 6; MG, 5; Stude- 
baker, 5; Hillman, 4; Vauxhall, 
4; Isetta, 3; Morris, 3; Renault, 
3; Jaguar, 2; Simca, 2; Nash, 1; 
Willys, 1, and miscellaneous, 3. 

Tax-paid used-car transactions 
numbered 4,839, compared with 4,- 
066 in December and 4,586 in Jan- 
uary a year ago. 

New-truck registrations 
amounted to 115 in January, com- 
pared with 153 in December and 
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Monroe Auto Equipment Company ~ mowroz, mI 
Ltd., Toronto 


| 150 


in January, 1957. By makes, 
they were: Chevrolet, 32; Interna- 
tional, 28; Dodge, 17; Ford, 17; 
GMC, 6; Volkswagen, 4; White, 4; 
Reo, 2; Autocar, 1; Diamond T, 1; 
Mack, 1; Marmon-Herrington, 1, 
and Willys, 1. 

Tax-paid used-truck sales total- 
led 289 in January, compared with 
214 in December and 286 in Jan- 
uary a year ago—(W. L. Scog.) 


. * * 


Washington, D. C. 
New-car sales 
Capital area amounted to 1,678 in 
January, compared with 1,561 in 
December and 2,038 in January a 
year ago. 


in the National | 





New -truck registrations, mean- 


while, totalled 116 in January, com- | 
pared with 122 in December and} 


146 in the previous January. 


By make, new-car registrations | 


for the month were: Chevrolet, 481; 
Ford, 301; Plymouth, 195; Pontiac, 
109; Oldsmobile, 105; Cadillac, 67; 


ealers! 


CADILLAC 
CHEVROLET 
OLDSMOBHE 


Dodge, 64; Buick, 50; Chrysler, 48; 
Mercury, 43; DeSoto, 28; Imperial, 
20; Rambler, 18; Lincoln, 15; Edsel, 
10; Studebaker, 9; Metropolitan, 3; 
Nash, 3; Packard, 1, and miscel- 
laneous, 108. 

New -truck registrations were: 
Ford, 32; Chevrolet, 29; GMC, 20; 
Dodge, 9; International, 8; Mack, 
4; Willys, 4; Divco, 1, and miscel- 
laneous, 9.—(William Ullman.) 

> = 7 


Indianapolis 

A total of 2,144 new cars were 
registered in Marion County (In- 
dianapolis) during January, com- 
pared with 2,147 in December. 

By makes, they were: Chevro- 
let, 642; Ford, 507; Buick, 178; 
Plymouth, 159; Oldsmobile, 142; 
Pontiac, 91; Dodge, 65; Cadillac, 
61; Mercury, 49; Chrysler, 37; 
Rambler, 35; Edsel, 30; DeSoto, 
26; Volkswagen, 21; Studebaker, 
13; English Ford, 11; Lincoln, 11; 
Imperial, 8; Triumph, 7; Nash, 


CHRYSLER 
DE SOTO 
DODGE 
PLYMOUTH 


PONTIAC” 


CASA IN on 1958s 


GREATEST SALES PRODUCER 


MONROE LOAD-LEVELERS 


«+» sensational 1958 ride with any load on any road. 
- -- calibrated level ride under all conditions. 


stop tail drag 


Heavy loads cause misalignment of 


6; MG, 5; Morris, 5; SAAB, 4; 
Volvo, 4; Vauxhall, 4; Renault, 
3; Simca, 3; Austin-Healey, 2; 
Bentley, 2; Hiliman, 2; Jaguar, 2; 
Mercedes-Benz, 2; Continental, 1; 
Metropolitan, 1; Willys, 1, and 
miscellaneous, 4, 

New-truck registrations num- 
bered 179, compared with 225 in the 
previous month. By makes, they 
were: Chevrolet, 56; Ford, 44; In- 
ternational, 35; Dodge, 16; GMC, 
10; Reo, 6; Willys, 4; Divco, 3; 
Volkswagen, 3; Mack, 1, and White, 


1.—(C. L. Kern.) 
+ > + 


Pittsburgh 


New-car registrations in Pitts- 
burgh “reflected small counter- 
seasonal gains” in the week ended 
Feb. 1, according to the Bureau of 
Business Research of the Univer- 
sity of Pittsburgh. 

The bureau’s seasonally adjusted 
index of general business activity 
edged up to 89.6 percent of the 
1947-49 average during the week. 
It had been 80.2 a month earlier. 

The steel-ingot rate sagged to 57 
percent of practical capacity during 
the week.—(Leon M. Leffingwell.) 

+ a * 


Sioux City, Ia. 


A total of 212 new cars and 45 
new trucks were registered during 


STUDEBAKER 
PACKARD 
RAMBLER 


FORD 
LINCOLN 
MERCURY 
EDSEL 


Easily installed in less than 30 minutes 


wheels ...lead to excessive tire wear, 


poor steering, and uncomfortable ride. 
Headlights are raised off road causing 
glare in eyes of oncoming motorists. 
Monroe Load-Levelers support the added 
weight that would otherwise cause ‘“‘tail 


Sagging rear lessens road clearance, 


on new or old model cars 


Monroe Load-Levelers are installed in 
exactly the same position and on the 
same mounting as original-equipment 
shock absorbers. Each unit includes a 


heavy-duty shock absorber scientifically 
calibrated to control standard car springs, 
and also a heavy-duty spring—an integ- 


causes annoying bumping, scraping and 


“bottoming’’ on driveways and rutted 
roads. Monroe Load-Levelers maintain 
proper road clearance at all times. 


stop swaying on curves 

Heavy car loading can reduce stability. 
As car rounds curves it sways and swings, 
throwing passengers from side to side. 
Monroe Load-Levelers keep car stable. 


Vi World’s largest maker of ride control products 


ral part of the unit. 


The automatic control feature produces 
a comfortable, stable ride when the car is 


operated with a light or heavy load. Each 
Monroe Load-Leveler is tested and prop- 
erly valved and calibrated for a particular 


make of car. 


Contact your jobber today—for complete 
details . . . and let Monroe Load-Levelers 


carry a heavy load of profits your way. 


In Canada « Monroe-Acme, 


Monro-Matic 
Shock Absorbers 


CHIGA 


N 
Monroe 





January in Sioux City, Ia., com- 
pared with 307 new cars and 50 new 
trucks in the previous month. 

New-car registrations by makes 
were: Chevrolet, 64; Ford, 59; 
Oldsmobile, 23; Pontiac, 1°; 
Plymouth, 13; Buick, 11; Dodge, 
9; Mercury, 6; Rambler, 6; Cad- 
illac, 4; DeSoto, 3; Lincoln, :; 
Chrysler, 2; Edsel, 2; DKW, 1; 
Imperial, 1; Volkswagen, 1; Go- 
liath, 1, and Checker, 1. 

New-truck registrations were: 
International, 15; Ford, 14; Chev- 
rolet, 7; Mack, 3; Dodge, 2; GMC, 
2; Volkswagen, 1, and White, 1 


* * * 


Cincinnati 


New-car registrations in Hamil- 
ton County (Cincinnati), O., totalled 
2,224 during January, compared 
with 2,844 in December and 3,210 in 
January, 1957. 

New-car registrations by make 
were: Chevrolet, 663; Ford, 375; 
Oldsmobile, 236; Buick, 214; Plym- 
outh, 179; Pontiac, 142; Cadillac, 69; 
Mercury, 66; Dodge, 57; Rambler, 
47; Chrysler, 31; Checker, 25; De- 
Soto, 24; Edsel, 16; Volkswagen, 
14; Lincoln, 11; Studebaker, 10; Im- 
perial, 10; English Ford, 6; Vaux- 
hall, 5; Packard, 5; Metropolitan, 
4; Isetta, 3; Triumph, 4; Simca, 2; 
MG, 2, and Willys, Hillman, Jaguar, 
and Renault, one each. 

New-truck registrations totalled 
186, compared with 199 in Decem- 
ber. By makes, they were: Chevro- 
let, 92; International, 34; Ford, 30; 
GMC, 8; Mack, 7; White, 5; Dodge, 
3; Diamond T, 2; Willys, 2, and 
Studebaker, Divco and miscellane- 
ous, one each. 


Used-car sales amounted to 3,179 
during January, compared with 
2,679 in December.—(Frank Kap- 
pel.) 


Houston 


The January total of new-car 
registrations in Houston was 4,437, 
compared with 5,217 in December. 

By makes, January sales were: 
Chevrolet, 1,358; Ford, 924 (in De- 
cember, Ford led Chevrolet), 1,583 
to 1,427); Buick, 495; Plymouth, 
404; Oldsmobile, 375; Pontiac, 192; 
Cadillac, 96; Mercury, 96; Dodge, 
83; Edsel, 49; Rambler, 43; Chrys- 
ler, 37; Studebaker, 37; Renault, 36; 
DeSoto, 26; Volkswagen, 24; MG, 
19; Lincoln, 16; Volvo, 16; Metro- 
politan, 12; English Ford, 11; Im- 
perial, 11; Hillman, 9; Triumph, 9; 
Willys, 8; Isetta, 7; Morris, 7; 
Porsche, 7; Austin-Healey, 6; Vaux- 
hall, 6; Lioyd, 5; Packard, 3, and 
miscellaneous, 10. 

New-truck registrations totalled 
594 in January, compared with 467 
in December. By makes, they were: 

Chevrolet, 261; Ford, 209; Inter- 
national, 49; GMC, 31; Dodge, 18; 
White, 7; Mack, 6; Studebaker, 4; 
Willys, 4; Reo, 2; Volkswagen, 2, 
and Morris, 1—(Ruby Fenoglio.) 


Minneapolis 

New-car sales in Hennepin 
County (Minneapolis) during Jan- 
uary numbered 2,781, compared 
with 2,750 in December and 2,768 
in January a year ago, according 
to figures compiled by Finance and 
Commerce, business newspaper. 

New-car registrations were: 
Chevrolet, 783; Ford, 464; Dodge, 
293; Plymouth, 230; Oldsmobile, 
213; Pontiac, 163; Buick, 150; 
Rambler, 81; Mercury, 75; Cadil- 
lac, 67; Chrysler, 50; Edsel, 47; 
DeSoto, 32; Volkswagen, 30; Stu- 
debaker, 26; Lincoln, 20; Pack- 
ard, 2, and miscellaneous, 55. 

New-truck registrations 
amounted to 170 in January, com- 
pared with 128 in December and 
168 in January, 1957. By makes, 
they were: Chevrolet, 69; Ford, 
43; International, 29; GMC, 8; 
Dodge, 7; Studebaker, 3; Volks- 
wagen, 3; Willys, 3; Divco, 1, and 
miscellaneous, 4. — (Donald M. 
Lyons.) 


Dayton, O. 

Sales of new cars continue to 
decline in the Dayton area, al- 
though dealers have managed to 
hold the line on inventories. 


Some new-car prices have been 
reduced and other cuts are ex- 
pected. 

Used-car inventories are building 
up although prices are “holding 
their own.” This may change if 
dealers find it necessary to cut 
prices to move their stocks.— 
(Pauline Doughty.) 
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Auto Personnel 





(Continued from Page 43) 


Ludwig, to vice-president in charge 
of sales and advertising; Stanley 
B. Goss, to sales manager of the 
automotive aerial division, and Max 
Bauer was appointed assistant sales 
manager. 

om * * 


Dunton Heads GM Club 


Election of H. W. Dunton as 
president of the General Motors 
Club of Los Angeles for 1958 has 
been announced, Dunton is zone 


manager for United Motors Service. 
* * * 


Purolator Appoints Wulff 


To Sales Managership 


Appointment of Charles W. Wulff 
as manager of original-equipment 
sales has been announced by Puro- 
lator Products, 
Inc., manufac- 
turer of original- 
equipment filters 
for the automo- 
tive, agricultural 
and aviation in- 
dustries as well 
as filters for all 
industrial applica- 
tions. 

Wulff joined 
Purolator in 1947. 
From 1949 to 1951, 
Wulff served as Purolator repre- 
sentative with Chrysler Corp.’s 
Parts division. He had been 
original-equipment engineer in 
Purolator’s Chicago office for six 
years. 


Cc. W. Walft 


+ * > 


Rockwell Names Plant Chiefs 


On East and West Coasts 


John Krako, a 23-year veteran 
with Rockwell Spring & Axle Co., 
has been named manager of the 
company’s plant in Los Angeles. He 
formerly managed the Roebling 
(N. J.) facility. 

Succeeding Krako as head of the 
Roebling plant is Neal Geary, for- 
merly assistant plant superintend- 
ent. Geary joined Rockwell in 
1948. 


McCormick Heads Sales 


Of Hercules Steel Products 


Harry McCormick has been ap- 
pointed sales manager of Hercules 
Steel Products 
Co., Galion, O. 
Hercules manu- 
factures dump 
bodies and hy- 
draulic hoists, 
dump trailers and 
other truck- 
mounted eq uip- 
ment. 

McCormick, a 
former Air Force 
pilot and instruc- 
tor, joined Her- 
cules in 1947 as credit manager. He 
had been sales manager of the 
Unisteel Body division. 

> > 


French Names 3 Aides 


L. E. Thomas has been named 
general sales manager of Charles 
French Plymouth in Oakland, Calif. 
Other appointments announced by 
French are Richard Schofield, new- 
ear sales manager, and Mel Lyons, 
used-car sales manager. 

* * * 





Harry McCormick 


Huppower Promotes 


Plasko and Bernier 

Huppower division, Hupp Corp., 
Detroit, has promoted Robert L. 
Plasko to sales service manager of 
automotive heater 
products. 

Plasko joined 
Huppower in 1957 
as sales engineer 
for the Globe line 
of installation 
supplies for 
plumbing, heat- 
ing, air-condition- 
ing and sprinkler 
systems. E. F. 

pe Bernier was ap- 
R. L. Plasko pointed to fill the 
position left vacant by Plasko’s 
Promotion. 
* * 


Stelter Named Sales Chief 


For Holan Corp. of Georgia 
C. H. Stelter jr. has been named 

Manager of. sales and sales en- 

gineering for Holan Corp. of 





Georgia, Griffin, Ga. The company 
makes service and line bodies and 
power equipment. 

Other Holan appointments are: 
Anton C. Adams, district manager 
for Texas and Oklahoma; Donald 
Mansfield, sales representative in 
North Carolina, South Carolina and 
Virginia, and Thomas F. Savage jr., 
sales representative 
Alabama and Mississippi. 

* + * 


McCulloch Motors Names 


Dooley Vice-President 

James L. Dooley has been ap- 
pointed advance-development vice- 
president of McCulloch Motors 
Corp., Los Angeles, manufacturers 
of chain saws, automotive super- 
chargers and aircraft products. 

Dooley had been technical direc- 
tor of the company’s advance de- 
velopment division. Before joining 
McCulloch in 1951, Dooley was vice- 
president of engineering for Rhodes 


in Florida, a 


Lewis Co., a Los Angeles firm pur- 
chased by McCulloch. 
+ * *” 


Highway Products Names 


Leland Sales Vice-President 


R. B. Leland has been appointed 
sales vice-president of Highway 
Products, Inc., 
joining Highway, 
he was sales man- 
ager of Fageol 
Products Co, 
Twin Coach Co. 
engine - building 
subsidiary. He 
had been with 
Twin Coach 30 
years. 

Leland will di- 
rect sales of high- 
way postoffices, 
vans and other 
special vehicles. The latter are sold 
under the tradename HYPRO. 


Magill New Director 


Of GM Tax Section 


Appointment of Robert F. Magill 
as director of the General Motors 
tax section is announced. Magill 
joined GM as assistant director of 
the tax section in January, 1955. 

Magill will report to John P. 





R. B. Leland 





Chassis Sales 
Can Be 
Quick and 
Profitable! 


There’s no delay for 
body mounting with 
Fruehauf’s full line of 
ready -to-mount units 


Profitable truck chassis sales are made easy 
for you by Fruehauf. Whatever van type 
body your customer wants, Fruehauf can 
assemble, mount, and paint it for you 
practically overnight! Your customer gets 
the fast delivery he wants, and you avoid 
delay and time-consuming details. 


Why drag out your chassis sales and 
risk losing customer good will? In addition 
to a wide range of steel, aluminum, and 
sliding-door beverage bodies, Fruehauf 
gives you a range of over 500 optional 
features and accessories to offer with 
your sale. Fruehauf does all the assembly 
work, and offers complete, versatile painting 


facilities. 


Important, too, you can profit by offer- 
ing your customer a top quality unit with 
a reputable name that’s universally known 
—for value and quality. Call your nearby 
Fruehauf Branch anytime for literature, 
prices, and other details on the world’s 
biggest line of van bodies! 


RUEHAUF 


TRAILERS 





Crry. 


Kent, O. Prior to} 
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“Ah, the last payment on our 
56, and here comes a new-car 
salesman!” 





Sullivan, assistant treasurer of GM, 
who formerly also was director of 
the tax section. 

+ * * 
Segerstrom Gets New Post 
Fred W. Segerstrom has been 

appointed general sales manager of 


the industrial division of L-O-F | 


N\ 


iN 


| 
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Glass Fibers Co. He had been gen- 
eral sales manager of the company’s 
general products division. 


Bowe, 35-Year Veteran, 


Receives Watch from Ford 


Nelson F. Bowe, general market- 
ing office sales manager of the 
Ford International division, has 
been awarded a watch in recogni- 
tion of 35 years’ service. 

Bowe joined Ford in 1923 as a 
bookkeeper in the Buffalo branch. 
He joined the International division 
in 1951 as export sales manager and 
was appointed to his present posi- 
tion in 1956. 


* * * 


Hoshal Promoted by Dana 


Walter J. Hoshal, assistant treas- 
urer and assistant secretary of 
Dana Corp., has been elected 
treasurer and assistant secretary. 
He succeeds Louis L. Melick, re- 
cently elected finance vice-president 
and secretary. , 

= x t 


Trailmobile Names Lynch 

Joseph W. Lynch has been 
named sales representative for 
Trailmobile, Inc., in the Buffalo 
area. He has been with Trailmobile 
for eight years. 


Steel and Aluminum Van Bodies and 
WorkSaver Beverage Units 


FRUEHAUF TRAILER COMPANY 
Truck Body Division 


10952 Harper Avenue ” 


SEND COMPLETE DETAILS OF THE FRUEHAUF “PROFIT PRO- 
GRAM" FOR TRUCK DEALERS. 


I i cleennericiierttnnniceenrccasrnsisitarinpenamnegiapearertngmaninapeiamninaibaditaenialiniagtaratamameaaicantiaitatastaiilinstiiiay 
COMPANY. 


Detroit 32, Michigan 
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Be dashing! Debonair! The pride of the Advertising World! Win the most/sc 


GUESS THE AVERAGE WEEKLY 


FIRST PRIZE! 


Raccoon coat with matching Stutz! 


50 SECOND PRIZES! 


(One for each 10,000 of the Post's 
estimated half-million bonus cir- 
culation.) A sports-car coat without 
matching Stutz! 


560 THIRD PRIZES! 


(One for each 10,000 of the Post’s 
new circulation rate base of 5,600,- 
000.) A rakish straw boater! 


Phe Saturday Evening 


AWARD WINNER! Shown above are two of the awards our 
Stutz— Ist Prize in the Post Bonus Circulation Contest — has 
won in national competition. These medallions are on the dash. 


Arise, advertising Influentials! (We mean you 
if you work in an agency, or in the advertising or 
sales department of any national advertiser!) 
Turn to the things you can really count on — the 
abacus, Univac, your fingers and toes — and éal- 
culate (guess!) the average weekly bonus that 
The Saturday Evening Post will deliver during 
the first quarter of 1958. How else can you win 
the classic, offbeat prizes catalogued at left — 
and the fame and fortune that go with them? 


Now, some facts about the Post Bonus: Volu- 
ble — yea, raucous! — demand for the Post has 
rocketed circulation past the 5,600,000 mark! 
This will be the new circulation rate base, effective 
in July. Until then, however, we expect to deliver 


an average weekly bonus of approximately half a 
million copies over the present circulation rate 


base of 5,200,000. 


All set? Guess the average weekly Post Bonus! 
Take our estimate of 500,000 bonus copies. Dust 
off your crystal ball. Sharpen your wits — and 
your pencil. Start figuring. Run your answer 
through the hopper. Up the flagpole. And there 
you are. (Hint: Do remember the figure of ap- 
proximately 500,000 bonus copies. A thoughtless 
guess of sixty copies would be sheer folly.) Also, 
while we’ve got your attention, tell us the one word 
you associate with the Post. Send your entries to 
the address listed at right under RULES OF THE 
CONTEST! Hurry, read them now! 





POST Beis 





dst sophisticated prizes of this or any year! 


JS|\CIRCULATION DURING THE FIRST QUARTER OF 1958! 











1. Use the coupon at right. Or a POST 
card (the caps are ours). Guess the aver- 
age weekly Post bonus for the first quar- 
ter of 1958. Then, write down the one 
word you associate with the Post. Include 
your name, your firm name, your address. 
2. Only advertising INFLUENTIALS (de- 
fined heretofore) may enter this contest. 
Send in as many separate entries as you 
wish. 

3. Employees of the Post, its advertising 
agency and their families may enter the 
contest. They may enter, but they won’t 
win. 









4. All entries become the property of the 
Post, its assigns, heirs and such. 





RULES OF THE CONTEST 


5. In case of a tie, entrants concerned 
will have to finish the sentence “I need a 
Stutz because . . . ” in 25 words or less 
(or more). Duplicate prizes? We had a 
terrible time finding even one Stutz! 

6. Entries must be received no later than 
March 31, this year. Mail yours to: PosT 
BONUS CONTEST, Box 39-E, The R. H. 
Donnelley Corp., Mt. Vernon 10, N. Y. 
7. The winner? The guy or gal who 
guesses closest to the average weekly cir- 
culation bonus for the first quarter of 
1958. The bonus figure will be deter- 
mined by the official Publisher’s Interim 
Statement to ABC for the period January 
1 to March 31, 1958. 


























































To: Saturday Evening Post Bonus Contest 
Box 39-E, The R. H. Donnelley Corp. 
Mt. Vernon 10, N. Y. 





Here are my Influential answers to your Post Circulation Bonus Contest. 


Throughout the first quarter of 
1958, I believe the Post will deliver 
an average weekly bonus of 


The one word that springs to my 
mind when I think of The Saturday 
Evening Post is 


Estimated Bonus Post Word 


Name 





Position 


Hat Size 


Coat Size 





‘Company 
Street 


City State 











(Copyright, 1958, by Automotive News) 


BUICK—Special—4-dr. sed., $2,700; 2-dr. 
ged., $2,636; 4-dr. hardtop, $2,820; 2-dr. 
hardtop, $2,744; conv., $3,041; 4-dr. 
stat. wag., $3,145; 4-dr. 
stat. 
316; 4-dr. hardtop, $3,436; 2-dr. hardtop, 


tie a 4-dr, 2-seat aan 


—4-dr, hardtop, $4,667; 2-dr, hardtop, $4,- 


557; conv., $4,680. 

$5,112; 2-dr. hardtop, $5,002; conv., 

(Variable-pitch 

tury and Super; Flight-pitch Dynflow 

standard on Roadmaster 75 and Limited. 
standard on Super, Road- 


Limitea—4- dr, hardtop, 
$5,125. 


steering 
master 75 and Limited. Power brakes 


standard on Roadmaster 75 and Limited.) 
CADILLAC — Series 62 — 4-dr. hardtop, 
$4,891; 4-dr. extended-deck hardtop, $5,- 


2-seat 
2-seat hardtop 
wag., $3,261. Century—4-dr. sed., $3,- 


Dynafiow standard on Cen- 
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Current Prices on U. S. 


079; 2-dr. hardtop, $4,784; conv., $5,454; 
Sedan de Ville 4-dr. hardtop, $5,497; Coupe 
de Ville 2-dr. hardtop, $5,251. Eldorado— 
Seville 2-dr. hardtop, $7,500; Biarritz conv., 
$7,500; Brougham 4-dr, hardtop, $13, 074. 
Sixty Special—4-dr. hardtop, $6,232. Sertes 
15—8-pass. sed., $8,460; 8-pass. limousine, 
$8,675. (Hydra-Matie power steering, 
power brakes standard on all models.) 
CHEVROLET — (Prices are for six- 
cylinder modeis. For V-8s, add $107.) Del- 
ray—4-dr. sed., $2,155; 2-dr. sed., $2,101; 
2-dr. util. sed., $2,013. Biseayne — 4-dr. 
sed., $2,290; 2-dr. sed., $2,236. Bel Air— 
4-dr. sed., $2,440; 2-dr. sed., $2,386; 4-dr. 
hardtop, $2,511; 2-dr, hardtop, $2,447; 2-dr. 
Impala hardtop, $2,586; Impala conv., $2,- 
734, Station Wagons—2-dr. 2-seat Yeoman, 
$2,413; 4-dr. 2-seat Yeoman. $2,467; 4-dr. 
2-seat Brookwood, $2,571; 4-dr. 3-seat 
Brookwood, $2,678; 4-dr. 2-seat Nomad, 


Auto News from Australia 


Company Formed to Build and Market 
Volkswagen in South Pacific 


YDNEY, Australia.— Baron K. 
D. von Oertzen, Volkswagen 
managing director for the South- 
ern Hemisphere, has announced 
that an Australian company with a 
capital of $22 million has been 


formed to consolidate and develop 


the manufacture and distribution 
of Volkswagen cars and trucks in 
Australia and the south Pacific. 


The company operates as 
Volkswagen (Australasia), Pty. 
The German parent company 
holds a 51 percent stake in the 
new firm, and the remaining 
shares are held by Clyde Indus- 
tries, Ltd., Sydney; Regent Mo- 
tors (Holdings), Ltd., Melbourne, 
and L. N. C. Industries, Ltd., 
Sydney. 

Von Oertzen said that all Volks- 
wagens for this area now are as- 
sembled in Clayton, Victoria, at a 
plant owned by a subsidiary of 
Clyde Industries. VW intends to 
buy this plant and expand its facil- 
ities for increased production. 

> > 


Wolseley 1500 in Works 
RITISH MOTOR CORP. (Aus- 
tralia), Pty. Ltd, has an- 
nounced that it will begin part 
manufacture and complete assem- 
bly of the new British Wolseley 
1500 sedan. At present no Wolseley 
models are assembled here. 

The 1500 will use the BMC 1500- 
c.c. engine now being built at Zet- 
land, New South ‘Wales, as well 
as other BMC components made lo- 
amy. “a a 


Price Leader to Bow 


Lloyd-Hartnett and is expected 
to sell for about $1,770. This is 
slightly less than the Renault 
750 and the Morris Minor con- 
vertible. 


The Liloyd-Hartnett follows 
closely the design of the German 
Lloyd Alexander. The engine is a 
596 - cubic - centimeter, two-stroke, 
four-cylinder unit with a conven- 
tional four-speed gearbox. 


The body construction follows the 
European practice of having a cen- 
tral backbone with outriggers 
carrying the suspension and floor 
platform. 


At first, the car will be assembled 
from German components at a 
plant in Brisbane, Queensland. 
However, the car is expected to 
have 100 percent local content 
within a few years. 


A principal selling point may be 
low cost of maintenance. In Ger- 
many,-an en gine- reconditioning 
plan is in operation whereby an 
engine can be replaced with a 
factory-reconditioned unit in less 
than two hours. 

Body panels are bolted together 
instead of being spot welded, 
thus new panels can be fitted 
more cheaply after an accident. 

In an earlier venture after leav- 

ing GM Holden, Hartnett at- 
tempted to build a light car de- 
signed by the French designer 
Gregoire which would have sold 
for about $1,460. The project failed 
when a Government-owned engi- 
neering concern failed to deliver 
body panels ordered by Hartnett. 

After a lengthy lawsuit, Hart-| 





$2,728. Corvette — hardtop cpe. or conv. 
(V-8 std.), $3,631. 
CHRYSLER — Windsor —4-dr. sed., $3,- 
129; 4-dr. hardtop, $3,279; 2-dr. hardtop, 
$3,214; 4-dr. 2-seat stat, wag., $3,616; 4- 
dr, 3-seat stat. wag., $3,803. Saratoga— 
4-dr. sed., $3,818; 4-dr. hardtop, $3,955; 
2-dr. hardtop, $3,878. New Yorker—4-dr. 
sed., $4,295; 4-dr. hardtop, $4,403.50; 2-dr. 
hardtop, $4,346.50; conv., $4,760.50; 4-dr. 
2-seat stat. wag., $4,868; 4-dr. 3-seat stat. 
wag., $5,083. 300-D—2-dr. hardtop, $5,173; 
conv., $5,603. (TorqueFlite and power steer- 
ing standard on Saratoga, New Yorker and 
300-D. Power brakes standard on 300-D.) 
CONTINENTAL—4-dr. sed., $6,072; 4- 
dr. hardtop, $6,072; 2-dr. hardtop, $5,825; 
conv., $6,283. (Turbe-Drive, power steer- 
ing, power brakes standard on all models.) 
DeSOTO — Firesweep — 4-dr. sed., $2,- 
818.50; 4-dr. hardtop, $2,953; 2-dr. hard- 
top, $2,889.50; conmv., $3,218.50; 4-dr. 2- 
seat stat. wag., $3,266; 4-dr. 3-seat stat. 
wag., $3,408, Firedome—4-dr. sed., $3,085; 


4-dr. hardtop, $3,234.50; 2-dr. hardtop, $3,- | 


177.50; conv., $3,488.50. Fireflite — 4-dr. 
sed., $3,582.50; 4-dr. hardtop, $3,731; 2-dr. 
hardtop, $3,675; conv., $3,972; 4-dr, 2-seat 
stat. wag., $4,030; 4-dr. 3-seat stat. wag., 
$4,172. Adventurer—2-dr. hardtop, $4,071: 
conv., $4,369. (TorqueFlite standard on 
Fireflite and Adventurer. brakes 
standard on Adventurer.) 


DODGE — Coronet Six — 4-dr. 


$2,571.50. V-8—4-dr. sed., $2,637; 
2-dr. sed., $2,556.25; 4-dr. hardtop, $2,764; 
2-dr. hardtop, $2,679; conv., $2,941.50. 
Royal—4-dr. sed., $2,797; 4-dr. hardtop, 
$2,915.25; 2-dr. hardtop, $2,854. Custom 
Royal—4-dr. sed., $3,030; 
$3,142; 2-dr. hardtop, $3,071; conv., $3,298. 
Regal Lancer—2-dr.. hardtop, $3,245.25. 
Station Wagons—2-dr. 2-seat Suburban, 
\ x -dr., 2-seat Sierra, $3,034.75; 
4-dr. 3-seat Sierra, $3,176.25; 4-dr. 2-seat 
Custom Sierra, $3,212.25; 4-dr. 3-seat Cus- 
tom Sierra, $3,354.25. 
EDSEL—Ranger—4-dr. sed.. $2,592; 2- 
dr. sed., $2,519; 4-dr. hardtop, $2,678; 
2-dr. hardtop, $2,593. Pacer—4-dr. sed., 
$2,735; 4-dr. hardtop, $2,863; 2-dr. hard- 
. $2,805; conv., $3,028. Corsair—4-dr. 
hardtop, $3,425; 2-dr. hardtop, $3,346. 
Citation—4-dr. hardtop, $3,615; 2-dr. hard- 
top, $3,535; conv., $3,801, Station Wagons 
Roundup—2-dr. "2-seat, $2,876. Villager— 


sed., $2,-| 
529.50; 2-dr. sed., $2,448.75; 2-dr. hardtop, | 
Coronet 


4-dr. hardtop, | 





2-seat, $2,933; 4-dr. 3-seat, $2,990. 
Bermuda—4-dr. 2-seat, $3,190; 4-dr. 3- 
seat, $3,247. (Automatic transmission 
standard on Corsair and Citation.) 

FORD— (Prices are for six-cylinder mod- 
els. For V-8s, add $107 for station wagons; 
$124 for Fairlane and Fairlane 500; $137 
for Custom 300.) Custom 300—4-dr. sed., 
$2,119; 2-dr. sed., $2,065; bus. 2-dr., $1,- 
977. Fairlane—4-dr. sed., $2,285; 2-dr. sed., 
$2,231; 4-dr. hardtop, $2,428.73; 2-dr. 
hardtop, $2,364.12. 500—4-dr, sed., 
$2,437.72; 2-dr. sed., $2,383.72; 4-dr. hard- 
top, $2,508.72; 2- dr. hardtop, $2,444.72; 
conv., $2,659.98; retractable hardtop (v-8 
std.), $3,172.69. Station Wagons—2-dr. 2- 
seat "Ranch Wagon, $2,406.76; 2-dr. 2-seat 
Del Rio Ranch Wagon, $2,513. 24; 4-dr. 
2-seat Ranch Wagon, $2,460.76; 4-dr, 2- 
seat Country Sedan, $2,567.24; 4-dr. 3-seat 
Country Sedan, $2,674.24; 4-dr. 3-seat 
Country Squire, "32, 803.90. 

IMPERIAL —- Imperial —4-dr. sed., $4,- 
945; 4-dr. hardtop, $4,945; 2-dr. hardtop. 
$4,838.50. Crown—4-dr. sed., $5,632; 4-dr. 
hardtop, $5,632; 2-dr. hardtop, $5,388; 
conv., $5,758.50. LeBaron—4-dr. sed., $5,- 
968.50; 4-dr. hardtop, $5,968.50. (Torque- 
Flite, power steering, power brakes stand- 
ard on all models.) 

LINCOLN—Capri—4-dr. sed., $4,951; 4- 
dr. hardtop, $4,951; 2-dr. hardtop, $4,803. 
Premiere—4-dr. sed., $5,565; 4-dr. hardtop, 
$5,565; 2-dr. hardtop, $5,318. (Turbo-Drive, 
power steering, power brakes standard on 
all models.) 

MERCURY—Medalist—4-dr. sed., $2,617; 
2-dr. sed., $2,547. Monterey—4-dr. sed., 
$2,721; 2-dr. sed., $2,652; 4-dr. hardtop, 
$2,840; 2-dr. hardtop, $2,769; conv., §3,- 
081. Montelair—4-dr. sed., $3,236; | 4-dr. 
hardtop, $3,365; 2-dr. hardtop, $3,284; 
conv., $3,536; Turnpike Cruiser 4-dr. 
hardtop, $3,577; Turnpike Cruiser 2-dr. 
hardtop, $3,495. Park -dr. hard- 
top, $3,944; 2-dr. hardtop, $3,867; conv., 
$4,118. Station Wagons—2-dr. 2-seat Com- 
muter, $3,035; 4-dr. 2-seat Commuter, 
$3,105; 4-dr. 3-seat Commuter, $3,201; 2-dr. 
2-seat Voyager, $3,535; 4-dr. 2-seat Voya- 
ger, $3,635; 4-dr. 2-seat Colony Park. 
$3,775. (Multi-Drive Mere-O0-Matic, power 
steering, power brakes standard on Park 
Lane; Mere-O-Matic standard on Montclair. 
Voyager and Colony Park.) 

OLDSMOBILE — Series 88 —4-dr. sed., 
$2,837; 2-dr. sed., $2,772; 4-dr. hardtop, 
$2,971; 2-dr. hardtop, $2,893; conv., $3.- 


4-dr. 


4-dr, 2-seat stat. wag., $3,284 


wag., $3,395. Sup: 

—4-dr, sed., $3,112; 4-dr. hardtop, $3, 
2-dr. hardtop, $3,262; conv., $3,529; 4- 
2-seat hardtop stat. wag., $3,623. Series 98 
—4-dr. sed., $3,824; 4- dr. hardtop, $4.96; 
2-dr, hardtop, $4,020; conv., $4,300. Jet 
away Hydra-Matic, power steering, power 
brakes standard on Series 98.) 

PACKARD — 4-dr. sed., $3,212; .-dr, 
hardtop, $3,262; 4-dr, 2-seat stat. wag,, 
$3,384. Hawk — 2-dr. hardtop, $3 .995, 
(Flightomatic and power brakes are stand- 
ard on all models. ) 

YMOUTH—(Prices are for six-cylinder 
models. For V-8s, add $107.) Plaza—4-dr. 
zed., $2,169; 2-dr. sed., $2,117.50; bus. cpe., 
$2,028.25. Savoy—4-dr. sed., $2,304.75; 2. 
dr. sed., $2,254.25; 4-dr. " hardtop, $2,. 
399.50; 2-dr. hardtop, $2,328.50. Belvedere 
—4-dr. sed., $2,439.75; 2-dr. sed., $2,388.50; 
4-dr. hardtop, $2,527.50; 2-dr. hardtop, $2,. 
456.50; conv, (V-8 std.), $2,762. Fury— 
2-dr. hardtop (V-8 std.), $3,066.50. Sta 
tion Wagons (Suburbans)—2-dr. 2-seat De. 
luxe, $2,431.50; 4-dr. 2-seat Deluxe. §2, 
485.50; 2-dr. 2-seat Custom, $2,553.25; 
4-dr. 2-seat Custom, $2,607; 4-dr. 3-seat 
Custom, $2,747; 4-dr. 2-seat Sport, $2,. 
759.75; 4-dr. 3-seat Sport, $2,899.75. 

PONTIAC—Chieftain—4- dr, sed., $2,638 

2-dr. sed., $2,573; 4-dr. hardtop, $2, 792. 
2-dr. hardtop, $2,707; conv., $3,019; 4-dr. 
2-seat stat. wag., $3,019; 4- ar. 3-seat stat 
wag., $3,088. Super Chiet—4- dr. sed., $2, 
834; 4-dr. hardtop, $2,961; 2-dr. hardtop, 
$2,880. Star Chief—4-dr. sed., $3,071; 4- 
dr, hardtop, $3,210; 2-dr. hardtop, $3,122: 
4-dr. 2-seat stat. wag., $3,350. Bonneville 
$3,586. 
— Deluxe 2-dr, 
sed., $1,789; Super 2-dr. sed., $1,874, 
Deluxe Six—4-dr. sed., $2,047. Super Six— 
4-dr. sed., $2,212; 4-dr. hardtop, $2,287; 
4-dr. 2-seat stat. wag., $2,506. Custom Six 
—4-dr. sed., $2,327; 4-dr. 2-seat stat. 
wag., $2,621. Rebel V-8—Super — 4-dr. 
sed., $2,342; 4-dr. 2-seat stat. wag., $2, 
636. Custom — 4-dr. sed., $2,457; 4-dr. 
hardtop, $2,532; 4-dr. 2-seat stat. wag., 
$2,751. Ambassador — Super — 4- -dr. sed., 
$2,587; 4-dr. 2-seat stat. wag., $2,881. Cus- 
tom—4-dr. sed., $2,732; 4-dr. ‘hardtop, $2,- 
822; 4-dr. 2-seat stat. wag., $3.026; 4-dr. 
2-seat hardtop stat. wag., 116. 

STUDEBAKER—Scotsman 6—4-dr., sed., 
$1,874; 2-dr. sed., $1,795; 2-dr. 2-seat stat, 
wag.. $2,055. 6—4-dr. sed., 
$2,253; 2-dr. sed., $2,189. Commander V-5 

—4-dr. sed., $2,378; 2-dr. hardtop, 
4-dr. 2-seat’ Provincial stat. wag., $2,644. 

V-8—Classic 4-dr. sed., $2,639; 
2-dr. hardtop, $2,695. Hawks—Silver Hawk 
6 cpe., $2,219; Silver Hawk V-8 cpe., $2,- 
352; Golden Hawk V-8 2-dr. hardtop, 
$3,282. (Overdrive standard on Golden 
Hawk. Heater standard on Scotsman.) 


221; 
2-seat hardtop stat. 


—2-dr. hardtop, $3,481; conv., 
American 


RAMBLER — 


New Commercial Car Registrations, 
32 States for December, 1957-56 
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released here . a 
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nett was awarded damages, but | 716 | a 


they were not sufficient to permit | 
a former managing director of 


him to resume manufacture. 
General Motors Holden, to build 
Australia’s least-expensive car. Sports-Car Club Elects 
Borgward controls the firms MANCHESTER, N. H. — Arthur | 
which produce the Lloyd, Goliath| Dobles, head of Dobles Chevrolet, | 
and Borgward cars in Germany,/|Inc., Manchester, has been elected | 
and Hartnett is considered one of| membership director of the Sports 
Australia’s most experienced auto| Car Club of New Hampshire. Ray- "The tal Nea caslslesd le Ele ee teas cate bom 


manufacturers. mond Mahoney, also of Manchester, ry 
° exercised to insure accuracy of this re to the extent of the registrations received and tabulated at the time the report is published. 
Their car will be called the | was named president. R. L. Polk & Co. cannot assume any liability by reason of inaccuracies or omissions."—R. L. Polk & Co. 
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Powe ...to get action...to move 
people ...to sell goods 


THE CHICAGO DAILY NEWS 
is first in new car linage’* 
among all Chicago papers, 
morning, evening or Sunday 


* In 1957, for the 13th Consecutive Year. 


Source: Media Records 









USE THE POWER OF THE “SNEWS” 
IN CHICAGO 


















AUTOMOTIVE NEWS, FEBRUARY 17, 1958 


sedan, $1,100*, $860*. °54 Chieftain club 
coupe, $750*, $550, $525*. '53 Chieftain 
club coupe, $400*, $390; sedan, 5295*, 


Average Prices of Used Cars Sold at Auction nattel Sis SH nthe ate han 
(Compiled by Automotive News from Auction Reports.) . BUFFALO 


1 oe (Thruway Auto Auction, Inc, Sale every 
0% Monday, Prices are for sale of Feb. 3. 
4 





(Snowy and cold again in Buffalo, ‘bes 
a whopping 64 percent sold, Out of 39 
cars we sold 25.) 
BUICK—’55 Special Hardtop, $1,025* (ps), 
’54 Super Hardtop, $760*; Century 4-dr., 


$655. 
CADILLAC — ’56 sedan de Ville, $2,725* 
(ps). 
Cc HEVROLET— 56 Two-ten station wagon, 
$1,150; 4-dr., $1,010, $925. °55 Bei Air 
Hardtop, $840* (ps). 
DODGE—’ 54 Royal conv., $280*. 
FORD—’58 Custom 300 2-dr., $1,735. ‘57 
Custom (6) 4-dr., $845. ‘56 Fairlane 2- 
dr., $1,115*; Town sedan, $1,095, §$1,- 
010*; Main 2-dr., $750. °55 Custom 4-dr,, 
$720*, '54 Crest 4-dr., $650°%; Main 2-dr,, 
$390. 52 Main 2-dr., $305. 
MERCURY—’55 Monterey 4-dr., $760*. 
> PLYMOUTH — ’'55 Belvedere 4-dr., $715* 
"S6 ’S7 "66 57 's6 ='57 "66°57 "56 S57 "66 *57 (ps). 
Age. — — _ Ans. : _— : . . PONTIAC—'54 Chieftain 2-dr., $400°, 
MISCELLANEOUS—’'54 Ford -ton - 
Prices of ‘STs added and ’49s dropped in November, 1956, Prices of '58s added and ‘50s dropped in December, 1957. a on0e. * pick 
Figures alongside bars represent dollars. (Copyright, 1958, by Automotive News) 


DYER, IND. 


; i power coupe, $1,105*. °55 Custom Royal 4-dr., "51 2-dr., $170. °50 sedan, $255. (Dyer Auto Auction, Sale every Friday. 
Market Trend drive, and (ps) indicates { $680*; club coupe, $650°, ‘53 Coronet | CADILLAC—'54 (62) sedan, $1,630* (ps).| Prices are for sale of Jan, 31.) 
steering. a a club coupe, $215*. a a ae = Bel Am, some, ow (Market — a ey —— d for 
FORD—'57 Fairlane (8) 500 conv., ” 250°, *f 1 Air club coupe, ‘ .| sharp cars in every year el. Sold 
The overall average price of JENISON, MICH 765*; 4-dr., $1,715*, $1,600; 2-dr.. $1.-| °56 Bel Air club coupe, $1,275* (ps); 2-| 209 cars out of 304 consignments.) 
used cars sold at wholesale auc- ’ . 685; Del Rio station wagon, $1,510; Cu. ar., ws Twe-ten 2-dr., of m BUICK—’57 Rpostal “2. $1,740°. ‘55 Spe- 
(Grand Rapids Auction, Sale every Tues- tom 300 4-dr., 2 at $1,425*°, $1,290. ° coupe, *; 2-dr., $550°. ’ r cial 4-dr., . *54 pecia Riviera, 
ati oan ei ae day. Prices are for sale of Feb. 1) Fairlane conv., $1,250; station wagon,| 4-dr., $400, $250; 2-dr., $335; Two-ten| $600°, $590° (ps). ‘53 Special Riviera, 
according to Automotive (Market steady. Bidding active through- $1,200*; 4-dr., $1,200*; club coupe, $1,-| 2-dr., $310, $280*; sedan, $240. '52 2-dr.,| $440. '51 Special 2-dr., $105. 
index. out the sale. Sold 81 cars out of 135 050°; Custom (8) 4-dr., $1,000*; 2-dr., oS. gees CADILLAC—’57 coupe S oa $3,715* 
offerings.) $900*. '55 Fairlane (8) 4-dr., 2 at $800*; | CHRYSLER—’'55 Windsor sedan, e. (ps). "55 (62) coupe, $2, * (ps). "4 
Average prices of ’53s gained BUICK—’58 Century Riviera, $2,975* (ps) Victoria, $965*. °54 station wagon, $775.| DODGE—’57 Coronet sedan, $1,725, $1,- coupe de Ville, $1,610* (ps). "53 (62) 
$4, while 588 went up $3. The ("57 RM Riviera, $2,100° (ps): Special, .. 53 4-dr., $250. ‘52 conv., $265. 695*. "53 sedan, $215. 4-dr., $835 (ps); coupe, $725*. 
average price of ‘54s was un- 2-dr., $1,650°, "56 Century 4-dr.. $1,300°. | HUDSON—'54 club coupe, $300. FORD—'57 station wagon, $1,800*; Coun-| CHEVROLET—'57 Bel Air (8) 4-dr., $1,- 
55 Super Riviera $990° (ps): RM ‘4-dr., | LANCOLN—'57 Capri 4-dr., $2,890° (ps). try sedan, $1,655. 56 Fairlane (8) conv., 660°; coupe, $1,565* (ps); conv., $1,175*; 
changed. $935° tps), 54 Century 4-dr., '$695* (ps). | MERCURY—'56 Monterey ‘4-dr., $1,175°.| $1,120°; sedan, $1,035*; Custom 2-dr.,| Two-ten (6) 4-dr. Hardtop, $1,725°; 2: 
All mode losses. . . 7 ; 5 "54 4-dr., $385. °53 2-dr., $280. $875*, $800. '55 9 pass. station wagon,| - dr., $1,230; Two-ten (8) 2-dr. $1, 3565. 
other ’ oe "51 i oS S-eF., —. wee" Gs); Se. ee | NASH—'55 Ambassador 4-dr.. $885*. $1,055* (ps), $1,030°; Fairlane sedan, ’56 Bel Air (6) coupe, $1,035;  Two-ten 
as follows: °52s, wn $1; S, | CADILLAC—'57 (62) club coupe, $3,290°| OLDSMOBILE —°56 (88) Super Holiday,| $850*; Custom 2-dr., $715, $680, '54| (6) 2-dr., $855; Two-ten (8) 4-dr., $900; 
down $1; ‘55s, down $14; ‘56s, (ps). "55 (62) club coupe, $1,675° (ps). $1,545* (ps). ‘55 (88) Super conv., $1,-| sedan, $500*, °53 station wagon, $410; 2-dr., $790; One-fifty 2-dr., $835. ‘55 Bel 
down $20, and ’57s, down $57. | _°49 club coupe, $155°. 115°. '54 (88) Super 2-dr., $590°. 2-dr., $345*; conv., $305*. Air (8) station wagon, $1,085*; Bel Air 
cs 2 CHEVROLET—'58 Brookwood station wag-| PACKARD—’55 Hardtop, $1,150* (ps), °53 | MERCURY—’57 Montclair club coupe, $1,- (6) 4-dr., $785*; Two-ten (6) station 
The revised price for ’57s repre- on, $2,500*; Two-ten (8) 4-dr., $1,425°.| 4-dr.. $325 : ; | 975° (ps). °55 Montclair 2-dr. Hardtop,| wagon, $735; 2-dr., $725. 
, ° é a = " 970° : Pe -1C s LR—’ wi 2-dr. 20°, ° 
sented a new low for that model. 57 Bel Air coupe, $1,610*; 4-dr., $1,- PLYMOUTH —'56 Belvedere (8) 4-dr., $1.- $97 (ps); club coupe, $900 . 52 Mon ———- 54 indsor 2-dr., $520*. '53 
560 Two-ten station wagon, $1,525 terey sedan, $300, $230. '51 club coupe, 4-dr., $200°. 
At a group of representative club coupe, $1,500°; 4-dr., $1,500°. °56 cons: Suburban, $1,040; Savoy (8) 4-dr., 75°, DeSOTO—'52 4-dr., $125. 
auctio last wee verage Bel Air station wagon, $1,405*; sedan, . NASH—’'51 station wagon, $150. DODGE—'55 Royal coupe, $800. °54 Royal 
; =s y oe . nit $1,150; club coupe, $1,030; Two-ten (8) | PONTIAC—'57 Chieftain Catalina, $1,665*. | OLDSMOBILE—’'55 (88) club coupe, $1,-| 4-dr., $525*. 
consignmen was un 8, club coupe, $1,125*. ‘55 Bel Air 4-dr., "56 Chieftain Catalina, $1,200*. 175*, $1,110* (ps); sedan, $810. '54 (88) | FORD—'57 Country sedan, $1,745*; Fair- 
compared with 209.5 a week ear- $905; club coupe, $790, "54 Two-ten 4- club coupe, $890*; sedan, $675; (88) lane (8) 500 4-dr., $1,740; Fairlane (6) 
. The sales was = dr., $575°. °S3 2-dr., $240. ‘S52 2-dr., Super club coupe, $865; sedan, §740*° Victoria, $1,040; Custom Ranch Wagon, 
ps ys -—-. — $260, $190. 50 4-dr., $155. DETROIT (ps). "52 2-dr., $225°. $1,380; 4-dr., $1,375* (ps); 2-dr., $1,300, 
cent, compared Per- | CHRYSLER—'56 Windsor Nassau, $1,200° (Motor City Auto Auction. Sale every) PAC KAR D—’'53 Patrician sedan, $320*| $1,230. ‘56 Fairlane (8) Victoria, $1,- 
cent the previous week. > a , 25° Monday. Prices are for sale of Feb. 3.) | PLYMOUTH — ‘57 Belvedere club coupe, 175°, $1,150° (ps), $1,085*; Custom (8) 
ps). ‘55 Windsor Hardtop, $1,025*. 
. DeSOTO—'57 Firedome 2-dr., $1,755* (ps). (Buying spirit very high. Sold 85 cars $1,.710* (ps). 56 Plaza club sedan, $625. 4-dr.,. $880°; 2-dr., $845; Custom (6) 
Prices marked with an asterisk ‘53 Firedome 4-dr. $275° (ps); club| Out of 145 offerings.) "55 club coupe, §790; sedan, $590° °54 Ranch Wagon, $745; 2-dr.. $710. 
. 215* (ps) 7 ‘ ’ $990°: Savoy sedan, $485. 53 Cranbrook sedan, | HUDSON—’53 Jet 4-dr., $175. °52 Hornet 
indicate a unit equipped with an | popen- st Royal Lancer 2-dr. Hardtop. a sors" "ba oy 2-dr.,. gei0", $310. "52 sedan, $145. 4-dr., $135°. 











automatic transmission or over- $1,700° (ps). ‘56 Royal Lancer club $550*; RM sedan, $730. '53 sedan, $360*. | PONTIAC—’'55 Chieftain club coupe, $950°; | (Continued on Page 52, Col. 1) 


; USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—~$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Display (minimum space, 1 inch on 1 
column—maximum 5-inches on 2 columns.) For 
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ALABAMA MARYLAND MICHIGAN | NEW YORK OHIO 


| LAFAYETTE—Syracuse Auto Auction, 
JOHNSON AUTO BEL AIR AUTO AUCTION GRAND RAPIDS AUCTIONS, INC. Center of Empire State. Check and| MONTPELIER AUTO AUCTION CO. 
Bel Air, Md. On M2i—One Half ame west of Grandville, Title Protection. (Wed.). MONTPELIER, OHIO 


AUCTIONS cubliGiery of Menken Ante Auciien EVERY TUESDAY—CHECKS INSURED Sale Every Monday, 12:30 P.M. 


Auction Checks Issued NEW YORK STATE'S OLDEST os ~ 
Lawrenceburg, Tenn.—Tuesday o> ties Gameteed Os <—ty gy - ys NATIONALLY KNOWN — ow oe 


Huntsville, Ala.—Friday — Every THURSDAY at Noon — - ; - TIM ANSPACH Your Good Will—Our Most Valuable Asset 

100% Insured—No Registration Fee Phone Bel Air, Md. 994-1580 an, | On U. S. Route 20A Phone 5-9535 
Albany 5, N. Y. 

Every Monday — I! O'Clock 


eee __ ~ MICHIGAN Re: == RE "Ta ar tin vee reeaaarae 
ae ae —— ee PEE a ee a  “Olp- Tp CC All. Titi ranteed eating nenteateammnedeeeas 
COLORADO AUTO AUCTION JACKSON — Greater Jack Auto es an cks Guarante 


Flint Auto Auction, Inc. |° Auction, Inc, Wilmington Sc, P.O. | MANHEIM 


FLINT, MICHIGAN Box 8468, Wednesday, 12:30 P. M. . AUTO AUCTION, INC. 
; Exctedvaly for Doctors masouae NEW YORK CITY'S | ea ae 
12 “ORAL Dee” 2 eee nes Ot OL! $__e_—_o——— Ss K Y L I N E 


ously. On Route No. 72 


Conveniently located in the heart of the ST. LOUIS AUTO A U T oO A U CS T I oO N 5 miles South of Pennsylvania Turnpike 


automobile world. 


Ten acres of completely fenced parking AUCTION BARN, INC. EXCLUSIVELY FOR AUTO DEALERS Sale Every Friday—i0:00 A.M. 


area. 
Always a fine selection of sharp cars. 3807 Easton Ave. You are 100% safe because all titles %& Dual Lane Selling 
Friendly relations prevail at all times. St. Louis, Mo. j and checks are insured %& Auction Checks Issued 


Congenial auctioneers. ° i 
DENVER AUTO AUCTION Fair management. Phone Franklin 1-3845 EVERY TUESDAY 12:38 P.M. = ie Sew 


(Denver's Oldest and Finest Auto Auction) - 
4595 So. Santa Fe Littleton, Colo. MICHIGAN'S FINEST SALE SALES EACH TUESDAY GREENPOINT AVE. & PROVOST ST. Patronize the 


Ph: SU 1-6673 — Ed. G. Smith tone SALE EVERY WEDNESDAY 12:30 AND FRIDAY BROOKLYN 22, N. Y. NATION'S LARGEST AUCTION 
Auction Every Friday at 12:00 Noon ° McCollum, Vice-President and Manager Tel. EVergreen 3-4800 Phone Manheim MOhawk 5-240! 
We Issue Auction Checks and Titles Are wit Western Road Phone CEdar 9-4492 We issve Our Checks and insure Titles Auctioneers—David 8. Spielman 
Guaranteed by Emoire Auction Insurance Owned and Operated by John W. Becker 
Agency BILL McCRACKEN and 


ROY McMANAMA 
CONNECTICUT APTCO We Will Buy Your Used Cars 


AUTO AUCTION ee ee eee nin ts | SOUTH SEATTLE ABTO AUCTION 
valli t : 
NEW ENGLAND'S OLDEST AND BEST NEW JERSEY an ——— i 8 Te ee ee ee 
10 YEARS CONTINUOUS OPERATION DETROIT'S Insured Checks — Insured Titles SALE EVERY WED. 11 A.M. 
Sale Every Wednesday at 11:00 Oldest, Largest and Very Best Crossroads of the East Fest, Accurate Market Reports “WE HAVE BUYERS!" 
Phone: HObart 4700 Al Clements, Owner “Bebe Meme 6 Gamenteed Ancien Chedi” 


SOUTHERN AUTO SALES, INC. JUNCTION OF PENNSYLVANIA AND || Fiyi 
ying Dealers Land at Buffalo Air-Park, 
AUCTION Wednesday and Friday at Noon NEW JERSEY TURNPIKES 5 miles south of Buffalo Municipal Airport.| "il! Johnsen Bob McConkey 
Warehouse Pt., Conn. 19241 Dix—Toledo Highway—Route 25 Herd surface runway - Unicom Redie. Auction 


Just '/ mile from Detroit City Limits he A D & Is a. minutes away. Call us, we'll 
— MELVINDALE, MICHIGAN . ° oe Bae Crossroads 


DAYTONA BEACH — Florida Auto INSURED CHECKS and TITLES Dual Lane Sale — Every NORTH CAROLINA . .. Where they meet . . . buyers 


al : PHONE: DUnkirk 3-0150 Ane See ee d sellers . . new and used car 
Auction. Municipal Air 1 A.M. || RALEIGH — Mann’s Auto Auction || % ° . 
11 A.M. a un WEDNESDAY, 1 A M Sale, Re. 5. Ph. 3.1564, Titles &|| dealers. They meet at the dealer auc- 
NATIONAL AUTO checks guaranteed. Mon. 10 A. M.|| tions of the nation . . . and on the 
pages of Automotive News. 
An Ad in the Classified Section of the Automotive News DEALERS EXCHANGE 


CLASSIFIED WANT ADS You will reach both groups through 
Will Get You Quick, Satisfactory Action (eT Ned, Teentaal ccrlnstee einen BRING RESULTS an ad in Automotive News. 
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News of Note... 
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Service Briefs 





LOS ANGELES.—A $50,000 in- 
yestment in new warehousing and 
retread plant facilities at 1530 S. 
Alameda St. here has been an- 
nounced by B. F. Goodrich Tire Co. 

Included in the expansion is a 
new 4,300-square-foot warehouse 
building and the installation of ad- 
ditional tire curing equipment in 
the company’s present retread plant 
at that location. W. S. Seliger, Los 
Angeles zone manager, said the 
new equipment is expected to in- 
crease retreading output at that 
plant by about 80 percent. 


* . * 
‘Artists’ Wife Gets Divorce; 


He Dabbled in Auto Paints 


CHICAGO.--A Chicago woman 
recently was granted a divorce 
from her husband because he 
told her before their marriage 
that he was an artist. 

She testified that after the 
wedding, she discovered his paint- 
ing was confined to spraying 
autos in an auto-paint shop. 
Arguments over the deception 
led to quarrels and the husband 
struck her, she said. 

= = 7 


Knoxville Jobbers Donate 


Cancer-Research Funds 

KNOXVILLE, Tenn.— The Uni-| 
versity of Tennessee Memorial Re- 
search Center has been presented 
its first research grant—a $2,000 
fund for cancer research—by the| 
Knoxville Automotive Jobbers 
Assn. 

Thirteen Knoxville jobbers, ob- 
serving a “Christmas custom” es- 
tablished two years ago, pooled 
funds that would have been used 
to purchase Christmas remem- 
brances for their customers to} 
sponsor this program. 

aa * > 


South Africans Among 1,500 
Trained at DeVilbiss School 


TOLEDO.—Students who trav- 
eled thousands of miles to attend 
the DeVilbiss spray training 
school were among more than 
1500 who received instruction 
during 1957. 

Traveling the greatest distance 
were David Halse and Dan Val- 
joen, of British Agencies, Pty., 


Niagara Falls 
To Buy Vehicles . 


NIAGARA FALLS, N. Y.— The 
City Council has authorized City 
Manager Edward H. Pothoff jr. to 
advertise for bids on his proposed 
$233,825 replacement program to 
modernize the city’s automotive 
fleet. 

The program calls for purchase 
of 22 cars, a station wagon and five 
motorcycles for an estimated $43,- 
950. Funds are available in the 
budget for these items. 

Pothoff also has requested pur- 
chase of $177,950 worth of trucks 
and heavy equipment for which 
$71,875 is available. This part of the 
proposal would be financed by a 
$118,000 bond issue. Council still 
must vote on the financing. 


Pay TV 
Inventor Is Penalized 


For Set in Auto 


HAMILTON, Ont.—A Hamilton 
inventor was found guilty of op- 
erating a car equipped with a tele- 
vision set and fined $5. 

The TV set, installed by Harold 
W. Smith under the dash of his 
1957 car, was hooked up in such a 
way that it could not be operated 
unless the car was stopped with the 
gear shift lever in park position 
and the ignition switched off. 

“We can’t help but admire the 
technical knowledge and the genius 
of Mr. Smith,” said William Farqu- 
har, justice of the peace, in passing 
judgment, “but . . . my job is to 
“Tmeeeed the law, not to change 
hy 

Smith said he had never driven 
the car while the TV set was on. 

“When operating the TV set,” he 
explained, “I always pull into a 
Safe parking place.” 





Ltd., Johannesburg, South Africa. 
Other students came from Ger- 
many, Canada and Puerto Rico. 

* > +. 

Field Training Units 
Adopted by Tidewater Oil 

NEW YORK.—Tidewater Oil Co. 
has placed in service several 
“classroom-on-wheels” dealer train- 
ing units throughout its Eastern 
marketing area. 

The classrooms, specially built 35- 
foot trailers, are air-conditioned and 
are equipped with students’ desks, 


instructor’s stand, movie-projection | 
equipment, a blackboard and auto-| 


motive equipment display boards. 
= * * 


Service Special 
CUMBERLAND, Md—Urner 





Co. (Rambler), wanted to do 
something special when his 
friend, the Rev. Frank Fratto, 
got married. So he had his serv- 
ice department decorated as a 
wedding hall and the hundreds of 
guests were received in style. 
* 


= * 
Mills-Morris Named 
OIL CITY, Pa.— Quaker State 
Oil Refining Corp. has appointed 
Mills-Morris Co., 171 S. Dudley, 
Memphis, to handle its products in 
Memphis and adjacent territory. 
* * > 
Minn. Garage Unit Names 


Hanson Executive Secretary 


MINNEAPOLIS.—Lloyd G. Han- 
son has been appointed executive 


secretary of the Independent Ga-| 


rage Owners of Minnesota. The 
group, which is affiliated with IGO 
of America, includes auto glass 
dealers, trim shops, independent 
garage owners and affiliated busi- 
nesses. 

Hansen said one of the group’s 


|aims is to halt indiscriminate dis- 


counts. He is former executive sec- 
retary of the Northwest Retail 


Carl, head of Penn-Mar Motor | Gasoline & Service Assn. 
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Back from NADA Convention— 


The Greater Cleveland Dodge Dealers group claims to be the only dealer organiza- 
tion to attend the NADA convention en masse. Shown as they returned from he 
meeting in Miami Beach and a visit in Havana are, seated, from left, Alfred 
O'Malley, Gordon Cooley, Lou Trotter, John Porach and Frank Elliott. Standing: Alvin 
Podway, Ed Goldie, Bennie Blaushild, John Jalovec, Ralph Pierce, Del Spitzer, John 
Glavic and Alex Dragan. 





RRENT, REALISTIC, 


AUTHENTIC VALUATIONS 


NEW REVISED EDITION 
EVERY SIX WEEKS 


FULL YEAR’S SERVICE, $8.00 


With this complete, dependable, authoritative serv- 
ice, you can appraise used cars at the right prices— 
for profitable trades, sales or purchases. 


The Blue Book is the only service Data include : 

that truck valuation and serial numbers, , C.VW., 
data for practically all makes ree § W.B., H.P. rating and factory 
gardless of i prices. Published semi-annually. 


tonnage. Appraisals 
covering the past eight years are 
realistic, authentic. 


NATIONAL MARKET REPORTS, INC. ,. 


MAIL THIS 30-DAY FREE TRIAL COUPON 





: NATIONAL MARKET REPORTS, INC., 900 S. Wabash Ave., Chicago 5, Ill. 5 
* Please enter our order for the one-year services checked below*, subject to your 30-day money-back guarantee. 3 

. 
: 1 Red Book Official Used Car Appraisals (Except Reg. ““C”)..$ 8.00 [] Blue Book Official Truck Appraisals..............-<scosssssssseesesees $10.00 8 
* (C Red Book Pacific Coast Edition, Region “C’”...........ccccccccesee- $ 9.50 [] National Farm Tractor and Implement Blue Book............. $500 § 
: (CO National Parts & Labor Manual — Master Edition (1 Automotive Service Digest — Monthly — For a Full Year..$ 4.00 § 
° with Illustrations and Revisions for a Full Year................ $16.50 0 Cin combination with any other service) ...........0s-00: $350 §& 
: 00 Check enclosed for $..............00000 01 Send C.O.D. (Plus Charges) . 
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THE BLUE BOOK | . 
Ot. 
—- 


YEAR'S SERVICE, JUST $10° 


900 S. 
tomotive Publication Services Since 1911 


MONEY-BACK GUARANTEE 


Backed by 47 Years of Dependability 


That’s why you can rely on 











RED BOOK 


USED CAR APPRAISALS 


Reliable finance or @ Front view illustra- 
cash values tions for fast identi- 
Average “as is” or Scation 

wholesale values @ Title, license plate, 
Realistic impartial re- sales and use tax data 
tad veives @ Appraisals include 
Over 20 foreign cars automatic transmis- 


sions except in low 
priced group 


listed in separate 
section 


Covers values for your trading area — current, compact, un- 
biased, easy to use. Included are appraisals on all passenger 
cars for the past nine years; trucks through 114 ton capacity 
for eight years; plus important specifications, data, and insur- 


ance symbols. 
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TRUCK APPRAISALS 
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Wabash Ave., Chicago 5, Ill. 
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AUTOMOTIVE NEWS, FEBRUARY 17, 1958 


| 
515* (ps); Windsor 4-dr., $950* (ps). ten 4-dr., $355, $300. ‘51 club 
DesoTo—’ $175, °50 4-dr., $125. 


56 Firedome 4-dr., $1,525* (ps). 
. '54 Firedome 4-dr., $800* (ps), $485°. Model Breakdown DeSOTO—'53 4-dr., $285. '50 4-dr., s 
FORD—’58 Fairlane (8) 500 2-dr., $2,415°*. FORD—'56 Custom 4-dr $1,055* 
se i“ or u ion rices '57 (8) Country Squire, $2,075* (ps);} OF Auction Averages 2-dr., $900, 55 2-dr., $650, ’54 ‘C 
4-dr, station wagon, $1,925*, $1,900*, (8) 4-dr.. $540* 53. Main 2-dr. <: 
$1,900, $1,875*, $1,730; Fairlane (8) Feb., 1958 Jan., | °52 sedan, $350. 51 Victoria, $225. <1 
2-dr., $1,620* (ps); Custom (8) 300 4-| Model To Date 1958) 1957 7 ‘ * ; 
dr., $1,615*, $1,505*; 4-dr. $1,500*. 56 Hardtop, $150, '50 4-dr., $135. 
(Continued from Page 50) Fairlane (8) conv., $1,020*' '56 Fairlane $2,946 $2,856 | MERCURY—'51 4-dr., $330. 
(8) Hardtop, $1,500*, $1,420* (ps); 4-dr., 1,728 1,813 | NASH—’55 Ambassador sedan, $860 
LIN COL N—’57 Premiere coupe, $2,650°| Catalina, $500*; 2-dr., $430°; 4-dr.,{ $1,375" (ps), $1,360* (ps); Custom (8) 1,161 1,269 | OLDSMOBILE—'57 (88) Hardtop, $2.055* 
(ps). ‘56 Capri coupe, $1,860° (ps). $385*, $360°, $315*. "52 2-dr., $215*. 4-dr., $1,250* (ps), $1,165*, $1,105, $1,- : , (ps). "53 (88) Super conv., $320*. 
MERCURY--'57 Commuter station wagon, | RAMBLER—'5S4 4-dr., $600°*. 090*, $1,075*, $1,000*; Custom (6) 2-dr., i 900 939 | PLYMOUTH—’57 Savoy Hardtop, $1,060*, 
$2,230* (ps); Monterey conv., $1,915*. | MISCELLANEOUS—’ 57 Skoda 2-dr., $875. $985*; 4-dr.. $980*; Main (8) 2-dr., 604 631 ’54 club coupe, $360, '53 Cranbrook 4-dr., 
‘56 Monterey coupe, ag yt 4-dr., POR D ORE Eaese. 2 Fairlane = ee?) ae ; 367 391 see Cranbrook Hardtop, $175: 4. 
$1,150°; Montclair cow 1,240° (ps). TLAN i , ; 2-dr., Hardtop, , ; 4-dr. | eee ove r. . 
" 9 $1,235*; Custom 4-dr., PONTIAC—'55 Chieftain Hardtop, $1,060, 


"55 4- dr, station wagon, $895*; Montclair station wagon, 
(Portland Auto Auction, Inc, Sale every| $950*, $930*. '54 Ranch Wagon, $845, ’53 eeacsucevsanee 236 260 '53 4-dr., $310, 52 4-dr., $225; Hardtop, 


v., $850°. 
NASH. ‘55 Ambassador 4-dr., $800°. Thursday. Prices are for sale of Feb. 4.) Custom 2-dr., $335*. ‘51 4-dr., §185°*. = 170 189 $120, 
OLDSMOBILE—’57 (88) Holiday, $1,820*| BUICK—’57 Special Hardtop, $1,970*. 56 50 4-dr., $165. eee 0 | RAMBLER — '56 station wagon, $1.300*, 
(ps); 2-cr., $1,765*. "56 (88) Super 4- Special Hardtop, $1,215*, ‘55 Century | HUDSON—'55 Hornet 2-dr. Hardtop, $1,- ‘55 Cross Country, $1,010. 
dr., $1,500*; 2-dr., $1,100* (ps); (98)| Hardtop, $1,345* (ps), $1,290%, $1,290*| 080° (ps). : $1,014 $1,043 | sTUDEBAKER—’53 4-dr., $295 
Holiday, $1,500* (ps). "55 (98) 4-dr., (ps); Special Hardtop, $1,165*; 2-dr.,| LINCOLN —’56 Premiere 2-dr. Hardtop, MISCELLANEOUS — ‘55 Willys -ton 
$1,155* (ps); Holiday, $1,050° (ps). ‘53 $1,075*; RM 4-dr., $1,075* (ps). ’54 $2,455* (ps). panel, $475. 
(88) 4-dr., $485*, $400°. .| Century 4-dr., $925°. '53 RM Hardtop, a a saan ow ——- 2. STUDEBAKER — ’57 Silver Hawk 2-dr., 
y am ® - * ( ; ontclair a 0} 7 e* e 
PACKARD 56 Patrician 4-dr., $1,250 $400° (ps). P, $1,660*, °56 Power Hawk Hardtop, $1, LITTLETON, COLO. 


(ps), "63 4-dr., $200°. 1 LLAC—’ 7 Custom Hardtop, $1,125*. '54 Monterey . °51 Champion 4-dr., $130*, $100*. 
a CADI C—'56 (62) 4-dr., $2,700° (ps). Hardtop, $925*; Custom 4-dr.. $650*, “ § $ (Colorado Auto Auction, Inc, Sale every 


PLYMOUTH — '55 Belvedere 2-dr., $595;| +52 (62) 4-dr.,. $550° (ps). °48 4-dr oh : WILLYS—’57 station wa ' 

; . or ° 9 gon, $1,550. °46 . 
on, 625° (ps), "52 station wagen, 52a5. | _5250°. Hardtop, $270". "Bi tar. ses onterey station wagon, $200. cana. as an ae res aes pe 
‘51 coupe, $150. , CHEVROLET—'58 Impala (8) Hardtop,| NASH—'55 Ambassador Hardtop, $1,115*. | MISCELLANEOUS — ‘56 Borgward 2-dr., "57 Super 2dr. Riviera ‘$2 oce* tail 

. * ‘ ad . , > J - . " > . 
PONTIAC 00 Chieftain 2. $106, $080. | Fr 6A Bi Mae VS) ‘Harti, $raso"| OHDSMOBILE 57,86) Hardtop, $2:200"| FLORS., OS Medes, “gran, "SS Pond ae: | Rat Soar 1.660 (pe). '98| Century 
na, : , 0°. 3 bes (ps), ” (88) Hardtop, $1,750* (ps); aa ; : _| tion wagon, $1,645* (ps); Special Rivie 
RAMBLER—'55 Custom 4-dr., $740°. '54| $P8) sisiee ton, sm). ieee {Ps),| a-dr., $1,695*, $1,420°; (88) Super 2-dr.,| ‘on pane). $365. ‘50 Chevrolet %-ton| $1355+°$1'200. 55 Special Riviera, $1" 
MISCELLANEOUS'49 Studebaker %-ton| $1,860° (ps), $1,850° (ps), $1,840° (ps), | $1-415* (ps). 55 (88) Hardtop, $1,300*| Pickup, 100*. '53 RM Riviera, $395° (ps);" Spe- 
, a - , , , ’ , e, : 
ick 175. °47 Stud baker “te ick- $1,785*; Two-ten (8) station wagon, pe). Van dees ae ee oar. SS See Sea oe nee, Ce 
pickup, $175. udebaker %-ton pic $1,900 °56 Two-ten station wagon $1.| (PS); (88) Super 4-dr., $980°, "53 (88) EBENSBURG, PA. Special conv., $195*. 
up, $115. | 540° 4.435 1 _— ’ . Super 4-dr., $605* (ps); 2-dr., $475* CADILLAC—'58 (62) coupe de Ville, $5,- 
5 : $1, , $1,350; ‘o-ten (6) 2-dr., (ps), °51 4-dr. $220, 50 4-dr.. $150°. (Ebensburg Auto Auction. Sale every 365° (ps), $5,300° (ps). ‘57 (62) Eide. 
CHICAGO | $e, a8 Bol Ai Sac $1 R8, 9,000 | pe moorm Bo Pian eatin, wagon, | BL, Prats egrang se" 50) | rade, Ge ca8” pe); ‘Coe de Vile, 
4 . ,035; 2-dr., , — ’ ( > or ¢ ” Jno ; ° oa 
(Arena Auto Auction, Sale every Tues-| $900, $875* (ps), $815*. 'S4 Hardtop,| $885°; Savoy (8) 4-dr., $845°; 2-dr.,| cars, Prices remaining good. Sold Si cars | {5 ,,5P5), $9505" | (ps), $3,500" (ps). 
day. Prices are for sale of Feb. 4.) $935; 4-dr., $705*, $480*; station wagon,| $750, $710. ’54 Savoy 4-dr., $550° $485.| out of 78 offerings.) ac? ee «wes COS) Ge 
"(Ge bave @ ttc Gommand fer “inte $825. °53Two-ten 2-dr., $440; 4-dr.,| ‘53 Cranbrook 4-dr.. $425°, $415. '52| BUICK—'5S6 Century station wagon, $1,-| _52:525° (Ps). 
$375*. '52 Hardtop, $370*, °50 2-dr.,| 4-dr., $220*. '50 station wagon, $180. 470°, ‘50 Super station wagon, $125. | | CHEVROLET—'5s Impala (8) 2-dr. Hard- 
$145, PONTIAC—'55 Chieftain Hardtop, $1,275*;| CHEVROLET—'54 Bel Air 4-dr., $620,| ‘OP. $2,685°; on ten ae station wagon, 
BUICK—'58 Special 2-dr., $2,685* (ps);| CHRYSLER — ‘56 NY Hardtop, $1,905*| station wagon, $1,120°, "54 4-dr., $675*.| $610; Two-ten 2-dr.. $390; One-fifty 2- $2,505° (ps). Bel Air (8) 2-dr. Hard- 
-ar.. $2 40° (ps) "57 Bpecial Hardtop,| (P8), $1,725° (ps). ‘56 NY Hardtop, $1,-' ‘50 4-dr., $100°. dr., $365. '53 Bel Air 4-dr., $415; Two- (Continued on Page 55, Col, 1) 
$1,820°. ‘56 Special 2-dr., $1,150*. '55 
Century Hardtop, $1,105° (ps); Special 
Hardtop, $1,050*, $995°; 4-dr., $900°, 
$675* (ps); 2-dr., $870°, $780°. '64 Super 


4-dr., $690°, $490°; Hardtop, $625°, '53 
Super 4-dr.,” $405°, 400°. 

CADILLAC—'58 (62) 4-dr., $4,605* (ps); 7T/ WA 
Eldorado Seville, $5,780° (ps); coupe de f 
Ville, $4,930° (ps). °S7 (62) 4-dr, $4,- EN. 





100° (ps); coupe, $3,850* (ps), $3,420° 
(ps); 2-dr., $3,465° (ps). "56 (62) conv., 
$2,725* (ps), $2,600° (ps); coupe de 


Ville, $2,720° (ps); coupe, $2,405* (ps), 
$2,300° (ps). "55 coupe de Ville, $2,085*° 
(ps); 4-dr., $1,900° (ps), $1,700° (ps).| 
"S4 (62) 4-dr., $1,350° (ps). ‘S53 4-dr., | 
$600° (ps). ‘52 4-dr., $460° ‘ps). ‘51 
4-dr., $225°. | 
CHEVROLET —'58 Bel Air (8) 4-dr. Hard- 
top, $2,410* (ps); Impala, $2,500° (ps). 
"57 Bel Air (8) Hardtop, $1,815*° (ps), 
$1,675*; 4-dr., $1,800°, $1,750°; conv., | 
$1,700°, $1,585° (ps); Bel Air (6) Hard- 
top, $1,650°; 4-dr., $1,375. ‘56 Bei Air 
(8) 4-dr., $1,375*; conv., $1,285°; Hard- | 


top, $1,195°; Bel Air (6) Hardtop, $1,- 
135°; Two-ten (6) Hardtop, $1,055; 4- 
dr., $1,050°; 2-dr.. $880; One-fifty (6) 
sedan, $690. ‘55 Two-ten (6) station 
wagon, $1,130*; Beil Air (8) Hardtop, 
$1,070° (ps), ¢ » $1,005°; 2-dr., 
$960°; Bel Air ., $880, $800°; | 
Two-ten (8) 4-dr., , $755. °54 Bel 
Air 4-dr., $740°, $615°, $610°, $545°, 
$465; 2-dr.. $560, $520, $475°; Two-ten 
4-dr., $605; Delray, $545*; 2-dr., $495, 
$460. ‘53 Bel Air 4-dr., $505, $420°; 
2-dr., $435; Two-ten 4-dr., $500° (ps); 
Hardtop, $425°; One-fifty 2-dr., $305. ‘52 
Bel Air Hardtop, $360; 4-dr., $300. ‘51 
2-dr., $250°. "SO station wagon, $250. 
CHRYSLER—'55 NY Hardtop, $1,185* 
(ps), $1,055° (ps). ‘53 Windsor 4-dr., 
$310°. ‘52 Windsor 4-dr., $215*. 
DesOTO..'57 Firedome 4-dr., $1,600° (ps). 
"56 Firedome 4-dr., $1,265*. ‘53 Firedome 
Hardtop, $415*; Powermaster 4-dr., | 
$205°. °51 Custom 4-dr., $285. 
DODGE—-56 Royal Lancer 4-dr., $1,175° 
(ps). "55 Royal Hardtop, $1, 100°; Coro- 
net 4-dr., $1,030°; Hardtop, $870*, $780°; 
2-dr., $545. i 
EDSEL—-'58 Ranger 2-dr., $2,290°. 
FOR D—-'5S Fairlane 500 2-dr., $2,425*°| 
(ps). “ST Retractable Hardtop, $2,200°| 
(ps), $2,190° (ps); Fairlane (8) 500 
conv., $1,765*; Victoria, $1,750° (ps); 
Fairlane (6) 500 Hardtop, $1,485*; 4-dr., | 
$1,435° (ps); Custom (8) Ranch Wagon, 
$1,610° (ps); 4-dr., $1,470°; 2-dr., $1,- 
150. '56 Country Squire, $1, 400°; Country 
sedan, $1,175° (ps); Fairlane (8) 4-dr., 
$1,140° (ps); Victoria, $1,125*. "55 Coun- | 
try sedan, $1,100°; Fairlane (8) Crown 
Victoria, $1,040°; 4-dr., $990°, $925", 
$895°; Custom 2-dr., $740*. ‘54 Custom 
(6) Ranch Wagon, $770*; Crest Victoria, 
$355*. ‘53 Custom (6) 4-dr., $375*, $355; 
Crest Victoria, $315°, 
HUDSON—'S4 Wasp 4-dr., $255. 
LINCOLN—'57 Premiere Hardtop, $2,830*° 
(ps); coupe, $2,800° (ps). ‘S4 Capri 
coupe, $725*, $300°. ‘53 Capri coupe, 


$600°, $360°. 

MERCURY—'57 Commuter station wagon, 
$2,260*; Montclair Hardtop, $1,830* (ps). 
"56 station wagon, $1,410; Monterey 
Hardtop, $1,330° (ps). 55 Montclair 
Hardtop, $1,105* (ps); Monterey Hard- 
top, * (ps); 4-dr., $770*; 2-dr., 
$680°, $550°. '54 4-dr., $490°. °53 2-dr., 
$400*, $380°; coupe, $400°, $370°, $295°. 
"52 4-dr., 

NASH — '54 club coupe, $535. "53 4-dr., 


$295. 
OLDSMOBILE—’'57 (88) Super conv. - 
425° (ps), $2,325* (ps); 4-dr. $3,300 
(ps); (88) Holiday, $2,200* (ps), $2,140° 
(ps), $1,970° (ps), $1,900°; (98) conv., 
$2,400* (ps); Holiday, $2,120° (ps). "56 
(98) Holiday, $1,705° (ps), $1,680° (ps), 
$1,640° (ps), $1,620* (ps); (88) Holiday, 
$1,360° (ps); 4-dr., $1,295°. ‘S55 (88) 
Holiday, $1,155*, $1,110°, $950° (ps); 
4-dr., $1,140° (ps), $880° (ps); (88) 
Super Holiday, $1, 105° (ps). "54 (88) 
Super Holiday, $775* (ps); (88) 4-dr., 
$745°, $735*, $620, '53 4-dr., $550° (ps), 
$370*, $285°. : 
ricmann 55 Clipper 4-dr., $825* (ps). 
"4 oy 4-dr., $300*,. ‘53 Hardtop, 
$300* (ps 
PLYMOUTH —’57 Suburban station wagon, 
$1,740*; Belvedere (8) Hardtop, $1,645*; 
Savoy 4-dr., $1,480°. °'56 Belvedere (8) 
4-dr., $1,000° (ps); Plaza (6) 2-dr., $700, 
$650. ‘55 Belvedere (8) 4-dr., $750*, 
$735* (ps); Savoy (6) 4-dr. $640, $630, 
$595, $590. ‘54 Belvedere Hardtop, $510, 
$400*; Plaza 2-dr., $395. °53 Cranbrook 
4-dr., $400, $345", "$335°; station wagon, C = 5 5 5 
pa % Handles complete balancing job in less than half an hour. 


PONTIAC—'57 Star Chief .. $2,000° 
(pe), x (Da). ‘96 Chieti Cata- Alemite saceaneniih ei iadiatiees right on the car—at % Choice of three models—1% h.p. single spinner, 2/2 h.p. 
085%, $895°; Star Chief Catalina, $1,200°. operating speeds up to 100 m.p.h.! Registers vibra- double spinner, 5 h.p. heavy-duty truck spinner. 


ss Ser ‘“oon'be” £205": cm —— tions as small as 2/1000 of an inch at all speeds! %& Free sign, window banner, mailing pieces and advertising 
wagon, 


$715*; 4-dr., $285. °53 Chieftain ; available to dealers! 
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INDIANAPOLIS.—M. V. Hollings- 
worth, president of Holly’s Motor 
Sales, Indianapolis, has been elected 
president of the Independent Auto- 
mobile Dealers Assn. of Indiana. 

Eddie Sax, president of Sax Auto 
Sales, Indianapolis, was chosen 
vice-president, and Eleanor M. 
Schaefer, Ken Schaefer Auto Auc- 
tion, Indianapolis, secretary- 
treasurer. 

Directors are Hollingsworth, 
chairman; Sax; John Wells, Wells 
Used Cars, Indianapolis; Carl 
Marks, Marks Motor Sales, Muncie; 
.Chuck Allen, Allen Auto Sales, In- 
dianapolis; Tom Hall, Tom Hall Co., 
South Bend; E. A. Murphy, Murphy 
Auto Sales, Indianapolis; William 
Hadley, Evansville Auto Auction, 
Evansville; Joseph M. Caresky, 
Star Motors, Indianapolis, and 
Donald Ross, Ross Motors, Tipton. 

Hollingsworth and Jerry Leeds, 
Jerry Leeds Motor Sales, Evans- 
ville, are members of the board of 


Flint Independents Elect Leaders— 


looking over a copy of Automotive News are the newly elected officers of the 
Flint Used Car Dealers Assn. From left, are, James E. Davidson, secretary-treasurer; 
Chester A. Whaley, vice-president, and Jim B. Seder, president. 


SALANCER 


“WITH EXCLUSIVE 


and strobe light 


to build your 
service 
profits! 
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EXCLUSIVE! New hand strobe light and 
meter work indoors and outdoors. Sell 
need for balancing—give proof that job 
has been done! 

EXCLUSIVE! New dual-control vibration 
pick-up for both up-and-down and side- 
to-side unbalance! 

EXCLUSIVE! Balances all sizes of wheels 
on the car. No attachments to buy—never 
becomes obsolete! 

EXCLUSIVE! New, low-slung, all-in-one 
design! All parts, including weights, are 
carried in one compact, rugged, easy-to- 
roll unit. 
















ACCURATE! Powerful, easy-to-use spinner turns 
wheels at speeds up to 100 m.p.h.— provides true 
balance at all driving speeds! 

FAST! Feather-touch safety brake gives positive 
stops—saves time! 


Mail Coupon For FREE Catalog! 
® ALEMITE, Dept. AP-28 

$ 1850 Diversey Parkway, Chicago 14, Illinois 
® (1 Please send me Wheel Balancer Catalog. 
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Used-Car Notes 














the National Independent Automo- 
bile Dealers Assn. 
* * . 


Wholesale Auto Auction 


Is Reopened in Portland 


PORTLAND, Ore.—J. B. Kelley 
has reopened his Dealers Wholesale 
Auto Auction at 6800 N. E. Killings- 
worth. 

He had operated a similar auction 
in Boise, Id., since leaving Port- 
land. Associated with him is Bruce 
Doran. 

* * * 


Used-Car Lot Moves 
AUGUSTA, Ga.—Bob Byrd’s used- 
car lot, formerly at 1121 Reynolds 
St.. has moved to 105 Sand Bar 
Ferry Rd. 
az 
Eastern Auction Group 


Elects Clements President 
HARTFORD, Conn.—Eastern 
Automobile Auction Associates held 
its second meeting here and elected 
Al Clements, Thruway Auto Auc- 
tion, Buffalo, president. Irv Mon- 


* * 













7% L iD M I 4% 2 2 (C Please arrange for free wheel balancer demonstration. 
Divistor tT ¢ Nome seneeeesnecenecesenenesnensnannenesccassenee aerenencncnewencnenenenenenecnnnen-onneecenneacenoens 
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= City 


53 
dore, Syracuse Auto Auction, was 
named secretary-treasurer. 

The group decided to conduct an 
educational campaign on the serv- 
ices auctions offer to dealers and 
set up an advertising fund and 


committee. 
+ * 


Coast Used-Car Lot 


Also Handles New Imports 


SAN FRANCISCO. — McAlister 
Motors has opened one of the 
largest used-car lots in Northern 
California at 6899 Mission St., Daly 
City. 

R. J. Jansen, vice-president, said 
new Hillmans, Sunbeams and 
Rovers also will be sold. The lot 
will be managed by Tom Norman, 
assisted by Charles Robinson. 

* + > 


2 Unlicensed U. C. Dealers 


Draw Fines in Oregon 

PORTLAND, Ore.—A crackdown 
on unlicensed used-car dealers by 
the Oregon Used Car Dealers Assn. 
has resulted in two fines. North- 
west Auto Lease Co. was fined 
$100, and Archie R. Stanley re- 
ceived a 60-day suspended sen- 
tence and $80 fine. 

It was estimated that some 50 
gypsies are illegally buying and 
selling cars in the area, floating 
from one address to another. 


U.C. Dealer Unit 
Chooses Officers 


PHILADELPHIA. -- Milton Berr 
has been elected president of the 
Philadelphia Independent Automo- 
bile Dealers Assn. Other officers 
for 1958 include: 

William Rush, vice-president; 
Leonard Schloss, secretary, and 
Jack Liebowitz, treasurer 

Larry Dresner, Ben J. Franks, 
George Grant, Willard Rothberg 
and Sam Rosin were named direc- 
tors. 





Three ‘500’ Races 
Billed on Coast 


RIVERSIDE, Calif. — Memorial 
Day weekend will bring three 
straight days of 500-mile auto 
racing to Riverside International 
Motor Raceway. There will be a 
500-mile major race car event May 
30; a 500-mile midget race May 31, 


and a 500-mile late model stock 
car race June 1. 
Contracts for the “Big Three 


500s” have been signed by Steve 
Mason and Rudy Cleye, represent- 
ing owners of the Riverside Race- 
way, and by Galard (Al) Slonaker 
and Charles A. Curryer, officers of 
Crown-America, an auto racing 
corporation of California. 

A field of not less than 66 cars 
and not more than 75 will partici- 
pate each day on the new 2%-mile 
paved track, according to Curryer. 
Time trials will be held for three 
weeks prior to May 30. 


Easy Sale 


But Delivering DeSoto 
Was a Problem 


DETROIT. Mr. and Mrs. C. C. 
Nelson, Klamath Falls, Ore., have a 
new DeSoto, and Salesman Gene 
Halis, of Louis Rose Highland Park 
Co, here, is telling this story of one 
of his quickest sales and toughest 
deliveries. 

The Nelsons visited Detroit re- 
cently to buy a car and chose a 
blue-and-white ‘Fireflite hardtop at 
the Rose showroom. Finding it was 
promised to another customer, the 
Nelsons departed for a tour of the 
Northland Shopping Center. 

At Northland, they came upon a 
DeSoto sales-promotion exhibit and 
spotted a green-and-black Fireflite 
which they liked even better than 
their earlier choice. They called 

|Halis and said, “The car we want 
is right here at Northland.” 

Though the car had been put on 
display only a few minutes before, 
after eight hours’ work getting it 
aboard a turntable, Halis rushed 
out and managed to talk the ex- 
hibit staff into removing it for im- 
mediate delivery to the Nelsons. 


Dealer to Run Again 
| SPRINGFIELD, Ill.—State Rep. 
Cc. R. Ratcliffe, Beardstown auto 
dealer for 34 years, has announced 
he will be a candidate for reelection 
on Illinois General Assembly in 











Affecting Factories and Dealers .. . 


Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Bob Horton, who plays the part 
of Scout Flint McCullough in the 
Edsel-sponsored “Wagon Train” 
series on NBC, has just completed 
a whirlwind “scouting” expedition 
for both his sponsor and the 
“March of Dimes.” 

In four days, Jan. 22-25, working 
from dawn to midnight, Horton 
made public appearances at the 
Detroit and Pittsburgh automobile 
shows in behalf of Edsel; appeared 
on six local television and radio 
shows in these two cities; spent six 
hours in New York for newspaper 
and personal appearances on three 
NBC shows; did three shows in 
New Orleans, and then flew to Lake 


Charles, La., for a 14-hour telethon 
in behalf of the “March of Dimes.” 
« = * 


Marshall-Farley Combine 


David K. Marshall and John 
Farley have opened as Marshall- 
Farley Associates, Inc., with offices 
at 812 Greenwich St., New York. 

The firm specializes in marketing 
counsel, with major emphasis on 
public relations and product publi- 
city and merchandising. 

* * + 


New Tire for Firestone 


Firestone Tire & Rubber Co. will 
announce “Firestone’s new Heavy- 
Duty Transport ‘Steelcord’ Truck 
Tire” with a double-page spread 
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in the Feb. 22 issue of Saturday 
Evening Post. 

The ad announces that the new 
Transport Steelcord gives 20 per- 
cent more mileage and contains 64 
miles of high-tensile steel to pro- 
vide puncture and impact resist- 
ance no ordinary cord can match. 
The ‘Steelcord’, it adds, has 40 per- 
cent cooler running and has never 
been known to have a blow out. 

* * * 
Dodge Continues Newscasts 


Members of the Chicago Dodge 
Dealer Advertising Fund will con- 
tinue sponsorship of local news 
announcer Fahey Flynn, it was 
announced this week. 

A 13-week continuation was set, 
with cost of the program, including 
six one-minute spot announcements 
Saturdays, $25,804. 

* * 


Keeping Motorist Informed 

A special road-an d-traffic- 
information “auto network” has 
been formed by 31 volunteering 








d 


A Binks in 


Binks infra-red drying ovens or 
portable units make quick work of 
rying panels, fenders...entire cars. 


fra-red oven 


| 
| 


lets you refinish more cars 
... faster and in less area 





Mutual Broadcasting System 
affiliates as a service to highway 
motorists. 


MBS president Paul Roberts an- 
nounced that the stations, from 
Buffalo to Florida, since Jan. 27 
have been keeping radio listening 
motorists informed on road, traffic 
and weather conditions along more 
than 2,200 miles of highways. 

He described the plan as an “un- 
usual network service application 
to broadcasting” and said it was 
the ultimate goal of his network 
to extend it to all 450 MBS affiliates 
on a national and coast-to-coast 
basis. 


* * = 

Goodyear Campaign Opens 

Goodyear Tire & Rubber Co. 
utilizing four colors for the first 
time in truck tire advertising, 
began an intentive campaign in the 
Feb. 15 issue of Saturday Evening 
Post. 


The campaign, exclusive with the 
Post among general magazines, will 
run with continuity and frequency 
through succeeding months. The 
first insertion was a two-page 
spread, with a four-color page 
facing a two-color page. 

Goodyear will actively merchan- 
dise the new Post campaign 
throughout its entire sales organi- 
zation and to the thousands of 
Goodyear dealers. It will also put 
on a major point-of-purchase pro- 
motion program. 

> = = 


Allen Joins Triumph 


David R. Allen, formerly with the 
Sports Car Club of America, has 
been appointed advertising and 
public relations manager of Stand- 
ard-Triumph Motor Co., Inc. 


Allen, for the past five years, has 
been public relations director of the 
Sports Car Club of America. 

e > > 


Taplinger Elects Scott 


Jay Scott has been elected presi- 
dent of the public relations firm of 
Ro bert S. Taplinger Associates, 
Inc., with headquarters at New 
York City and branch offices in 
Chicago and Los Angeles. 

Scott formerly was with Benja- 
min Sonnenberg, New York City. 

« * > 


Greyhound Goes National 


Greyhound Rent-A-Car Inc., sub- 
sidiary of Greyhound Corp., made 
its debut into national television 
advertising Sunday, Feb. 9, on the 
Steve Allen NBC-TV Show. 

It is the first Rent-A-Car organi- 
zation to use television advertising 


on a national scale. 
. > > 


Retires After 29 Years 


Estelle M. Tennis, executive di- 
rector of the Color Assn. of the 





You can dry enamels and lacquers 
to a rock-hard, dust-free glistening 
finish in 30 minutes or less...with 
a new Binks infra-red drying oven. 
Cars are immediately ready for de- 
livery or parking or the application 
of additional colors. 


4 models for drying entire cars. 
Automatic and semi-automatic mo- 
bile infra-red ovens are track- 
mounted. The car stands still and 
the contoured oven moves over it. 
Variable speed drives govern speed 
of travel and thus control heat ex- 
posure time. They are available with 
72, 108, 132 or 180 infra-red lamps 
grouped in separately controlled 
banks for spot drying. 


3 portable models. If panel and | United States, has retired and will 


fender work is your specialty, one 
of three caster-mounted models will 
fit your needs. Available with 16, 
24 and 48 infra-red lamps. 


Simple and safe to operate. Binks 
infra-red drying ovens feature both 
ease of operation and safety. Each 
is standard-wired for 220V. All are 
Underwriter-approved. 


Binks Bulletin O.B. 

gives you all the facts. Ask 
your jobber for a copy 

of this bulletin. Learn the 
complete story on 

Binks infra-red drying 
ovens. If you prefer, 
write direct to the address 
below. 





Ask about our spray painting school 
Open to all...NO TUITION....covers all phases 


EVERYTHING 








AIR 
COMPRESSORS 


Binks Manufacturing Company 
3124-34 W. Carroll Ave., Chicege 12, lil. 


REPRESENTATIVES IN PRINCIPAL U.S. & CANADIAN CITIES « SEE YOUR CLASSIFIED C= DIRECTORY 





| be succeeded by Midge Wilson, who 
'was Miss Tennis’ assistant. Miss 
Tennis has been with the associa- 
tion for 29 years. 
> . > 


| Names 


Look magazine has announced 


| the election of Lester Suhler and 


Harold Webber to the board of di- 
rectors and the election of Thomas 
R. Shepard and Abner Sideman as 
vice-presidents of the company. 
> > > 

Ken Boucher, advertising con- 
sultant and former advertising 
manager of Hawaiian Pineapple 
Co., has been appointed West Coast 
vice-president of the Assn. of Na- 
tional Advertisers. 


Pssst! Lady! 
Radio Guide Helps to Pilot 
Car into Garage 
WASHINGTON. —His wife had 
trouble putting the car into the 
garage, so a Long Island City 
(N. Y.) electronics manufacturer 
invented a radio guide to pilot the 
longer and wider autos safely into 

smaller garage space. 

The car radio, with an extra an- 
tenna, and two transmitters inside 
the garage make up Dr. D. Law- 
rence Jaffe’s system. The extra an- 
tenna is placed at the front and 
center of the car and there is a 
transmitter at each side of the 
garage. 

The transmitters pick up waves 
sent out by the car radio. If the 
driver is too far to the left, he 
hears one tone. If he’s too far to 
the right, he hears another, There 
is no sound if he’s directly on 
course, 








FORD AND 
CHEVROLET 
DEALERS: 
WE NEED 


1958 CARS 

























@ Relieve Your Inventory! 
@ Step Up Sales Volume! 


@ Plan on Steady Business! 


OUR TRADES ARE GOOD 
AND CLEAN—QUALITY 
IS GUARANTEED! 


Cars Are Located 
In Your Area 


CALL US NOW— 
MUseum 4-6969 


EMKAY, INC. 


6850 Cottage Grove Ave. 
Chicago 37, Illinois 


Nationwide Automotive Leasing 
Service 





YOUR CUSTOMERS CAN TELL THE 


| DIFFERENCE, 

































When your customers 
change to Wotr’s Heap, 
100% Pure Pennsylvania, 
they get... 
®@ Lower oil consumption 
@ Fewer repair bills 
®@ Smoother engine per- 
formance, longer life 
It all adds up to an im- 
portant difference to them 
. . . and to you, too, be- 
cause satisfied customers 
keep coming back for more. 
That’s why it pays to stock, 
display and sell the su- 
perior remium quality 
motor oil that makes the 
difference ... WoL¥’s HEAD, 
100% Pure Pennsylvania. 


fot 











D OIL REFINING CO 
PA 













Sowite 
BUILD Y BUSINESS 


WITH STEMAC INDIVIDUALIZED 


DEALER NAME PLATES 


Identified and satisfied cus- 
tomers 






repeat business .. . i 
creases sales volume. 

pt complete 
t. 


-Stemac. INC. 


Division of C. A. Norgren Co. 
1261 SO. CHEROKEE ST., DENVER 23, COLO. 














































MOTOR MASTER PRODUCTS CORP. 
BOX 96., DEFIANCE, OHIO 


| UNDERSTAND | CAN MAKE MORE 
MONEY BY HANDLING THE FOLLOW- 
ING AUTOMOTIVE ITEMS. PLEASE 
SEND DETAILS. 

OGENUINE BLUE CROWN SPARK 


























PLUGS. 
OMOTOR MASTER UNIVERSAL 
JOINT KITS. 

NAME 


CITY & STATE 
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| Hardtop, $1,410*, $1,200*; Victoria (8) 
sedan, $1,390*; (6), $910*; Ranch Wag- 
on (6), $975; Custom (8) 4-dr., $930, 
$875*. °55 Fairlane Victoria sedan, $1,- 
000*; 4-dr., $730*; Ranch Wagon, $970*; 
Custom 2-dr., $650, '54 Country 
station wagon, $800; Custom 
$525*; 4-dr., $475. °'53 Custom 
| §475°*; 2-dr.. $425; Victoria sedan, 
’50 4-dr., $275; 2-dr., $155, °41 
$160. '40 4-dr., $180. 


LINCOLN—’56 Capri Hardtop, $1,760°*. 


Used-Car Auction Prices 





(Continued from Page 52) 


top. $2,015* (ps), $1,820*, $1,800°; 4-dr. Century Hardtop, $1,370*; 2-dr., $1,225°. 


Hardtop, $1,905* (ps), 2 at $1,900°, $1,- | ‘55 Special 2-dr., $670*. °54 Special 

865° (ps), $1,855*, 3 at $1,850*, $1,725°, Hardtop, $875*. ’53 4-dr., $265, '52 4-dr.,| MERCURY—’57 Monterey Hardtop, §$2,- 
2 at $1,730*; Two-ten (8) 4-dr, station $230*. | 010°; 4-dr., $1,725*, °56 Custom 4-dr., 
wagon, $1,855", $1,805. "56 Bel Air (8)| CanILLAC—’51 4-dr., $500*%, °49 4-dr., $1,725*, °55 Monterey Hardtop, $970, '54 
station wagon, $1,400*, ee in” Gotan $200*. sedan, $700° (ps). ‘51 2-dr., $200. ‘50 
ose $125") $1 Ssor, $1000°: "one. | CHEVROLET — '57 Two-ten (8) station) COPY. $250. 

Shy (6) 2-dr., $750. $690, $670. 54 Bel| Wa80n, $1,655* (ps). '56 Two-ten (8) 4-| OLDSMOBILE—’'56 Super (88) Hardtop, 
i; 4-dr., $568: Two-ten 4-dr., $550, '53| r., $875; One-fifty 2-dr., $680; 4-dr.,| $1,500°. '55 (98) 2-dr., $1,100%. ‘53 4- 
Del 2 ; 7 ] $585*. '55 Bel Air coupe, $855; Two-ten| dr., $510*. '52 (98) 4-dr., $250* (ps). 


ar. vi om 
Bel Air 2-dr., $605°, $535, $475 4-dr., $725*, $605; One-fifty 2-dr., $650. 


RYSLER—’58 ‘300’ 2-dr, Hardtop, $4,-| 4: . PLYMOUTH—’57 Savoy (8) 4-dr., $1,490*; 
one (ps). 57 NY Hardtop, $2,750* (ps). ‘54 Two-ten 4-dr., $540, $350; Bel Air) piaza (6) 4-dr., $1,090, '55 Belvedere 4- 

‘55 Windsor 4-dr., $1,200* (ps). '53| 2-dr., $465. °53 Two-ten 4-dr., $430; 2-| ar. $720, $625; Savoy 4-dr., $625; club 

Windsor club coupe, $260*, '51 Windsor! (F., $400*. '52 2-dr., $220. '51 Hardtop, coupe, $600. °54 Belvedere 4-dr., $515*; 

9-dr., $205*. $335; 2-dr., $300. Hardtop, $400. °53 station wagon, $390, 
DODGE—’56 Royal (8) Lancer 2-dr., $1,-| CHRYSLER—’53 4-dr., $345*; 2-dr., $300. | $250. 

470* (ps). '53 Coronet Hardtop, $265°. DeSOTO—’53 4-dr., $200*. PONTIAC—’57 Safari 4-dr., $2,325* (ps). 


'58 6 pass. station wagon, $2,520*; 


RD 
- Hardtop, $2,470*. 


Pairl (8) 500 2-dr "56 Chieftain 2-dr., $810*, '55 Star Chief 
airlane -dr. 


DODGE—’'56 Suburb: ) ion wagon, 
a 6 Suburban (6) station wago' $775°. 


’57 Country Squire, $2,000* (ps); Coun- $1,275*. °55 Coronet 4-dr., $665. ‘a san. G10 = pe gl od 
try sedan, $1,950*, $1,920°, $1,750*;| FORD—’57 Fairlane (8) 2-dr., $1,540*; o ar., a gon, . 
Custom Ranch Wagon, $1,560; 4-dr., $1,- (8) ‘500’ 4-dr., $1,500*; Hardtop, $1,- RAMBLER—’54 station wagon, $660. 





MISCELLANEOUS — '56 Chevrolet %-ton 


450, $1,400, $1,190, $1,130; Fairlane (8) | 
pickup, $740; Ford pickup, $600; GMC, 


500 Hardtop, $1,890* (ps), $1,845* (ps), 
$1,630, '56 Country sedan, $1,600* (ps); | 
Fairlane (8) 2-dr., $1,180*, $1,175*, $1,-| 
140* (ps); Parklane station wagon, $1,-| 
489°. °55 Thunderbird, $1,905* (ps); 
Custom station wagon, $960, $945, $925. 


450*, $1,400*; Custom (8) 4-dr., $1,370* 
(ps); 2-dr., $1,200. ‘56 Fairlane (8) 











‘54 club coupe, $330. '53 Hardtop, $450*, 
00*. 
HUDSON—’54 Hornet 2-dr., $480* (ps). 
IMPERIAL — '55 2-dr. Hardtop, $1,385*| 
(ps) } 
LINCOLN —’'57 Premiere 2-dr., $3,050*° 
(ps); 4-dr., $2,950° (ps). 
MERCURY — '57 Commuter 4-dr. station) 
wagon, $2,175; Montclair 4-dr., $1,975* | 


(ps). °52 Monterey Hardtop, $305*; 4-| 
dr., $305. | 
OLDSMOBILE 
$3,080* (ps). °57 


'58 (88) 4-dr. Hardtop, | 
(88) Fiesta station 
wagon, $2,825* (ps); Hardtop, $2,070*°; 
(88) Super 4-dr., $1,795* (ps). "56 (98) | 
Hardtop, $1,930* (ps), $1,745* (ps); (88) 
Hardtop, $1,300*, $1,250*. "55 (88) Super | 
4-dr., $1,275* (ps). °54 (88) Super 4-dr., 
$645* (ps). '50 4-dr., $240. 
PLYMOUTH—’'57 Belvedere Hardtop, §$1,- 
925°, $1,750*; conv., $1,620°, '55 Savoy 
4-dr., $865*. °51 4-dr., $180. 
PONTIAC —’58 Chieftain 4-dr., 
(ps). °56 Safari station wagon, $1,520*° 
(ps). °55 Chieftain station wagon, $1,- 
165*; 2-dr. Hardtop, $1,050*°. °53 4-dr., 
$310*. °52 2-dr., $135. 
WILLYS—’'55 station wagon, 2 
"53 station wagon, $925. 
MISCELLANEOUS—’5S8 Ford %-ton pick- 
up, $1,750. °57 Ford Ranchero, $1,460*. 
'56 Chevrolet %-ton pickup, $1,055, $1,- 
000. ‘53 Chevrolet %-ton pickup, $415, 
$310. ‘52 Dodge 2-ton truck, $650. '50 
Studebaker %-ton pickup, $230. 


SEATTLE 


(South Seattle Auto Auction, Sale every 
Wednesday. Prices are for sale of Feb. 5.) 


BUICK—'56 Special 2-dr., $1,280*, $1,070. 
"54 RM Sport coupe, $1,055* (ps); Super 
4-dr.. $810°, $805°. ‘53 Super 4-dr.,/ 

70°. "52 Super conv., $410°; Special 
sedan, $210. "50 Sport coupe, $175*; 4-| 
dr., $145. | 

OADILLAC 

CHEVROLET 
$2,750* (ps). 


$2,675° | 


at $1,100. 


"56 (62) 4-dr., $2,630*° (ps). | 
"58 Impala Sport coupe, | 
‘57 Bel Air (8) 4-dr. Hard-/| 
top, $2,025° (ps), $1,975° (ps); Sport) 
coupe, $1,865*; Two-ten (8) 4-dr. station | 
wagon, $1,980*°; Two-ten (6) Hardtop, | 
$1,650*; 2-dr., $1,555*. "56 Two-ten (6) | 
4-dr. station wagon, $1,425; Two-ten (8) | 
4-dr., $1,215, $1,180, $1,040; Bel Air (8)/| 
4-dr., $1,355* (ps), $1,335*. '55 Bel Air! 
(8) station wagon, $1,495*; Two-ten (8) | 
4-dr., $945; 2-dr.. $860; Two-ten (6) 
4-dr., $855. °54 Two-ten 2-dr., $670*. "53 
Two-ten 2-dr., $395. ‘51 4-dr., $200, 
$185. 
CHRYSLER 
775°. '52 Windsor 4-dr., 
sor 4-dr.. $155. 
DODGE—'57 Custom Royal 
coupe, $2,080°. °55 


’56 Windsor Sport coupe, $1,- 
$170*. "50 Wind- 


Lancer Sport 
Coronet 4-dr., $820*, 


785°. °54 Coronet station wagon, $595*. 
"53 4-dr. $335 

PORD—'57 Fairlane (8) 500 4-dr. Hard- 
top, $1,890°; Custom 300 2-dr., $1,490*. 
"56 Fairlane 9 pass. station wagon, $1,- 
505° (ips); Victoria, $1,430* (ps), §$1,- 
375* (ps), $1,345°; 4-dr., $1,295*; Cus- 


tom 4-dr., $1,105*, $1,090*, $1,020*, $995; 


Ranch Wagon, $1,420* (ps), $1,240, $1,- 

075; Victoria, $1,355* (ps). '55 9 pass. 

Station wagon, $1,375*, $1,275*; 4-dr., 

$1,030°; Main ¢6) 4-dr.. $660, '53 Cus- 

tom (6) 4-dr., $450°; 2-dr.. $335°. ‘52 

2-dr., $230. °51 club coupe, $235*. °50 4 

a a Se ee E, Se For the first time, truck fleet operators 
LINCOLN—’51 4-dr., $125*. i > 
aie ‘or tesstaakr Geert come, can get accurate, predetermined econ 
$2,315* (ps). "56 Monterey station wag-| 

og FA we A FRF omy results with all trucks by having 


coupe, $1,210* (ps); Custom 2-dr., $775*. 
"54 Monterey Sport coupe, $950* (ps). ’52 
Custom 4-dr., $345*. ‘51 4-dr., $220*, 
$210. 
NASH—’'52 Statesman 4-dr., $190, $135. | 
OLDSMOBILE — ’'56 (98) 4-dr. Hardtop, 


all trucks operate at road speeds which 
have proven most economical. The new 
Holley roadspeed governor is driven 


speed is reached 


$1,865° (ps); (88) 2-dr., $1,295. "55 (98) relative to rear wheel speed instead of 
4-dr., $1,325* (ps); (88) 4-dr. Hardtop, . i. * 
$1,330*. ‘50 4-dr., $180*. "49 4-dr., $100. relative to engine speed. It can easily 


PACKARD —'55 Patrician 4-dr., $1,295* 


(ps); Clipper Sport coupe, $1,080* (ps). be calibrated for any truck gear ratio 
"53 Clipper 4-dr., $340° (ps). 
PLYMOUTH — "56 Belvedere (8) 4-dr., and has been successfully tested over 


$995, '55 Savoy 4-dr., $895*, $695; Savoy s £ 
$700. 53 7 thousands of miles of road conditions. 





(6) 2-dr., $700. °53 Suburban, $525; 4- 
dr., $300*, °52 4-dr., $230. °50 2-dr., 
$160. 


The Holley roadspeed governor can be 
used in conjunction with the engine 
speed governor. Thus, if the vehicle is 
running in one of the lower gears and 
the engine reaches its governed speed 


PONTIAC—'56 Chieftain Sport coupe, $1,- 
325*. '55 Star Chief Sport coupe, $1,195*, 
$860; Sport coupe, $1,125*. °53 Catalina, 
$520*. '52 4-dr., $275; 2-dr., $245°. '49 
2-dr., $100*. 

RAMBLER—’55 Cross Country, $915. 51 
2-dr., $160, 

STUDEBAKER—’55 station wagon, §$1,- 
000*. ’'51 club coupe, $145, $105. 

MISCELLANEOUS—’'57 Volkswagen 2-dr., 
$1,490. °56 Volkswagen 2-dr., $1,295, $1,- 
180. '55 Willys pickup, $710. '53 Jaguar 
Mark VII, $1,000*. °52 Jaguar Mark VII, 
$680. '51 Ford ‘%-ton pickup, $475; 
Chevrolet %-ton pickup, $475. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction, Sale every 
Friday. Prices are for sale of Feb, 7.) 
(We had a red hot sale today, Sold 
lots of cars for the high dollar, Weather 
was cold but there were lots of dealers 
present, buying and selling.) 1-8 
BUICK—’57 Century Hardtop, $1,920*. ’56 


For more than half-a-century 
original equipment manufacturers 
for the automotive industry. 


rpm maximum setting, as in high gear, 
the roadspeed governor controls. 


The froadspeed governor offers fleet 
operators a complete governing system 
designed to allow maximum horse- 
power under extreme load conditions 
and yet providing pinpoint control of 
road speed for maximum economy. 


For more information on the Holley 
roadspeed governor, simply send a re- 
quest on your letterhead. 





$575. '55 Chevrolet panel truck, $450. °53 
Chevrolet %-ton, $225. ‘52 Ford %-ton 
pickup, $285. 


WAREHOUSE POINT, CONN. 


(Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of Feb. 5.) 

(Prices showed a slight upward move- 
ment, Scores of buyers were here to buy 
and bidding was spirited. A high per- 
centage of cars were sold.) 


BUICK—’57 Special. 2-dr., $860*°. °55 Su- 
per Hardtop, $1,060* (ps). °54 Special 
Hardtop, $840*; Super 4-dr., $650°, °53 


Special Super Hardtop, 
$475°*. 
CADILLAC—’'52 (60) 
"51 (62) 4-dr., $400°. 
CHEVROLET—’58 Brookwood 4-dr. station 
wagon, $2,600°. '57 Bel Air (8) Hardtop, 
$1,700* (ps); Bel Air (6) Hardtop, $1,- 
200°, '56 Bel Air 4-dr., $1,150*; Two-ten 
4-dr., $1,050*, $1,030, $1,025°, $940, 
$925, 2 at $920. '55 Bel Air 2-dr., $840; 
Two-ten 4-dr., $775. '54 Two-ten 2-dr., 
$510, $340. 53 Bel Air Hardtop, $480*; 
Two-ten 2-dr., $365, $275; One-fifty 2- 
dr., $125. "52 4-dr., $295*, $290, $275. 
"51 2-dr., $120°, °50 2-dr., $135. 
DeSOTO—'56 (6) 4-dr., $195*, $125°*. 


DODGE—’54 Royal 4-dr., $595*. °53 Cor- 
onet 4-dr., 2 at $340°, $335, $330, $260°; 


Hardtop, $570°*; 


4-dr., $650° (ps). 


prior to the engine 


55 


Meadowbrook 4-dr., $285. °52 Meadow- 
brook 4-dr., $195, $185. 


F OR D — '57 Fairlane (8) conv., $1,875* 
(ps); 4-dr. sedan, $1,690* (ps), $1,600* 
(ps), $1,540*, °56 Custom (8) Ranch 
Wagon, $1,250*; Fairlane (8) Crown 
Victoria, $1,160; 2-dr., $940, $900; Main 
(8) 2-dr., $735. 55 Country Squire, $1,- 
125* (ps), $970*; Main (6) Ranch Wag- 
on, $850. '54 Custom (8) 4-dr., $560*, 
$475, $455; Main (8) 4-dr., $425. ‘53 
Custom (8) 4-dr., $425, $390, $285; Main 
(8) 2-dr., $285, $275. °52 Main (8) 
Ranch Wagon, $360. ‘51 4-dr., $135*, 
$125. '50 station wagon, $100. 


IMPERIAL—’54 4-dr., $775* (ps). 


LINCOLN—'55 Capri 4-dr., $825* (ps), ’52 
Capri 4-dr., $320*. 


MERCURY—’56 Custom 4-dr., $915, ‘51 
4-dr., $130*, 

NASH—’51 Statesman 2-dr., $125. 

OLDSMOBILE — ‘56 (88) 4-dr., $1,450* 
(ps), $1,310*, $1,260°. ‘55 (88) Hard- 
top, $1,250°, $850°. '53 (88) 4-dr., $475° 
(ps), $445°, $440°. °52 (98) 4-dr., $200. 


"51 4-dr., $130*. 


PLYMOUTH —’55 Savoy 2-dr., $825*, 
750°. '53 Cambridge 4-dr., $360; 2-dr., 
$240. 

PONTIAC—’55 Chieftain 4-dr., $995*. ‘54 
Chieftain 2-dr., $490°; 4-dr., $425°, $400. 
'53 2-dr., $435*, $385°. °52 4-dr., $180. 


| RAMBLER — '55 station wagon, $1,045*, 
(Continued on Page 56, Col, 1) 








NOW-—a truck governor that regulates 
road speed—not engine speed 


before reaching the predetermined mile 
per hour setting, the engine speed gover- 
nor controls. In the event that road 





The new Holley road speed governor, 
engineered to regulate actual road speed, 
is designed to eliminate mechanical trouble 
and prevent malfunctioning. 


CO. 11955 E. NINE‘MILE ROAD © WARREN, MICHIGAN 
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$1,030*; Special 4-dr., $975*. '54 Super Chieftain Hardtop, $850*. ‘'53 Catalina Two-ten (6) 4-dr., $725; Two-ten (8) 























=—_ 
4-dr., $800*; Century Hardtop, $800*; Hardtop, $420*. ’52 station wagon, $210°*. Sport coupe, $640. °54 Bel Air (8) 4-dr., 
e e RM Hardtop, $705* (ps). ‘53 Super) RAMBLER—’53 4-dr., $180. $705* (ps); Sport coupe, $575 3 at, 
Hardtop, $405*; 4-dr., $325*; RM Hard- $505* ; Two-ten 2-dr., $535*, $500*, s485* 
se ~ aor uc ion rices top, $350° (ps), $340* (ps): Special 2- CHICAGO $390; '4-dr., $385. ’53 Bel Air 4-dr., $705¢ 
dr., $290*. '52 Super 2-dr., $305*. (ps); 2-dr., $325; Two-ten station wag. 
CADILLAC—’57 (62) conv., $3,300* (ps). (Greater Chicago Auto Auction. Sale on, bay 4-dr., $320, oe 2-dr., $290; 
"52 (62) 4-dr., $600* (ps). ’51 coupe de| every Thursday. Prices are for sale of Feb. One-fifty station wagon, . 
Ville, $505*; (62) 4-dr., $385*; (61) 2-| 6.) CHRYSLER — '55 ‘‘300"’ coupe, $1,135* 
(Continued from Page 55) dr., $325*. (Sold 373 cars out of 512 consign- (ps); NY Newport, $1,050* (ps). '53 NY 
ome ’ ‘ JHE LET—'57 Two-ten (8) 2-dr., $1,-| ,ments-) . . , 4-dr., $310° (ps). 
$985*. ’52 station wagon, $325, $260. 51; wagon, $540*; Belvedere sedan, $300°. a ‘eeu = sniten Ghaun, i BUICK—'58 Century Riviera, $2,500* (ps).| nesOTO — ‘57 Fireflite Hardtop, $2,230 
es mh. alpen Soniye 165; 4-dr., $1,030%, $950, $935; 2-dr.,| ‘56 Century Riviera, $1,525° (ps); RM) (ps); 4-dr., $1,700* (ps). ‘56 Firedome 
STUDEBAKER—'53 Hardtop, $325*, $300°. | PONTIAC—’55 Star Chief Catalina, $875°; $960, 2 at $935; Bel Air (8) 4-dr,. $1,- conv., By a8 ys AB ae ose’ gues? conv., $1,275* (ps); 4-dr., $1,140* (ps), 
WILLYS—’53 4-dr., $200 Chieftain station wagon, $800°; 4-dr.,/ 115°; ‘One-fifty station wagon, $1,070;| 100°. 955 Super Riviera, $1,035°. '53 Firedome 4-dr., $405* (ps) 
, : $565", $485*. '53 Catalina, $245*. '52 . ’ ; (ps), $975*, $775* (ps); Century Riviera, : 
wees > * aio 2-dr., $760. '55 Bel Air (8) 4-dr., $725. ‘, Ag +] DODGE — ‘56 Custom (8) 4-dr., $1,170 
conv., $140*,. °51 4-dr., $130*, $120. '50 n . 640*: Sport $950* (ps), $890*; Special Riviera, $925 2 > > ’ 
FARGO, N. D 4-dr., $150*; 2-dr., $125° 54 Bel Air 2-dr., $640°; Sport coupe,| (ps), $850*, $800°, $730°, $525. 54 Super) $1,165° (ps), $1,150°, $950" (ps): Lam 
. . . i -dr., £ . ne 5°, $630*; One-fifty station wagon, $580; Riviera $735 $725" $690° $565*: Spe- cer, $950* (ps); Royal (8) 2-dr., $1,130; 
(Tri-State Auction Co. Sale every Mon-| RAMBLER—’58 Cross Country, $2,205*. 4-dr., $410, $310; Two-ten 4-dr., $250. cial Riviera "$675° '$665° $645° '$520°, station wagon, $1,055*. '55 Coronet 4-dr,, 
day. Prices are for sale of Feb. 6.) ’51 station wagon, $160*. ’53 Two-ten 2-dr., $375° ; 4-dr., $345°*; $460; RM 4dr. $485° (ps) 53 Super $575. “ 
(Sold 51 cars out of 107 consignments.) | STUDEBAKER-~'53 Champion 4-dr., $265*.| One-fifty 2-dr., $245, "52 2-dr., §205°.) Pivice. gso5*: ‘coupe, $460*: RM 4-dr.,| EDSEL—'58 Pacer 2-dr., $2,075*. 
BUICK—'51 Special 4-dr., $225°. | WILLYS—'49 Jeepster, $220. ann ae oe + tar. $1575e.| 470% (ps); Special’ 4-dr., ° $240°. "52 F , <L ay oon et a. iad 
CADILLAC—'55 (60) 4-dr., $2,020* (ps). | MISCELLANEOUS — '57 Ford Ranchero, | "55 Coronet (8) Hardtop, $810*. '53 Cor-| CADILLAC. 68 (62) coupe, $4,645* (ps),| (8) 500 4-dr., '$1,695* (ps); conv., $1,- 
Onvagon, $1,750; 4-dr. $1,560", $1,460; | Minx, $1,200; Simea 4-dr., $1,435, Volke.| net 4-dr., $370°, $225; Diplomat Hard-| $4,595 (ps). "57 (62) coupe, $3,475*| 650° LS ener; Cours “aa 
2-dr $1 490. '56 Bel Air (8) 4-dr., $1,-| wagen $1,480; Volvo 2-dr., $1,450. ’56| a Sewers (pe), $3,450° (ps). “56 (62) d-dr., $2,- $1,620 '$1,610°: ‘2-dr., $1,350; Cutan 
280°; 2-dr., $1,100°; Two-ten (8) 4-dr.,| Ford F-100 pickup, $875, “56 Chevrolet| F OR D—'56 Country sedan (8) station| 425° (ps), $2,250* (ps); coupe, $2,375°| fi.G0™,. Sebo, site. eis si 17m 
$1,060. ‘55 Bel Air (8) 4-dr., $930°:| %-ton pickup, $875; Ford F-100, $640,| Wagon, $1,175*; Custom (8) 2-dr.. $1,-| (ps). (55 (62) coupe de Ville, $2,100°) 0." ¢: oo 56 Custom Victoria, 
One-fifty (8) 4-dr., $500. °54 Delray $495; Volkswagen Sunroof. $1,230. °54| 925%. ‘55 Victoria (8) Hardtop, $840*; (ps), $2,075* (ps); coupe, $1,940* (ps), $1,310* (ps): 4-dr “2 at $960* $945° 
sedan, $535. '53 4-dr., $520, $510, $500;| Chevrolet %-ton pickup, ‘$630; %-ton| Fairlane (8) 4-dr.. $730°; Main (8) 2- $1,925° (ps), $1,746° (ps); (60) 4-dr..| Socne. o-dr., $875°, $875, $870, $s40°, 
2-dr., $420. = 7 : "| pickup, $625. ‘$600; Ford F-100, $355.| t., $530. ‘54 Sunliner (8) Hardtop,| $2,010° (ps). '54 (62) 4-dr., $1,450° $765.' °55 Thunderbird, $1,750" (ps): 
DeSOTO—'56 Fireflite (8) 4-dr., $1,280*| ‘50 Ford %-ton pickup, $335 , $650*. °53 station wagon, $470*, $465°;| (ps); coupe, $1,350* (ps). '53 (62) 4-dr., Peietane (8) Victoria, $1,050* a 
(ps). de , Hardtop, $525°; 4-dr., $275°. '51 4-dr.,| $650° (ps). ‘52 (62) coupe, $505* (ps).| corn ee 4 ae $905": Custom Ranch Pee 
DODGE—'54 Meadowbrook 2-dr., $375. NEW YORK CITY $170*; 2-dr., $130, | 51 a ee "50 4-dr., $210°. Wagon, $815*: Custom (8) 9-dr. $715 
F OR D — '57 Country sedan (8) station | : : MERCURY—'55 Montclair Hardtop, $945°; | CHEVROLET {ss Bel Air Sport coupe,| $650; conv., $495°; 4-dr., $490°; Custom Cor 
wagon, $1,740°; Fairlane (8) 4-dr., $1,- (Skyline Auto Auction, Sale every Sat- conv., $875*; Monterey Hardtop, $910°; | a. ‘Bel Ai oe “a $1,750" $1 a (6) 2-dr., $640, $620. '54 Ranch Wagon, spect 
590°; Custom (8) sedan, $1,545*, $1,-| urday. Prices are for sale of Feb, 4.) Custom 2-dr., $665. '54 station wagon,| [).)' $1.600°, 4 a $1,650°, 2 ai $1.650°| $600°; Country sedan, $365; Crest 4-dr., tin 
430. ‘56 Country sedan (8) station (Market continues to show good | $530. '53 Monterey 4-dr., $380°. | tna: $1 645* (ps) 2 at $1 625° (ps) $410; Custom 2-dr., 2 at $400, $300; 
wagon, $1,425* ~(ps), $1,340; Custom! strength in N. Y. area as new car trade- | OLDSMOBILE—'55 (88) Holiday Hardtop,| $1 .615*. '$1.600*. Sport coupe, $1,685*,| Main (6) 4-dr., $390, "53 Country sedan, § =e 
(8) 4-dr., $1,075; Fairlane (8) 4-dr.,| ing decline, Prospects are good, New car $1,220*; (88) 2-dr., $1,010*. °53 (98)| §1'275*' conv., $1,380, $1,320°: Two-ten| $650° (ps), $435*; Crest Victoria, $355; | of fh 
$1,070", $975. (55 Custom Ranch Wagon.) season this spring looks very good. Sold | 4-dr., $375*. ‘51 (88) 4-dr., $155*. coupe, $1,540°. '56 Two-ten station wag-| CMV., $305; Custom 2-dr., $295, $235; 9 gins 
Se00: sanin'd-oe., 9406. "82 Camom oan SS cars cut of 119 consignments.) PLYMOUTH—’55 Belvedere (8) 4-dr.,/ on, $1,295*; 2-dr., $925; 4-dr., $880. '55) muneoN. ts’ Woe 4-dr., $620 = 
$265* "51 2-dr., $195, “| BUICK—’57 Century Hardtop, $2,060*. '56 $835*°. ‘54 Belvedere 4-dr., $545* ‘53 Bel Air (8) Sport coupe, $930*°, $925, LINCOLN . 38 oe ri ‘Hardtop, $3.758° The 
MERCURY—'55 Custom 4-dr., $835, ‘53| RM conv., $1,405*; Special Riviera| station wagon, $385; 4-dr., $235, $220. $910*, $805*; 4-dr., $900*, $890* (ps); | **- , . ae Pp, % Sectic 
: > 7 coupe, $1,230*, $1,210*. ‘55 Super 4-dr.,' PONTIAC—'56 Catalina 4-dr., $1,310*. '55 Bel Air (6) 4-dr., $825*, $825, $805°; (Continued on Page 59, Col, 1) 


Monterey Sport coupe, $710. 
NASH—'51 Ambassador 4-dr., $120°*. 
OLDSMOBILE—’'56 4-dr. (98) Holiday, $1,- 
580° (ps). "53 Super (88) Holiday coupe, 
© $520° (ps). "52 Super (88) 4-dr., $290°| 
(ps) 


PLYMOUTH—’57 Savoy (6) 4-dr., $1,280; | 5 
Plaza (6) 4-dr., $1,265, ‘56 Savoy (6) 
ETE IIT TREES 








4-dr., $830; Plaza (6) 4-dr., $595. ‘55 

Savoy (6) 4-dr., $605. ‘54 Belvedere 4- 

dr., $450°. "52 club coupe, $125. 
PONTIAC 56 Star Chief 4-dr., $1,260*. 





"$2 Chieftain 2-dr., $170. °51 Chieftain| ‘ . “ . . va 
m0) at HAS P a dian is Monroeville, New Lisbon, Seminole. Know where never far from a Bendix-Westinghouse distributor 
e — evrole -ton 
—— they are?* You might think these unlikely places for with trained air brake equipment experts and a com- 
pe enc tome pom Bendix-Westinghouse distributors to be. But you’ll plete stock of replacement units and service parts to 
sale of Feb. 4.) ee find them there. And in hundreds of other cities and handle any maintenance or repairs you may need. 
BUICR—'5S7 Su Rivi , $2,105° (ps); | i ° i> 
Special Riviera, $1.85"; ar $1,745", towns in all parts of the United States and Canada. This is an extra advantage you get only when you 
’ Pe” juper viera, $1, * (ps), 
1,550° ; © . . . . ° ° a ° . 
#i:406° (Ba). ico Bpeetal “scar, "geen The point is that anywhere your units go they’re specify Bendix-Westinghouse Air Brakes. 
uper viera, . “hy juper : : : : 
4-dr., 73425", $300°; RM 4-dr., $310° | *In Ohio, Wisconsin and Oklahoma respectively 
(ps). 


a ge ye 4-dr., $4,450° (pe) ; | e e 

(62) coupe, .825° (ps), $3,810° (ps), 

$3,750° (ps). ‘56 sedan de Ville, $3,200° | fi t | d 

eater” (ae). 68 soda do Vite, 98.200" irst in saies anda service 
Ville, $2,535* (ps), $2,450° (ps); 4-dr., 
$2,400° (ps), $1,820° (ps). "52 (62) 4-dr., 
$700° (ps); conmv., $555°. "50 (62) 4-dr., 
$515*; coupe, $475°. ‘49 (60) sedan, 
$395°; 4-dr., $260, $250°. ‘48 4-dr., 


CHEVROLET — ‘SS Impala Sport coupe, 
$2,650° (ps); Bel Air Sport sedan, §2,- 
575°. ‘S7 Two-ten (8) station wagon, 
$1,875°; Two-ten (6) Delray, $1,430; Bel 
Air (8) 4-dr., $1,775* (ps), 2 at $1,770° 
(ps), $1,750° (ps), 2 at $1,725* (ps). 
"56 Bel Air (8) station wagon, $1,700° 
(ps); Sport sedan, $1,480°, $1,340°; 2- 
dr., $1,250°, $1,185; Two-ten station 
wagon, $1,525°; Delray, $1,190; 2-dr.,/ 
$1,175°. ° Bel Air (8) Sport coupe, 
$1,290°; station wagon, $1,195*; 4-dr., 
$1,010, $795. ‘54 Bel Air Sport coupe, | 
$685°; One-fifty sedan, $275. ‘53 4-dr., 
$505; 2-dr., $415, $305. ‘52 sedan, $310, 
$270, $265°. ‘S51 sedan, $380, $165, ‘50 
sedan, $155°. "49 4-dr., $140. 

OCHRYSLER—'ST NY 4-dr., $2,240° (ps). 
‘S56 NY 4-dr., $1,875° (ps). "54 NY 4-dr., 
$995° (ps). 

DeSOTO—'53 Firedome 4-dr., $360*; club 
coupe, $300°. ‘52 Firedome club coupe, 
$220°. "51 4-dr., $165*, $150". 

DODGE—'55 Royal Lancer 2-dr., $1,265° 
(ps). "53 Coronet (8) 4-dr., §265°. ‘52 
Coronet Diplomat, $180*. 


FORD—'57 Thunderbird, $2,650°; Fairlane 
(8) 500 Town sedan, $1,855° (ps), $1,- 
755° (ps), $1,725° (ps), $1,675° (ps), 
$1,675*, $1,650°; Victoria, $1,750° (ps), 
$1,575* (ps), $1,475*. °56 Thunderbird, 
$2,310°; Fairlane (8) Victoria, $1,380* 
(ps); club sedan, $1,250*; conv., $1,150*° 
(ps); Country sedan, $1,350°; Custom 
(8) 2-dr., $885; Custom (6) 4-dr., $875. 
‘55 Custom (8) Ranch Wagon, $975* 
(ps); Main Ranch Wagon, $965°, $860*; 
Fairlane (8) club sedan, $920°; 4-dr., 
$775*; conv., $810*. ‘54 Country sedan, 
$775*; Custom 2-dr., $575*; 4-dr., $550°; 
Ranch Wagon, $550*; sedan, $450; Crest 
(8) 4-dr., $525°, $495°; Main (6) 4-dr., 
$370*. ‘53 Ranch Wagon, $500; Custom 

' 4-dr., $310*, $275*; Victoria, $295, $275*; 
Main 2-dr., $270. ‘52 Custom -2-dr., 
$285*, $230°; 4-dr., $255°, $235°; Main 
2-dr., $215, 

HUDSON—'53 Hornet 4-dr., $165. 

IMPERIAL —'54 4-dr., $850° (ps). 

LINCOLN — ‘57 Premiere conv., $3,030* 
(ps). '55 Capri 4-dr., $1,000° (ps), '54 
Capri coupe, $795* (ps). 

MERCURY—'57 Monterey 4-dr., $1,860*. 
"56 Montclair coupe, $1,300* (ps); Cus- 
tom Phaeton, $1,150°. ‘55 Montclair 
coupe, $1,055*; Monterey coupe, $995*, 
$925°, $855*, $775*. '54 Monterey station 
wagon, $760°; coupe, $665*. ‘53 Monte- 
rey coupe, $500°; Custom coupe, $485°; 
2-dr., $405; 4-dr>, $350*. '52 "Custom 
Sport coupe, $380°;*4-dr., $280*. °51 club 
coupe, $200°. j 

NASH—'53 Statesman 4-dr., $200*. 

OLDSMOBILE—'57 (98) Holiday, $2,400* 
(ps); (88) Super 4-dr., $2,175* (ps); 
Holiday, $2,050* (ps). '56 (98) Holiday, 
$1,650° (ps), $1,400° (ps); (88) Holi- 
day, $1,375*; 2-dr., $1,235°; 4-dr., $1,- 
215°. '55 (98) Holiday, $1,525* (ps). 54 


4 
: 
. 
i] 
+ 
it 





=> asec, 


(88) Super 4-dr., $1,035* (ps); (88) is i i 
Holiday, $885*, $725*; 2-dr., $650*; (98) Look for this illuminated SALES— SERVICE 
4-dr., $785*. ‘53 (88) Holiday, $615* sign... GENUINE FACTORY 


RECONDITIONED 
Or check the classified UNITS 
pages in your phone book 


(ps); 2-dr., $445*; (98) 4-dr., $485°; 
Holiday, $350° (ps). '52 (88) Holiday, 
$275*. '51 (88) 2-dr. $180*, 
PLYMOUTH—’57 Belvedere 4-dr., $1,800* 
(ps); Savoy (8) 4-dr. $1,570*, $1,535°; e oa 
Plaza club sedan, $1,500*, 56 Savoy 4- 7 TANS 
dr., $875, $790; Plaza club sedan, §745. 
"55 Savoy 4-dr., $500. ‘53 Savoy station 


“WHERE TO BUY THEM” 


AUTHORIZED D/STRIBUTOR 
SALES - SERVICE 
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statewide total, according to the 
Automobile Club of Southern Cali- 
fornia. 

Checks revealed that 981,468 cars, 
carrying 2,661,749 passengers, en- 
tered the 13 southern counties. This 
is a 2.4 percent increase over the 
1956 record of 958,481 cars, carrying 
2,568,788 passengers, the club said. 

+. + * 








Highways & Safety 





Traffic in the new Dewey Square| operator can increase its speed 
underpass in Boston, which is| during the rush hours. 


scheduled to open in May, will be| In emergencies, such as when 
traffic is stalled in the tunnel, all 









controlled by television. 

Twelve cameras will be focused 
in groups of six on each of the 
tunnel’s two 45-foot roadways. The 
pictures will be flashed on a screen 
in a remote traffic-control station, 
where an officer will be able to 
check the traffic flow visually. 

The control station will be able 
to talk to traffic by means of loud- 
speakers interspersed between the 
television cameras. Nearly three 





fans can be used at full speed 
to evacuate exhaust fumes. For 
better control of traffic in case of 
breakdowns or accidents, traffic 
lights will be mounted over each 
of the three main traffic lanes at 
ramp exits and entrances. 


. > * 
Driver Training Curtailed 
Behind-the-wheel driver training 
in Knox County schools will be 
discontinued in favor of a more 
intensified classroom course, said 






Quebec Truckers 
Act to Weed Out 


Unsafe Drivers 


In a move to police its own in- 
dustry and improve road safety, 
Quebec truckers are seeking au- 
thority to enforce a “track-down” 
system which they hope will even- 
tually will eliminate accident-prone 
truck drivers from the province's 
highways. 





















miles of fluorescent lamps will light | .-hool officials in Knoxville, Tenn. 

the tunnel. They called behind-the-wheel train- 
There also will be an elaborate | ing a home responsibility. 

ventilation system which will re- a 

quire only one operator. 


The “track-down” provides for a 
“blacklist,” which will enable oper- 
ators to check on drivers who have 
a high-accident frequency. A simi- 
lar system introduced in Ontario a 
year ago is said to have produced 
good results. 

This system was suggested for 
Quebec after the Provincial Labor 
Department refused to grant truck 


The Better to See You With— 


Condenser lenses used to focus automobile headlights look like a giant pair of 

s on this car as it comes off the assembly line at Buick plant in Flint, The 

ZZ-inch lenses condense headlight beams into photoelectric cells which show adjust- 

ment necessary to insure car of 20/20 vision at night. Focusing headlights properly 

at the factory is part of General Motors’ “Aim to Live” campaign designed to reduce 
nighttime accidents. 







| Autos Entering S. Calif. Set 

Air samples, taken continuously 

from the tunnel at four points, will Record for 3rd Year in Row 
be automatically analyzed and| Entry of out-of-state cars into 
recorded at central locations. Each| Southern California in 1957 set a 
fan unit will be equipped with a!record for the third straight year 








3, 755° The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
UTOMOTIVE NEWS WANT ADS! Are you? 


fection. Others are profiting from A 





s |specifying BENDIX-WESTINGHOUSE 


truck owners with better stops at lower cost for a 


If you were to check the list over the years, you'd find 
Bendix-Westinghouse has shown the way consist- 
ently in the developments that have meant constantly 
better and better air brakes. 

If you could check operating costs per mile across 
the country, you'd find Bendix-Westinghouse Air 
Brakes way ahead in providing fleet operators and 





first in research and manufacturing 










General Offices and 
Factory —Elyria, Ohio 


« 





AUTOMOTIVE AiR BRAKE COMPANY 





two-speed control so that the 


longer time. 


These facts are born of Bendix-Westinghouse re- 
search and manufacturing talents —and are two of the 
biggest reasons why more trucks travel more miles 


with Bendix-Westinghouse than 
brakes combined! 


Berkeley, Calif., branch 


AIR BRAKES 


| despite a downward trend in the 





drivers a competency card, as is 
done in the building trades. 

The Labor Department rejected 
the recommendation a few years 
ago on the ground the “competency- 
card” system would lead to a con- 
flict of jurisdiction between it and 
the Attorney General’s office, which 
has jurisdiction over the issuing of 
driving permits. 

The “trackdown,” according to 
Camille Archambault, spokesman 
for the industry, does not involve 
any direct police action. Truck 
owners, their inspectors and super- 
visory personnel would be given 
sheets on which to report impolite, 
erratic and law-breaking road be- 
havior, he said. Drivers would get 
a chance to defend themselves. 


3 New ‘Fronts’ 


Proposed in Fight 


On Highway Toll 


A traffic-safety expert has sug- 
gested three areas of “large poten- 
tialities” in the fight to reduce the 
traffic-death rate “below the pla- 
teau on which it has stood for sev- 
eral years.” 

Named by Norman Damon, vice- 
president of the Automotive Safety 
Foundation, were: 

1. Provision of adequate highway 
facilities, built to the highest stand- 
ards of design for traffic safety. 

2. Research into human behavior 
as it relates to causes of traffic 
accidents. 

3. Better means of communica- 
tion— public education in traffic 
safety. 

Damon made the suggestions in 
a talk before the annual meeting 
of the Safety Council of Greater 
Young ‘town, O. 

He commended the city for cut- 
ting its traffic fatalities more than 
50 percent in 20 years in the face 
of doubled motor-vehicle registra- 
tion since 1937. 


R. I. Consens 
State-Financed 
Driver Training 


State-financed driver training 
courses in Rhode Island high 
schools are called for in legislation 
now pending in the General As- 
sembly. 

This and another measure, 
making the use of chemical tests 
in drunken driving cases official, 
‘were prepared by the Rhode Island 
Council on Highway Safety. 

Driver training courses in high 
school would be financed through 
the assessment of an additional 
$1.50 fee on each two-year driving 
license issued. 


with all other air 


ee eS 


se oe perme 
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Petzold Splits Dealership— 

Tom Petzold, a Chrysler-Plymouth dealer in Detroit since 1946, signs a contract 
making him a single-line Plymouth dealer. His present location will serve as head- 
quarters for the Plymouth operation, Petzold Plymouth, Inc. A new dealership, 
Petzold Chrysler, Inc., has been opened a few blocks from his original location for 
the sale of Chrysler and Imperial cars. From left are R. P. Gilbert, Plymouth regional 
manager; P. T. Patterson, Plymouth regional sales promotion manager; Petzold, and 
Bernard Clark, who heads the Chrysler operation. 


LONG 
OVERHANG 
ON LATE 
MODELS 
GOT YOU 
LICKED? 


You can't lose this jack handle. 
It’s permanently attached. 
Swings down out of the 

way when not in use. 


% With Ausco, you make one quick 


Across the Nation .. . 


Auto Dealer Changes 


Kyle, Tex.; Weust Motors, Inc., 
Terre Haute, Ind.; Farrar Co., 
Woodville, Mass.; Hanstrom-Hubly 
Tractor Co., Cedar Rapids, Ia.; Pan 
Am Services, Inc., Houston; Maier- 
Schule GMC, Inc., Buffalo; Gilly’s 
Motor Co., Farmington, N. M., and 
Frank D. Stewart Co., El Paso, Tex. 


* * * 
oe Goliath Dealer Named 
2 . . on ee Action Car Sales, 1135 F St. 
Gillespie Erecting Building | Lewiston, Id., has been named a 
Gillespie Motor Co. (Ford) is| Goliath dealer. 
erecting a sales and service build-| Ce alae 
ing at 2300 Broadway, San Antonio. | Safer Ladder Claimed 
Greater safety is assured by a 


Frank Gillespie sr. is president of | 
the firm, the oldest Ford dealership revolutionary pyramid design of 
step ladders for business and in- 


in the city. 

5 : dustrial use, according to Bally- 
Eight Dealers Appointed | more Co., West Chester, Pa. 

s = = 7 
aA co ot Se ik —  Stece Leases Facilities 
e ealers have been ap- 

pointed by Four Wheel Drive. They | Of K. C. Motors 
are: | Sites Bros. (DeSoto), victims of 

Texas Industrial Equipment Co.,| a $275,000 fire at 5436 Troost, Kan- 


Continental-Kentucky Motors, 
Louisville, has received a franchise 
to sell and service the German- 
built Maico. 


* * * 


Wilson Edsel Changes Name 


The name of Dick Wilson Edsel 
Motors, Alexandria, La., has been 
changed to Star Edsel Motors, Inc. 


+ * * 


Not any more! The Ausco Hydraulic 
One End Lift Jack works like a 
charm on all cars, including 

'58 models. 


adjustment for saddle width to fit cross member, 
side rails, brackets or bumper and start lifting. 


% Only Ausco gives you speedy foot- pedal 


You may prefer the 
more economical Me- 
chanical One End Lift, 
No. 1100. Ask your job- 
ber about both models. 


release and fool-proof double mechanical 
safety locks for extra convenience & safety. 


The Ram Extender gives 
extra lift to make tail 
pipe, suspension, spring 
jobs and lots of others 
easier and 

faster. 





sas City, has leased 43,000 square 
feet under roof and 22,000 square 
feet parking area at 1906-08 McGee 
St., and 15,400 square feet at 1911 
Grand, and is moving from its 
used-car lot at 4901 Troost. 


The new location has been oc. 
cupied for several years by the K. 
C. Motors, Ine. (Chrysler. 
Plymouth), which has sold all of its 
equipment and fixtures to Sites 
Bros. It will sell its present stock 
of new cars independently. 

* * * 


Riefling Sells to Pelke 


H. B. “Pete” Pelke, a former 
Nash dealer, has purchased 
Pioneer Plumouth Co., Inc., 2317- 
2347 8. Jefferson, St. Louis, from 
R. G. Riefling. Pioneer was the 
first exclusive Plymouth deal in 


St. Louis. 
* * * 


Offgant, McGahey Linked 


Edwin I. Offgant, former Boston 
automobile dealer, now a resident 
of Coral Gables, Fla., has purchased 
a controlling interest in Ben Me. 
Gahey, Inc. (Dodge-Ply mouth), 
Miami. 

= * 7 


Joseph Expands 
A new building under construc- 
tion by Oliver Joseph, Inc. (Dodge- 
Plymouth), Belleville, Ill., will be 
opened about Feb. 28. The new 
facilities adjoin the present parts 


department and service shop. 
* * * 


Milans Sells to Crager 


Howard J. Crager has pur- 
chased Milans GMC, Inc., Tulsa, 
Okla., from Henry G. Milans jr. 
and renamed the firm Crager 
GMC, Inc. Crager formerly was 
associated with Ourisman Chev- 
rolet, Inc., Washington, D. C. 

* om * 


Employes Buy Dealership 

Michael Oldsmobile Co., 10640 St. 
Clair Ave., N. E., Cleveland, has 
been acquired by Ambrose LaTour, 
Ralph L. Meacham and John G. 
Bartuccio. The dealership, now 
known as LaTour Oldsmobile Co. 
was purchased from William J. 
Michael and is headed by LaTour. 
The trio formerly worked for 
Michael. 


Moncur Named Sales Chief 


John H. Moncur has been named 
sales manager for Fine Cars, Inc. 
(English Ford, Triumph, DKW and 
Isetta), 9216 Superior Ave., N. E., 
Cleveland. He was an auto dealer 
in Britain before coming to the 
U. S. in 1950. 


Hardin Opens Olds Deal 

Vie Hardin has been awarded an 
Oldsmobile franchise in Anaheim, 
Calif. He has opened Hardin 
Oldsmobile, 252 N. Los Angeles St. 
He previously had been with Olds- 
mobile dealerships in South Gate 
and Huntington Park, Calif. 


Huckabee Heads Firm 


Leo B. Huckabee jr. has been 
elected president of the Huckabee 
Auto Co., Macon, Ga. He replaces 
his father who was named chair- 
man of the board. 


Moss (GM) in Moscow 
Howard W. Moss has been named 


dealer for Cadillac-Pontiac at 
Moscow, Id. 
a 7 


Devers Adds English Ford 


Vin Devers Mercury has been ap- 
pointed the English Ford dealer in 
Sylvania, O. 


Dealership Changes Name 


St. Helens Mercury, Inc., 4037 
Dixie Highway, Louisville, has 
changed its name to Byerly Mer- 
cury, Inc. Ownership and manage- 
ment, headed by C. F. Byerly, re- 
mains the same. 

” * * 


Citroen Appoints 


11 Dealerships 


Appointment of 11 new U. S. deal- 
erships has been announced by 
Citroen Cars Corp., American dis- 
tributing subsidiary of the French 
auto company. They are: 

Milano Motors, 283 N. Bedford 
Rd., Mount Kisco, N. Y.; Eldridge 
Reems, Inc., 1817 Hull St., Rich- 
mon, Va.; Miller Auto Body, 625-37 
S. Fifth Ave., Canton, Ill.; West- 
port Motors, Vincennes, Ind.; Roar- 

(Continued on Page 61, Col, 3) 
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quare the buyers have outnumbered the sellers e e 
; two to one, Prices again were strong in Ll s rgantzes 
quare . 
icGee ° 2 growing demand for additional one mn °66, . 
0 Used-Car Auction Prices _ | |i tarsssc Siar sr tu Company to Build 
n its 262 offerings. d ‘ J . A ali 
DANVILLE, VA. eeps in Austratia 
n OC. > 
(Continued from Page 56) Danville Auto Auction, Sale every Wed- 7 i 
he K, nesday (Feb. 5). An excellent sale with a TOLEDO.—E dgar F. Kaiser, 
sler. (ps). *56 a sore. $1,785* (ps), ’55 —_ ae — gy ae greatly reduced number of entries because president of Kaiser Industries 
: ri coupe, 7 (ps). Ps); juper 2-dr., ps). ’ of extreme bad weather and ice conditions ® 
of its EROURY—'57 Monterey coupe, $1,845%,| 2-dr., $390°; 4-dr., $275* (ps). '52 2-dr.,| over the country. Sold 110 cars out of 153 Corp. and Willys Motors, Inc., an 
ites $1,800°. "56 aa he re $215. offerings. nounced that the Government of 
stock $1,325° (ps), . ; coupe, , PLYMOUTH—’57 Belvedere (6) 4-dr., $1,- * * * 
(ps). '56 Montclair coupe, $1,100° (ps),/ 370%; Savoy (8) 4-dr., $1,085. '56 Belve- ALBANY Australia has approved a plan by 
$745°. '53 Sport coupe, $390°. ’52 coupe, dere Suburban, $1,500* (ps); conv., $1,- o ‘ "eee aan. fee Willys to manufacture Jeep ve- 
$290. : 100*; Savoy (6) 2-dr., $870°. mn nee Oo oe ae hicles in Australia. 
° NASH 54 2-dr., $365, 53 Statesman 4- PONTIAC — ’57 Chieftain 4-dr, Catalina, Sale every Monday (Feb. 3). 100 or more 
dr., $260; 2-dr., $230, $225. $1,765*. '56 Chieftain 4-dr.. $980°: 2-dr good car buyers crowded our heated auc- Willys and its export subsidiary, 
“mer OBILE — °57 (88) Super Holiday, 215°, °55 Star Chief club’ coupe, $910*, | t!on room to escape the wind and fury of 
a $2,335° (ps), Baal a. (pe). $850° $785° (ps). °54 Chieftain 4-dr.,| 4 man winter that struck the east here Willys-Overland Export Corp., have 
sé $1,815; (98) Holiday, y ps); . Slane ;’| today. Only 109 cars arrived, not much bee w ir 
»317- Holiday, $2,175* (ps). '56 (98) Holiday, ae gise*, "62 2dr. “° $280°, | change in price except cheaper grades and n studying the plan with the 
,685° (ps); (88) conv., $1,475° (PS);| pAwBrER -’5 * : 80° older models, They remained unsold, Australian partners for some time 
rom (88) Super conv., $1,265* (ps). "55 (98) IR—’55 Cross Country, $780*. f 
the Holiday, $1 505° (ps). $1,260* (ps); (88) | STUDEBAKER—'57 Champion (6) 4-dr., a ae in order to make maximum uSe 0 
1 in Super Holiday, $1,320° (ps); 2-dr., $1,-| ..$925° MANHEIM, PA—BEL AIR, MD. the existing Australian automotive 


. d + | MISCELLANEOUS—’55 Chevrolet (8) %- 
095° eo ene ale ¢ 4 esta ton pickup, $710; Dodge %-ton stake, Manheim and Bel Air Auto Auction, Sale 
(ps); oliday, $1, ps). $750. '50 Ford %-ton truck, $145. every Thursday and Friday (Feb. 6 and 7). 


parts producing industry. 








Holiday, $950°; 4-dr., $800*; (98) 4-dr., Bel Air had a good small sdle. Manheim Willys Motors Australia Pty., 
ed $800°. quae oat Sy ree } Ta ae had the best sale in months. Market ts aa Ltd., the new company formed to 
$400°, fae ee , , . ° © ° strong. i highest percentage sold for a : er ; Aus- 
oston | PACKARD —'5S5S Patrician 4-dr., $1,025° — Auctions in Brief — feng time, Gold ST percent ef 496 care manufacture Jeep vehicles in : 
id (ps). "54 Panama, $575* (ps); 4-dr., INDIANAPOLIS registered. tralia, will be owned half by Willys 
an emOUTH ce Belvedere (8) 4 ar., $2,-| Ken Schaefer Auto Auction, Ine, Sale oi Battery Bottle— Australian distributors and half 
Me. a50° (pe). 56 Savoy (8) 4-dr., 9oib,|Cvery, Thursday, (Feb. 6). Prices were BIRMINGHAM, ALA. New lightweight, five-gallon polyethy-| >Y Willys. — 
ith) ee geen Geet", be Belvedere crease as buyers took home 73 percent of aan "eee we tT —s lene bottle used by Firestone Tire ond| Kaiser said that approximately 25 
( 4-dr,, $855*; station wagon, $705; Savoy | 268 offerings. cummin a ester. Set evenly Rubber Co. to ship battery acid cuts} to 30 percent Australian parts 
2-dr., $630; Plaza 4-dr., $625; 2-dr., a a “7 unseasonal bad weather didn’t hamper the| shipping costs and increases safety. A content will be used in the initial 
was 35 Sasoy Zagg S00: Plaza ar) | BORDENTOWN, N. 3... | sic. az mics held frm to the (rend that| special, acid resisting hose, equipped with| Production period. This percentage 
. *; ’ a . : . ‘ ° 
trus PONTIAC—'56 Star Chief Catalina, $1,-| every Wednesday (Feb. 5). Sellers’ market |a few weeks ago. Percentage selling was nonspill clip, permits easy filling of bat-| will be yp anemia over 
r 355° (ps); Chieftain Catalina, $1,165°./ again prevails. Now is the time to sell as’ above the average. teries at time of sales. ' the next 30 months. 
odge- 65 Star Chief Catalina, $945*, $895*; 
ll be Chieftain Catalina, $840°. ‘54 2-dr., 
$390. 53 Catalina, $420°; station wagon, 7 
new $400*; 2-dr., $340°, $260°; 4-dr., $330°. 
a ‘52 conv., $220°. = 2 
parts | RAMBLER —'s6\4-ar., so50° '54 4-cr., Car dealers report on results achieved with ... 
$500. "53 station wagon, $435. 
STUDEBAKER—’57 Golden Hawk, $2,000*° 
. (ps). "56 Power Hawk, $900*. ‘54 Cham- 
pion 2-dr., $375. '53 2-dr., $300. 
pur- MISOELLANEOUS — '56 Chevrolet %-ton 
il stake, $990. ‘55 Chevrolet tractor, $1,- 
~ 350. '53 Chevrolet %-ton pickup, $390. 
s jr. 
ager FLINT 
was (Flint Auto Auction, Inc. Sale every 


hev- Wednesday. Prices are for sale of Feb. 5.) 
(Even though the percentage was the 
same as last week, the market seemed to 
sip just slightly except on choice mer- 
ip thandise. Sold 152 cars out of 235 offer- 


) 
0 St. BUICK—’57 Century station wagon, $2,- 





has 265° (ps); 4-dr., $2,015* (ps), $1,900° 
r (ps); comv., $2,000° (ps); RM 4-dr., 
our, $2,115* (ps); Special 4-dr,, $2,065*, $2,- 
n G. 000°, $1,945° (ps), $1,475; 2-dr., $1,825°; 
now Super 4-dr., $2,050° (ps). ‘56 Century 
conv., $1,550° (ps); Super 4-dr., $1,295° 
Co., (ps); RM Riviera, $1,255° (ps). "55 RM 
m Jd. 4-dr., $1,050° (ps); Century 4-dr., $1,- a - hi hot ; ¢ 
Tour. 045°, $1,020°, $1,015° (ps); 2-dr., $985°; __ Fouad it everything thet you “We of the new cor sales 
Gee —_— = = a ba eee claimed it to be. Prospective customers deportment feel that the Guorantee, 
so75" (ps), $048"; 4-dr., 5° $755°. like the idea of gvoranteed protection for which we do not charge, has been a 
"4 Super eens ned a Special and it helps in closing sales. clincher on mony new cor soles.” 
le 2-dr.. +; $390°; RM 4-dr., $305°; D. W. Mitchell H. L. Heniser, Pres. 
ne Oe SS eee Ce. MITCHELL MOTORS, INC. ; HENISER MOTOR SALES 


Inc. | OADILLAC—'57 coupe de Ville, $3,320°. 


and "6 (62) 4-dr., $2,050° (ps). ‘51 4-dr., 
| $110°. "49 4-dr., $145°. 
. E, | GHEVROLET—'57 Bel Air (8) 4-dr., $1,- 
*. ba *. 
>aler ene, $1,705*; 2-dr., $1,555°; Bel Air “post satisfactory both to » : . 
the (6) 4-dr.. $1,550° (ps); Two-ten (6) Been of great assistance in 
2-dr., $1,325; club coupe, $1,275; Two- ovr company and our customers. Hos 


the sale of new cors not only to our 
regular customers, but also in bringing in 
new customers who have heard 


ten (8) coupe, $1,275. ‘56 Bel Air (8) tomers and increased 
coupe, $1.206°: 4-dr., $1,220°; 2-dr., $1,- brought vs new customer i 


095; Two-ten (8) coupe, $1,185*; Two- our service business.” 
al ten (6) 2-dr, station ‘wagon, $1,120; 


d 2-dr., $925; One-fifty (6) station wagon, B. Glover, Sales Mgr. of the plan.” 
on $1,060; 2-dr., $685. "55 Bel Air (6) Sport AUTO SALES & SERVICE CO. V. Scott 

vn SS i sao ee. ee MONTEVALLO MOTOR CO., INC, 
St. dr., $515*. '53 station wagon, $430; 2-dr., 

s $200; Bel Air 4-dr., $230°. ‘52 2-dr., 

ids- $230; 4-dr., $200°, $180. ’51 club coupe, 

Gate $190° 


CHRYSLER—'53 Windsor 4-dr., $290°. 


“About o year ago we started 
DeSOTO—'52 Custom 4-dr., $155* (ps). ; . 


DODGE—'57 Royal Lancer 2-dr., $1.725* using your Kendall program. Our 

(ps). °55 Coronet (8) 4-dr., $730°. °54 fixed coverage hos jumped from o three 

eee aes; wee yeor average of 37% to 58%." 
been | FORD—'57 Fairlane (8) 500 conv., $1,- 0 teteel @ 
abee 675°; 4-dr., $1,650*, $1,520°; 2-dr., $1.- 2 ©. TepUrIng, Fves. 
laces 625°; Fairlane (6) 2-dr., $1,400; station TRAURING MOTORS, INC. 
nai Wagon, $1,295, $1,205, Custom 300 2-dr., 

i $1,290*, $1,200, $1,180, $1,175. "55 Coun- 





try sedan, $1,145*, $905*; Ranch Wagon, 
$890°; Fairlane club coupe, $725*; Cus- 
tom 4-dr., $700°; 2-dr., $685, '54 Custom 





. (8) 4-dr., $450°; 2-dr., $375; Custom 
(6) club coupe, $345. ‘53 Country sedan, 
med #25" (pe); club coupe, $405, $350"; REASONS WHY THIS UNIQUE PROGRAM WILL WORK 
C sedan, ° - ° -ar., , 
$280°' *52 4-dr., *, : 
DMIPERIAL—‘s3. i-ar. $400" (ps). WITH EQUAL SUCCESS FOR You 
LINCOLN—'56 Capri 4-dr., $1,615°*. 
vd MERCURY—'56 Monterey club coupe, $1,- 
075°. "55 Monterey club coupe, $1,075*. oa : - . . ° 
ap | y ie Custom a 2-4, $440", te You gain in prestige because only your company name Gives you complete freedom in selecting the items you 
r in CLDSMOBILE — ‘56 (88) Super Holiday, appears on the customer Bond, which is backed by a choose to include in the contract. 
ow SO. “GS CES) ey, G50"; Kendall Dealer Lubrication Warranty. 
; You retain complete control of plan. Your customer list 
. P ; You decide how the program is offered. You can offer 
S E never leaves your hands. 
os | Premium Sales Up, ‘be adnan . 
. 
Mer- General Tire Says To aid you in promoting the Guarantee, Kendall provides Assures customer satisfaction by extending new car 
age AKROM.—Generel Tire & Rabber you with a wide variety of promotional material free of warranty. May be transferred to second purchaser at your 
: Co. reported that sales of its prem- charge. Cpssee. 
tires for automobiles during 
1957 increased by 55 percent over awe we ee werner ae ee ee ee eee eee 
2 1956 


L. A. McQueen, sales vice- 
President, attributed the sales in- 
trease to the growing safety desires 
jeal- | 8Mong American motorists and the 

by | introduction of the company’s twin- 

dis- | tfeaded Dual 90. 


KENDALL REFINING COMPANY 
Bradiord, Penna. 


Piease send immediately your brochure 
entitied, **This Guarantee Dares To Be Different."’ 


Send for Kendall Lubrication - 
Guarantee Brochure 


Get all the facts on Kendall's unique program for stimu- 
lating new car soles and increasing service department 
volume and profits. Mail the coupon today for Kendall's 
brochure entitled, ‘‘This Guarantee Dares To Be Different."* 











ench “General’s sales curve indicates 
a a drivers are turning more and 
fo re to the premium tire for that 
AgUtien marsin of enfety om the KENDALL REFINING COMPANY Firm 
tich- | Toad,” he said, “realizing that, in BRADFORD, PENNSYLVANIA 
25-37 | this age of high-speed driving, they TU in insicinceneeciarnenectereslliaatanieniartpstinsiieeesintiiiiad nina 
Jest- {Can no longer afford to let cost be Lubrication Specialists since 1881 


oar- |the most important factor in their 
tire purchases.” 
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Service Tips... 


This Might Save 
RTUNATELY, it doesn’t hap- 
pen too often, but you may 


here’s a tip on quick removal. 
If the material happens to be 


will also work: 


ee 00 nner ee ee 


eee 
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should be used in lifting the Series 
75 and 86 cars. This equipment is 
the preferred type for lifting all 
Cadillac cars.—Capm.ac Serviceman 
SUPPLEMENT 
oa . = 

Tail Light Removal Tip 
— light assemblies on the new 

model Plymouths are attached 
from the outside with six screws. 
The entire tail light assembly can 
be detached by removing these 
screws. . 

A vertical aluminum blade is 
used in the center of the tail light 
on all models except Suburbans, 
which have a chrome-plated die 
cast blade.—Ptiymovutn Propucr 
INFORMATION News 

> > > 
Decreasing Radio Noise 
OME critical installations of 
automobile radios may require 
complete shielding of the ignition 
system to fully eliminate noise. But 
there are many other reasons for 





Here's How Experts Do It 





radio noise besides the ignition 
system, so check these major 
sources of interference, suggested 
by the engineers of Champion 
Spark Plug Co., before assuming 
that additional suppression is 
needed in the secondary circuit. 
IGNITION NOISE is usually a 
popping sound varying in fre- 
quency with engine speed. It 
when the ignition 
switch is turned off. This inter- 
ference can usually be confined to 
the engine compartment by bond- 
ing (or grounding) of the hood, 


especially poor on cars two to 
three years old.) 

Many cars use suppressors in 
the rotor, distributor center lead 
or in the cables; these should be in 
good condition. 

Generator Noise is a high pitched 
whine in the radio and varies with 


engine speed. It will persist, how- 


NOW! THE FIRST MAJOR | F 





ever, if ignition is cut off with the 
engine running at moderate speed. 
This can be corrected by the use 
of a by-pass capacitor between the 
armature terminal and ground. 
(Don’t connect it to the field ter- 
minal!) 


GeneraTor-Recuiator Noise is an 
irregular, rasping sound traceable 
to arcing of contacts. It will not 
persist below the charging cut-out 
point of the regulator and can be 
eliminated by a by-pass capacitor 
at the battery terminal. 

Front-Wueet Nowe generally 
occurs only in dry weather and at 
speeds over 15 m.p.h. The irregular 
popping or “rushing” sound usually 
disappears when brakes are lightly 
applied. Static collectors in the 
hubs or special graphite antistatic 





Value of Inspection Plans 
Is Studied by Milwaukee 
MILWAUKEE.—A study of the 


programs in 14 states. Wisconsin 
has no required inspections. 








i 
powder in the tires handle this 
problem. 

GAS-GAUGE NOISE may be 
identified as a hissing or crack. 
ling which occurs when the car ig 


denser connected across the 
gauge resistance element & 
ground. 


In all cases, while the antenng 
itself must not be grounded, the 
lead-in shield should not be brokeg 
and must be properly grounded a 
both the antenna and radio chasgig, 
If noise disappears when the ap- 
tenna is disconnected at the 
it indicates that the antenna jg 
picking up interference. 

If noise still persists, it is prob 
ably begin transmitted to the radio 
via the power lines; this necegsj- 
tates installation of a by-pass con- 
denser from the “A” lead to ground, 
—CHAMPION SparK Puc Co. 
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Shop Owner Heads Group les A 

KANSAS CITY.— John J. Marino, § tenz of 
owner of Marino’s Garage, is the § sles p 
new president of the Automotive § sercede 
Trades Assn. of Greater Kansas § eccompe 
City. Other officers are Wade | tatiage 
Scott, vice-president, and Curt ig. Car 
Penson, secretary. the gatt 


CAR-PAINTING | E 





New Ease and Flexibility— Now, reaching 
across broad flat hoods, over sweeping contours, 
under rocker panels, and into cramped corners 
is free and easy with the DeVilbiss Remote-Cup 
Outfit. Correct gun angle ean be maintained on 
all these surfaces without dripping paint from 


the cup vent hole. 


Less Fatigue—Weight at the gun is reduced 
60%. With the cup and paint supply removed 
to the idle hand, the spray hand is free to reach 


overspray. For the first time, lacquers, enamels, 
acrylics, primers and surfacers can be sprayed 
under all conditions with just one gun. 


Paint Savings—Overspray is reduced three 
ways: (1) correct balance of fluid and air-flow 
in all pressure ranges, (2) elimination of awk- 


ward gun angles to avoid spray rebound, (3) 


arm’s length across the broad horizontal sur- 


faces and maneuver over the entire car without 


fatigue or cramped muscles. 


More Beautiful Finishes—Exclusive, five-way 
spray control makes possible the ideal balanc- 
ing of fluid and air-flow for each type of paint 
to eliminate orange peel and dry spray; assures 
better flowout; prevents sandy finish from dry 


greater control of fluid flow and atomization for 
ideal paint break-up in extra-wide, and nar- 
rowed-down spray patterns. 


Greater Productivity— Remote-Cup Method pro- 


vides paint feed under pressure with full control 


of flow rate for fast, full coverage. Large areas 
can be covered nonstop because of the Remote 
Cup’s greater capacity. 


Call your nearest distributor or jobber today 
for all the facts and a demonstration. 


Lo 
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Mercedes-Benz Dealers Meet— 


P Kerlfried Nordmann, third from right, front row, sales promotion director, Daimler- 


rino, § fenz of North America, Inc. In Southern California to discuss merchandising and 1600 N. Main St. to his 


the § sles promotion techniques with dealers, Nordmann told the dealers that 1958 
stive | Mercedes-Benz sales prospects are the brightest in the company’s history. He was 
nsas § accompanied by LeRoy Spencer, Mercedes-Benz West Coast monager, and J. D. 
ade i tollinger, executive manager, West Coast branch, Daimler-Benz of North America, 
urt Gin Cari V. Waltzer, Studebaker-Packard los Angeles zone sales manager, hosted 








Across the Nation .. . 


Auto Dealer Changes 


(Continued from Page 58) 


ing Fork Motor Co, Hyman & 
Hunter, Aspen, Colo. 

Al DeMark Auto Service, 402 8. 
Tejon St., Colorado Springs, Colo.; 
Economy Car Center, Tenth and 
Front, Boise, Id.; Bud Billings Mo- 
tor Co., 216 E. Santa Fe, Olathe, 
Kans.; Schmelz Motor Sales, 1101 
Tenth Ave. S., Great Falls, Mont.; 
Continental Motor Cars, 3040 Lib- 
erty Rd., Salem, Ore., and National 
Motor Service, 1104 W. Burnside 
St., Portland, Ore. 


McCormick Chevrolet Moves 
Gordon McCormick, owner of 


les Angeles zone Mercedes-Benz dealers gathered in Beverly Hills, Calif., to greet McCormick Chevrolet, Nappanee, 


Ind., has moved his dealership from 
new one- 
story building at 1255 W. Market 
St. 


* t 


> 
Bob Williams Builds 
Bob Williams Chevrolet- 





Oldsmobile, Milford, O., is con- 
structing a sales and service build- 
ing at the site of a proposed 
shopping center in East Milford. 
Completion is scheduled for May. 

* * * 


St. Helens Renamed 

St. Helens Mercury, Inc., 4037 
Dixie Highway, Louisville, owned 
by C. F. Byerly, who also owns 
Byerly Motors, Inc. (Ford), has 
changed its name to Byerly 
Mercury, Inc. 
* et 


Mercedes for Schroeder 
Walter Schroeder Motors, Inc. 
(Studebaker), Berwyn, Ill, has 
been awarded a Mercedes-Benz 
franchise. 


* > * 
Grant Sells Island Deal 
Grant Motors (Ford), 405 Ninth 


St. S, St. Petersburg, Fia, has 
sold its Treasure Island 
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| EQUIPMENT IN OVER A DECADE 











- | DeVilbiss REMOTE-CUP METHOD gives 
new ease and speed fo painting... 
higher quality results with all materials 


FOR BETTER SERVICE, BUY 


DeVILBISS 





THE DeVusiss COMPANY ¢ Toledo 1, Ohio 
London, England « Barrie, Ontario « Branch Offices in Principal Cities 












New DeVilbiss Model P-KB-602 Remote-Cup Outfit 


E. B. Walker, field manager for 
Ford Motor Co. in Jacksonville 
for more than 20 years. 

+ > > 


McArthur Ford Sold 


Sydney Friedkin and Herman F. 
Sehriefer have purchased McArthur 
Motor Sales (Ford), Charleston, 
IL, and have renamed it F & 8 
Motor Sales. The firm had been 
operated by the McArthur family 


since 1920. 
7 * 2 


Weaver Buys L-M Deal 


Weaver-Edsel Sales, Inc., 4100 
Chapman Highway, Knoxville, 
Tenn., has purchased Cliff Pettit 
Lincoln-Mercury, Inc., Knoxville, 
according to Robert V. Weaver, 
president. The firm has been re- 
named Weaver Sales, Inc. 


* > 


Park Circle Adds Goliath 


The Car Import division, Park 
Circle Motor Co, (Chevrolet), 3400 
Reistertown Rd., Baltimore, has 
added Goliath to its line. The divi- 
sion is headed by Walter A. Koop- 


man, 
> > > 


Don Stein Buick Opens 

Don Stein Buick has opened at 
5801 Johnson Dr., Mission, Kans. 
Don Stein is president of the firm, 
which he purchased from Charlies 
Ryan. 

a7 * > 
Maggio Drops Edsel 

H. D. Maggio, Inc., Chicago, 
which switched from Dodge to 
Edsel in the fall of 1957, has 
switched back to Dodge-Plymouth- 
DeSoto. Henry Maggic is president 
of the firm. 


+ * > 
Vaughan Adds Volvo 
Lee Vaughan Motor Co., North 
Little Rock, Ark., has acquired the 
franchise for Volvo. Sales will be 
handled by Lee H. Vaughan, pres- 


ident, and Rey Chinn, manager of 
the firm at 1815 East Broadway. 
> 


Schlemmers Buy Buick Deal 


Sherwood A. and James R. 


dispose 
Mercury dealership in North 
Canton. 


Corley-Dunn Motors 


GM Employes 
Earn $3.4 Million 
For °57 Job Ideas 


DETROIT.—General Motors em- 
ployes record-breaking 
$3,414,073 in 1957 for nearly 261,000 
Suggestion Plan ideas. 

Last year’s payments to GM em- 
ployes offering suggestions 


Louis G. Seaton, personnel 
president, said that new marks 


also were recorded for the number 
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S ieee MIRRORS 


... better SELLING too! 


Today these long-time favorites of America’s style-setting sports car owners 
are found on almost any make car. They're so popular because of their 
smarter, heavily coated, weather resistant chrome finish and the sharper, 
undistorted viewing their top quality mirrors provide. British-made by 


world fomous Lucas. 
oP c a 


« ALL-CHROME FINISH 

« SHOCK RESISTANT 

« FLEXIBLE ADJUSTMENT 

Get your share of Lucas’ growing sales in America. Send for information 
about the complete line of Lucas automotive products . . . the line that’s 
standard equipment for the majority of British-made cars. Learn how the 
slogan, “replace Lucas with Lucas” can mean new profits to you! 


Represented in the United States by 


LUCAS ELECTRICAL SERVICES, INC. 


501-509 W. 42nd St., New York 36, N. Y. and 
5025 W. Jefferson Bivd., Los Angeles 16, Calif. 
GENERATORS + STARTERS + DISTRIBUTORS - COILS 
BATTERIES * LAMPS - WINDSHIELD WIPERS - REGULATORS 
HORNS * GIRLING BRAKES AND SHOCK ABSORBERS 


Auto Washington 


(Continued from Page 10) 


this area, since Federal controls 
play a big role in milk prices. 
* + * 


Price Cuts Suggested 


i oe prices were in the spot- 
light before the Joint Economic 
Committee, too. 

William McChesney Martin jr., 
chairman of the Federal Reserve 
Board, testified that cutting prices 
would be “one of the most effective 
stimulants” to lagging trade. 

Senator John Sparkman, Ala- 
bama Democrat, who presided at 
the hearings, asked Martin 
whether the fact that “prices are 
being maintained” in the face of 
recession isn’t “out of character.” 

Martin replied that he felt price 
adjustments should be made. 

“If demand for your product is 
lagging, the quicker you cut prices 
the sooner you will clear your 
shelves and be moving forward 
again,” the board chairman said. 
“The consumers have money, but 
they are not sure they want to 
buy.” 


* + * 


Early Recovery Seen 


ARTIN was confident of an 
early business recovery, but he 
thought the current recession 
might be worse than expected. 
Price cuts, he said, would be one 
way to hasten recovery, and he em- 
phasized that changes in monetary 
policy could not do the job alone. 
But he warned Congress not to 
make any hasty moves to prop up 
the economy, since inflation as 
well as recession is still a threat. 
However, Sparkman promptly 
called on Congress to “take the 
initiative” in proposing measures to 


You can make 150°. PROFIT with an 


AMMCO BRAKE SHOP 


a 


Ne. 1650 
BRAKE CYLINDER 
SURFACING HONE 


-_ 
all 


No. 2000 
“SAFE-ARC” BRAKE 
SHOE GRINDER 


en AC ae 


No. 3500 
UNIVERSAL 
BRAKE DRUM 


No. 1750 
BRAKE SHOE 
SETTING GAGE 


AMMCO TOOLS, INC., 


MICROMETER 





combat rising unemployment. He 
added that he would request a 
“crash program” to stimulate home 
construction as a first step. 

“The economic slack must be 
taken up and promptly if we are 
to avoid a full-blown recession,” the 
senator declared. 

+ * * 


Inventories Gain in Year 


NVENTORIES in the hands of 

manufacturers, retailers and 
wholesalers at the end of 1957 were 
almost $2 billion higher than at 
year-end 1956, according to the 
Department of Commerce. 


Retail inventories were $1 bil- | 


lion higher. 


The Department said the increase | 


resulted from higher stocks of dur- 
able goods in retail stores, “and 
more particularly in automotive 


dealers’ stocks.” 
= 7 = 


End of Car Excise Urged 


HH{*4RINGs on repeal of auto 
excise taxes— which would be 
another way of cutting car prices— 
has been asked by the author of a 
repeal bill, Rep. Charles E, Cham- 
berlain, Michigan Republican. 

In a letter to the House Ways 
and Means Committee, Chamber- 
lain said: “Repeal of the automo- 
tive excise tax would provide an 
immediate impetus to our economy 
and increase employment in the 
automotive and many related in- 
dustries.” 


Publisher U rges 


Quick, Bold Action | 


Against Recession 


DETROIT.—The U. S. must meet 
the challenge of the current reces- 
sion with wise and bold action 
immediately and not wait for 
“nature to take its course,” Elliott 
V. Bell, editor and publisher of 
Business Week, told the Economic 
Club here last week. 

Bell said action is needed for two 
reasons—a recession holds grave 
dangers that it might develop into 
a serious spiral of deflation and 
many generally desirable things 
can be started in a recession which 
would be dangerous to undertake 
during a boom. 

He urged consideration of such 
programs as construction of fall- 
out shelters for civilians, new 
schools and new roads as well as an 
even greater increase in defense 
spending than was proposed in the 
budget now being considered by 
Congress. Bell added: 

“Now, when the dangers of in- 
flation are lessened, when we have 
idle industrial capacity and a 
mounting idleness of labor, let us 
tackle at least some of those jobs.” 

Bell contrasted the “let nature 
take its course” attitude while the 
depression of the 1930s was setting 
in with the “bold and effective 
policies” with which the Govern- 
ment fought the recession of 
1953-54. 

He urged that the same vigor, 
not tempered by “an almost hys- 
terical alarm over inflation,” be 
shown in reversing the present 
downturn. 


Buick, Chrysler 
List Sales Champs 


DETROIT. — Lou Ehlers, Inc., 
Shorewood, Wis., topped all Buick 
dealers in sales in 1957, according 
to Buick zone officials in Milwau- 
kee. They declined to give the num- 
ber of sales. 

Clare E. Briggs, sales vice- 
president of the Chrysler division, 
announced that Walton Motor 
Sales, Inc., Chicago, is the nation’s 
Chrysler sales leader for the fifth 
consecutive year. 

Last year the Ehlers dealership 
ranked second in the nation with a 
total of 1,907. new-car sales. There 
are approximately 3,000 dealers in 
the U. S. 


Finance Branch Opens 


SANTA ANA, Calif. — Pacific 
Finance Corp. has opened an office 
at 707 W. Seventeenth St. here. 
Mike Dolan is branch manager. 
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MICHIGAN BLVD. AT CONGRESS Sr 


Near’the heart of the Loop 


a 
4000 rooms trom - 4 


we charge tor chitdre™ 
o 


air-Conditioned Rooms 


Radio and Television 


Harrison 7-3800 
WM. BURNS 


LEONARD HICKS — Gon. Mar: 


v.P. ond Mag. Ow 


FREE TELETYPE RESERVATIONS 
FOR ALL ALBERT PICK HOTELS 


Sensational NEW 


foil) 8 03 


TRIPPE 
SCORES 
AGAIN 


Effective 


with 
im drying 
the neu 


sea) NEW “IR-7” 


resins. Here's a fast action infro- 
red dryer on a stable 
25” circular bose 
with MAN SIZED 
Control Knobs and Handles for 
quick adjustments. Heavily wired 

for 115/130 Volts. 

Call Your Jobber TODAY 
or Write us NOW! 


TRIPPE MFG. COMPANY, Dept. C-‘ 
133 N. Jefferson St., Chicago 6, Ill 


Impressive 


Se L, es APPROACH! 


Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords ore now avoil- 
able to the following dealers: 

© BUICK ® BeSOTO © FORD 

© CHEVROLET® DODGE © PLYMOUTH 
© CHRYSLER © EDSEL 8 6© PONTIAC 


Write today for Free Sample Folder 
UTLEY BROTHERS, Inc 
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Bulletin Board ... 





Battery Brushup 
A “short course” on fundamentals 
of storage batteries, “Simplified 
Electricity for Electric Industrial 
Trucks”—two pages, free. Exide 
Industrial Division, Electric Stor- 
age Battery Co., Box 8109, Philadel- 


- Fe. 2. 2 


Control Devices 
Four-page Bulletin (AC-3) and a 
two-page Bulletin (AC-4) describ- 
ing: 11 recently. developed control 
devices—free. Tipptronic, Inc., 
Chagrin Falls, 0. 
= 


” 


Simmons Fastener Line 
A catalog with dimensional draw- 
ings and specifications of the Sim- 
mons line of fasteners—eight pages, 
free. Sales Department, Simmons 
Fastener Corp., 1761 N. Broadway, 
Albany 1, N. Y. 
> 


Tap-Lok Inserts 

Data on H-Series Tap-Lok In- 
serts, with 3B internal threads, 
designed for aircraft applications— 
free. R. G. Cummings, Groov-Pin 
Corp., 1125 Hendricks Causeway, 
Ridgefield, N. J. 

= = = 
Storage Layout Service 

Layout service showing how aisle- 
dimination principle makes possible 
consolidations and capacity in- 
creases of 30-70 percent more stor- 
age equipment—free. Mobile Stor- 
age Division, Dolin Metal Products, 
Inc., 315 Lexington Ave., Brooklyn 
16, N. Y. 


* > * 


Premium Coupon Plan 


Brochure, “47 Ways to Increase 
Bales with a Premium Coupon 
Plan,” listing marketing, selling, ad- 
Vertising and promotional problems 
it says can be solved with a coupon 

—free. Premium Service Co., 
.. 195 North St., Teterboro, N. J. 
> ” * 


Simplified Electricity 
“Simplified Electricity for Electric 
Industrial Trucks”—two pages, free. 
Exide Industrial division, Electric 
Storage Battery Co., Box 8109, Phil- 
adelphia, Pa. 
. 


> > 
Material-Handling Devices 
Illustrated Catalog C-1 contain- 
ing application drawings, tables, 
diagrams, engineering data and 
other technical knowledge on 
material- handling devices—16 
pages, free. Merrill Brothers, 
Caspian St., Maspeth, N. Y. 
> . e 


Truck Service Parts 

A catalog of parts for truck 
distributors, ignition systems, 
generators and starting motors— 
128 pages, free. United Motors 
Service, General Motors Building, 
Detroit 2, Mich. 

> > 7 

Tank-Weighing Brochure 
Tank weighing as a measurement 
of tank contents—four pages, free. 
Bulletin 571. A. H. Emery Co., New 


Canaan, Conn. 
* 


> > 
Aircraft Hose Assemblies 


“Aircraft Plumbing Handbook” 

describing fluorocarbon flexible 

and hose assemblies, 64 pages, 

free. Resistoflex Corp., Woodland 

Rd., Roseland, N. J. 
a 


‘From Idea to Production’ 
“From Idea to Production,” il- 
lustrated bulletin explaining me- 
chanical, electronic and hydraulic 
engineering and manufacturing fa- 
cilities—four pages, free. ConRay 
Corp., 29 W. Apple St., Dayton, O. 
* + . 


Towmotor Lift Truck 
A folder describing design, con- 
struction and operating features of 
Model 460 Towmotor lift truck— 
four pages, free. Towmotor Corp., 
1226 E. 152nd St., Cleveland 10, O. 
7 a a 


Hints on Early Autos 
“Hints,” booklet covering motor- 
problems of early-day autos— 
29 pages, free. Amalie Division, L. 
Sonneborn Sons, Inc., Franklin, Pa. 
. ” a. 


Tracer-Controlled Units 


Specifications and features of 
er-controlled sculpture ma- 
chines—Bulletin CRS-57, four pages, 
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Bureau—565 pages, $4.50. U. S. 
Government Printing Office, Wash- 
ington 25, D. C. 


oe. ©" 


Worm-Gear Bulletin 


Design and application of double- 


free. Colonial-Romulus division, Col- RE Sc aan Gann eaten 


onial Broach & Machine Co., Park- Gears division, Michigan Tool Co., 


grove Station, Detroit 5, Mich, 7171 E. MeNichols, Detroit 12, Mich. 
c ed + * : 
rane Standard Square-Head Cylinders 


A standard designed to aid man- ‘ . 
ufacturers and users of power| , Specifications for square-head hy- 


cran d shovels — : _| draulic cylinder line—3Q pages, free. 
Best, Commodity ‘Standards Divi, | Anker-Holth division, Wellman En- 
sion, U. S. Department of Com-| 8ineering Co., 2723 Connor St., Port | 


merce, Washington 25, D. C. Huron, Mich. . es! 4 
* = > 


‘Revere Aluminum Sheet’ | Auto Drive Control 
A 28-page two-color booklet en-| Booklet describing Dunn drive} 


titled “Revere Aluminum Sheet” | control for handicapped car drivers| Digeuss Labor-Management Relations— 
has been published by Revere Cop-|—free. Dunn Drive Controls, 2227 : : ; , 
per and Brass, Inc., 230 Park Ave. Elmwod Ave., Buffalo 23, N. Y. Ten nationally known clergymen met with George Romney, president, American 
New York 17, N. ¥ , ’ ? * * Motors Corp., and other company officers in Detroit in an off-the-record discussion 
7 te ae Cooling-System Testers of the ethical and moral implications of AMC's position and approach to labor- 
Beckman Equipment F i management relations. From left are J. J. Timpy, AMC vice-president; R. D. Chapin jr., 
os ‘ \ older on precision testers with automotive division executive vice-president; B. A. Chapman, Kelvinator executive 
Beckman Industrial pH Equip-|clues for cooling-system trouble | vice-president; George Gullen, Labor relations director; Rabbi Eugene J. Lipman, New 
ment”—Bulletin 5400, eight pages, | shooters—free. Stant Mfg. Co., Con-| vy... br. Marshall L. Scott, Chicago; The Rev. Leo J. Brown, S. J., St. Louis; The Rev. 











free. Beckman/Process Instruments | nersville, Ind. ‘Dr. Cameron Hall, New York; The Right Rev. Richard S. Emrich, Detroit; The Rev. G. 
division, Fullerton, Calif. . . Paul Musselman, New York; Romney; The Very Rev. Msgr. George C. Higgins, Wash- 
Meche Packaging Cost Reduction _| ington; £. 1. Cushman, industrial relations vice-president; The Rev. Robert Allen, Detroit; 

1956 Census Data “How to Ship More Economically | The Rev. Dr. G. Merrill Lenox, Detroit; E. W. Bernitt, automotive operations vice- 


“County and City Data Book, | in Corrugated Boxes”—24 pages,| president; Rabbi Morris Adler, Detroit, and R. G. Waldron, assistant industrial rela- 
1956,” statistics compiled by Census’ free. Hinde & Dauch, Sandusky, O.' tions director. 
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BRAKE SERVICE 

if you are a Raybestos 
See a Raybestos dealer soon for your Reale 


POINT ere 


adjustment for your car 


BRAKE 
CHECK +2.00° Backed by a 
enn er ree merchandising 








HERE’S WHAT HE’LL DO: 






5. Check hydraulic system and program Ur TL 


brake fivid level 


1. Pull front wheels, inspect linings 


2. Check brake drums a 7 : 
. Adjust 
3. inspect front wheel bearings pie just brakes or recommen 


4. Clean brake assembly 7. Road test brakes 





make Raybestos 






If your brakes need relining your dealer will make sure WCF RS tr ei 
you're safe by using the lining that licks dangerous 
HEAT and WEAR brake problems... RAYBESTOS! 












RAYBESTOS DIVISION 
Bridgeport 2, Connecticut 





SELLING FRICTION MATERIAL 


Please send me complete details on how | con tie in 
with the 7 Point Broke Check Program. 






For the name of your neorest dealer, write to Department SS. 
RAYBESTOS DIVISION of Reybestes-Menhetten, inc., BRIDGEPORT, CONN. 


RAYBESTOS-MANHATTAN, INC. Brake Linings © Grohe Fivid © Brake Blocks © Clutch Facings © Industrial 






Rubber © Mechanical Pachings © Asbestos Textiles © Engineered Plastics © Sintered Metal Products © Rubber Covered Nome 
Equipment © Leundry Pads and Covers © Abrasive and Diamond Wheels © Industriel Adhesives © Bowling Balls 
Street 
City. Stote 














Arizona Chevrolet Dealers Organize— 
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Arizona Chevrolet dealers have formed the Chevrolet Dealers Assn. of Arizona, 
Inc., in a move to strengthen inter-dealer goodwill and cooperation, and, as an 
advertising group, to promote the idea in customers’ minds of doing business with 
“your home town Chevrolet dealer.’ Bert Brown, seated, Mesa, association president, 
signs contract with Charles H. Garland & Associates, advertising and public relations 
eunselors, as association directors look on. Standing, from left, are Ed Fitzgerald, 
Phoenix; Bennie Briscoe Jr., Willcox; M. O. Linder, Cottonwood; John Elias, Nogales; 
Frank C. O'Rielly, Tucson, and Robert C. Garland, agency vice-president. 








Here’s how you can help increase 


SERVICE JOBS UP TO 50% 


with your present setup! 


With Executone Intercom you 
just push a button and talk! 
Production is continuous and 
uninterrupted. Jobs are routed, 
parts and tools ordered, infor- 
mation exchanged —all with- 
out wasteful running around! 

Large and small dealers 
everywhere report the new 


Executone has helped increase 
service jobs from 20% to 50% 
with their present facilities— 
and profits have jumped ac- 
cordingly. Learn how you can 
sell more customer labor, 
build customer goodwill, up 
your profits with Executone. 
Mail coupon below today. 


SERVICE and INSTRUCTION on your premises 
Factory-trained technicians in your area provide 
prompt, dependable service whenever required. 


Representatives instruct your people in the 
proper use of your system for maximum benefit. 


Lecilone 
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EXECUTONE, INC., Dept. &-13 
415 Lexington Ave., York 17, N. Y. 
Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 
N 











In Canada—331 Bartlett Ave., Toronto 
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In the Letterbox 


(Continued from Page 14) 
far into the future. It will regain|of heavier body metal, heavier 





and hold for a very long time a/ chrome, 


heavy undercoating and 


great portion of the American mar-| really heavy duty simulated leather 


ket.” 

“Ah—” said the Board Chairman, 
drawing smugly on his straight 
dollar cigar, “you have designed a 
new dashing, daring vehicle that is 
lower, longer, faster, wider, all 
automatic control and powered 
with our new Super Satellite fuel 
injection Stratosphere Circling en- 
gine?” 

The Top Designer scowled. “We 
have NOT” he snapped. “This revo- 
lutionary new car will be named 
the CALVIN, after our late great 
President of these United States, 
Calvin Coolidge. Quiet, plain, very 
substantial, able to work right 
around the clock without fuss or 
feathers at minimum cost. 
out and does the job and always 
ready to go.” 

“Tell us more,” scowled the 
Chairman of the Board. 


“The CALVIN,” continued the 
Top Designer, “is six inches 
shorter in wheelbase and one 
foot shorter in overall length 
than our present low-priced 
model. It is also three inches 
higher, has two inches more road 
clearance and is four inches nar- 
rower.” 

There was stoney silence. 


“We have set the engine back 
three inches. That gives even 
weight distribution on all four 
wheels. So the car steers easily 
now and you do not need power)! 
steering. It is better in mud and 
snow, for more weight is off the! 
front wheels and onto the back 
wheels. We have stiffened the 
springs and the car does not roll 
on corners nor dive when you slam 
the brakes.” 

The silence deepened. 

“We have thrown away all the 
fancy chrome and grille work. We 
have put back the old bumpers 
that are made to bump with. You 
can push a neighbor with a dead 
battery on a cold morning without 
needing a fifty dollar repair job 
when you get through pushing or) 
being pushed.” 

Now there were scowls. 

“We have cut the power to 125) 
horses. Maximum speed to 85. That 
gives an easy cruise on the turn- 
pike at 70. We guarantee 20 miles 
to the gallon at a steady 40 miles) 
an hour.” 

One or two Directors fingered 
their heavy bronze letter openers 
and gazed at the Top Designer’s 
Adams Apple. 

“We have ripped out power steer- 
ing, power brakes, power windows, 
power seats and automatic trans- 
mission. All those take power from | 
the engine and use more gasoline. 
We have put in a four speed, man- 
ual operated transmission. The 
Germans and the British proved 
years and years ago that a four 
speed forward manual transmis- 
sion gives zero maintenance and 
top gas economy.” 

The 








of the Board 
hastily scribbled a note and 
handed it to an secre- 
tary who bowed and departed 
quickly. 


“Furthermore, there will be NO}|- 


model changes for FIVE years. We 
will write off the cost of the new 
dies to make the body in the first 
year and after that pass the sav- 
ings on to the buyer in the form 


Three Salesmen 


Sweep Honors at 
Clohecy Pontiac 


DETROIT.— Three salesmen at 
Clohecy Pontiac, Inc., here have 
won every sales contest sponsored 
by Pontiac 1954, when the dealer- 
ship was first organized. 

The three—Al Blum, Dick Moran 
and Joe Palmer—also hold the 
three top positions in the Pontiac 
Salesmen’s Guild as president, vice- 
president and secretary-treasurer. 

The dealership in its brief exist- 
ence has won every available Pon- 
tiac prize for sales and achieve- 
ment. 

Last year it was the only Detroit 
dealership to win a Knudsen 
Trophy 


upholstery.” 

The Board Chairman raised his 
hand in protest but the Top De- 
signer went right along. “There will 
be only three bodies offered—four 
door sedan, station wagon and old 
fashioned coupe with big 
luggage capacity for folks touring 
or travelling salesmen. We have a 
built-in oil heater so that you just 
plug an extension cord from your 
house current onto the car on a 
deep cold night and the engine is 
ready to go in the morning. Heat- 
ers and defrosters will be .over- 
capacity. Windshield wipers heavy 
duty. 

“There will be built-in towing 
rings front and back to get the car 
out of the mud or deep snow— 
after all—we all do not live on the 
Jersey Turnpike. The instrument 
panel will have no protections, 





cowl and sun visors deeply padded, 
Built-in safety belts. Glove com. 
partment will be slanted slightly 
forward so the contents will not 
spill when you open the door--—ang 
oh-yes—a handy ledge like the 
English cars under the instrument 
panel for cigarettes, driving giasses 
and tissue, And a small box for 
change for toll houses and par 
meters. Due to NO yearly models 
the car will have very low depre. 
ciation and—” The Board Chair. 
man raised both hands in protest, 
but the Top Designer plunged 
right ahead— 

“With no model changes, about 
the second year we will be retail. 
ing this car for eighteen hundred 
dollars. Any man handy with 
tools can do some repair work on 
it. You can get at the plugs with- 
out standing on your head. Ojj 
filter change will be A B C—1i2. 
year-old boy can do it. A cinch 
to drain the radiator or change 
the oil—do it in the back yard—” 

Just then the men in White Coats 
rushed in and seized the Top De. 

signer and carried him off. 

Then the Members of the Board 
drew a deep breath of relief, lighted 
fresh cigars and settled down to 
business. 
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Buffalo’s FASTEST growing papers 
MUST BE the most effective 


It takes reader interest and oe to make 


your newspaper advertising effective. 


at better 


auge of those factors can you ask than circulation 


growth? In Buffalo, the Morning Courier-Express 


and Sunday urier- 


growing newspapers. Bot 
the population. 


ress are the two fastest 


are growing faster than 


FOR ECONOMY...for greater spender impact 
and more advertising for your dollar concentrated on 
those with more dollars to spend...use the Morni 


Courier-Express. It reaches the to 


45% of AB 


Buffalo families...nearly 1/ of all those through 
Western New York’s 8 counties. 

FOR SATURATION use the Sunday Courier- 
Express ...the state’s largest newspaper outside of 


Manhattan. It’s your most 


potent sales force in 


blanketing Western New York’s 491,300 families. 


ROP COLOR eveilabie daily end Sundey 
Member: Metro Sunday Comics and 


Buffalo 


Sundoy Mogazine Networks 


COURIER-EXPRESS 


Representatives: SCOLARO, MEEKER & SCOTT 
Pacific Coast: DOYLE & HAWLEY 
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In Enforcing Safety Rules... 


ICC to Get Tougher, 
Truck Council Told 


By Allen Sommers 
Staff Correspondent 

PHILADELPHIA. — Companies 
that operate their own trucks face 
stricter enforcement of safety reg- 
ulations, an Interstate Commerce 
Commission official told the Private 
Truck Council of America, Inc. at 
its 19th annual convention here. 

Over 300 executives of companies 
that use their own trucks attended 
the convention, whose theme was 
“Service with Safety.” 

At a panel session on ICC 
safety regulations, Ernest Cox, 
chief of ICC’s Section on Motor- 
Carrier Safety, commended Coun- 
cil members for accident- 
prevention activities. He said 
many private-truck operators 
outside the Council are not as 
safety conscious. 

“The Interstate Commerce Com- 
mission has substantially stepped 
up its enforcement activities as to 
all motor carriers subject to its 
safety regulations,” he said. “There 
is a noticeable increase in the pro- 
portion of private carriers who 
appear in published reports as de- 
fendants prosecuted in the courts 
for disregard of the safety regula- 
tions. 

“It is reasonable to believe and 
to expect that this policy of in- 
creased attention to private car- 
tiers who disregard their obliga- 
tions under the Commission’s safety 
regulations will be continued and 
increased. 

Cox said the last session of 
Congress substantially increased 
penalties for violation of regula- 
tions prescribed under the motor- 
carrier section of the statute. 

Cox urged that employes be 
better acquainted with ICC regu- 
lations and characteristics of the 
vehicles they drive. He said there 
was important need for more 
adequate instruction of mechan- 
ies, dispatchers, supervisors and 
vehicle inspectors. 

The Private Truck Council’s 


Freedom Sought 
By Ward in Plea 
To Higher Court 


DENVER.—Fred Ward, former 
Denver auto tycoon, has petitioned 
in the 10th U. S. Circuit Court of 
Appeals to release him on bond. 
The Circuit Court presently is con- 
sidering an appeal from Ward 
that his 12-year federal prison 
sentence was in violation of law. 


Ward last Dec. 8 became eligible 
for parole after completing one- 
third of the sentence in the federal 
prison at Leavenworth, Kans, The 
U. S. Parole Board in Washington, 
however, has made no move to free 
him from Leavenworth. 

Last year, the multitalented 
Ward turned lawyer to argue that 
U. S. District Judge Lee Knous 
had illegally given him the 12-year 
sentence. The District Court turned 
down the motion and Ward sub- 
seeeentiy appealed to the Circuit 

rt. 


In the petition filed last week, 
Ward asked that court set a bail 
bond while it is considering the 
ease. Ward charged in his appeal 


Drivers Handbook and Digest of 
ICC Driver Regulations “is an ex- 
cellent start in the direction of 
improving this situation,” he said. 


James W. Douthat, assistant vice- 
president, National Assn. of Manu- 
facturers, urged an immediate 
income-tax cut by Congress. 

“To lower the present discrim- 
inatory and confiscatory rates 
would tend to speed business re- 
covery from the present downturn,” 
he said. 

Retiring Council President 
Harry O. Mathews, Armour & 
Co., said attacks by ICC mem- 
bers, railroads and for-hire 
truckers on the legal right of 
business concerns to operate 
their own trucks will meet strong 
Council opposition. 

Federal laws and court decisions 
allow any business to use its own 
trucks without ICC interference ex- 
cept for safety regulations, he said. 
Present statutes would be reopened 
for change, however, if the rail- 
roads and others succeed in their 
demands for unnecessary “clarifi- 
cations,” he added. 

In a panel on safety, Harry D. 
Chesney, fleet operations manager, 
Western Auto Supply Co., outlined 
these four main steps in training 
new interstate drivers: 

An initial conference-room dis- 
cussion with driver candidates, 
study and discussion of ICC regula- 
tions, observation and explanation 
of the vehicle and its components 
and driving tests and practice. 

Cari C. Clements, director of 
safety for National Dairy Prod- 
ucts Corp., said that for each 
dollar of damage in an accident, 
there is a similar amount in 
hidden costs. 

These uninsured “hidden” costs, 
he continued, include wages for the 
injured driver, paper work con- 
nected with the accident, cost of 
spare vehicles which must be used 
while the damaged vehicle is being 
repaired, damage to the products 
in the vehicle, and loss of public 
goodwill. 

H. H. Lincoln, transportation 
manager, Standard Brands, Inc., 
said “building a sense of impor- 
tance in the driver is building a 
safe driver.” “If a company driver 
contacts the customer directly, he 
feels he’s more than just a truck 
driver,” Lincoln said. 

R. B. Rodgers, general super- 
intendent of distribution plan- 
ning, supply and rtation 
department, Standard Oil Co., 


Other officers are: Eastern vice- 
president, C. S. Decker, Borden 
Co., New York City; Southeastern 
vice-president, George D. Thomp- 
son, J. P. Stevens & Co., Greens- 
boro, N. C.; Central vice-president, 
Hugo Waninger, Anheuser-Busch, 
St. Louis.; Western vice-president, 
George W. Magee, Coca-Cola Bot- 
tling Co., Los Angeles; treasurer, 
and Joseph Creed, American 
Bankers Assn., Washington. 


that his sentence should only have|& . 


been for four years. 


The former Hudson distributor | ™ 
Was sent to Leavenworth in Sep-|' 


tember, 1956, after he served more 
than three years in the Colorado 
State Penitentiary on confidence- 
fame charges. 


Only Seven ’57s Sold 
In Utah County of 175 
MANILA, Utah—F.ord Motor 











Sports Cars on Display— 


50 Years of Progress— 





The evolution of automobile and highway design during the past 50 years is 
checked on this scale model by L. Walter Lundell, left, chairman, Universal CIT 
Credit Corp.; Arthur O. Dietz, center, president, CIT Financial Corp., and Alan G. 
Rude, president, Universal CIT. A pioneer in the concept of selling cars on the 
installment pion, CIT is observing its 50th anniversary this year. 


Pioneer in Time Sales... 


50 Years for CIT 


NEW YORK.—A pioneer in the 
concept of selling automobiles on 
the installment plan, CIT Financial 
Corp. is observing its 50th anni- 
versary this year. 

Founded in the midst of the 
economic slump of 1908 by the late 
Henry Ittleson, CIT was a pioneer- 
ing organization from the begin- 
ning. By 1915, it was firmly 
entrenched in the installment fi- 
nancing business. 

Today, under the presidency of 
Arthur O. Dietz, it is said to be 
the nation’s largest consumer and 
industrial finance compan y—a 
company that currently finances 
a million automobiles a year and 
plays a key role in helping 
Americans maintain their ability 
to buy at a level with their ability 
to produce. 

As CIT observes its golden anni- 
versary, its 9,000 employes are 
handling money advances to other 
people at the rate of $20 million 
each business day. Automobiles 
represent the largest single market 
for this capital (currently about 
70 percent), but there are thousands 
of items for which CIT financing 
is used. 

Its subsidiary, Universal CIT 
Credit Corp., said to be the nation’s 
largest independent automobile fi- 
nancing company, maintains 40 
division offices and more than 400 
branch offices throughout the na- 
tion to serve auto dealers and their 
customers. 

Through its industrial financing 
division, CIT Corp., the company 
finances hundreds of products 
ranging from dentist drills to 50-ton 
earth movers. 

The more than 16 million auto- 
mobiles that CIT has financed over 
the years has helped to raise the 





Ferrari, Aston Martin, Jaguar, Mercedes-Benz, Triumph, Porsche—all familiar names 
in the sports car world—have the latest models in the current “Sports Cars in 
Review" at the Henry Ford Museum in Dearborn. Above is part of the show area 
with some of more than 50 models, both competitive and touring, on display. In 


addition, several historical cars, as the 1914 Stutz Bearcat on the center turntable, 


the English MG Montihery Midget of 1931 at the left foreground, and the French 


1923 Bugatti, “right, trace the development of competition cars over the last 40 


years. The show continues through March 2. 





pressure for better U. S. roads. 
Now CIT is expanding its facilities 
to take care of the financing needs 
of the multibillion-dollar Federal 
road building program. 

In addition, there are the three 
factoring subsidiaries, Service 
Fire Insurance Co., the nation’s 
second largest automobile physi- 
cal damage insurance carrier; 
Patriot Life Insurance Co., and 
Tuition Plan, which financies 
college and secondary school 
education. 

This state of corporate well-being 
did not come easy, and there were 
times when progress was difficult. 

Although the installment credit 
idea had become fairly well estab- 
lished by 1915, the time-buying 
principle was held in disrepute with 
many people. Yet about this same 
time the nation was moving into a 
consumer product revolution, led by 
the automobile. 

Up to that time, the automobile 
was sold for cash. But as cars im- 
proved mechanically and more and 
more Americans realized their 
potential, the pressure for some 
sort of credit arrangements began 
to gather momentum. 

The problem of paying the manu- 
facturer before delivery and tying 
up large amounts of cash for long 
periods, however, was an insur- 
mountable one for most dealers. 
Out of these converging problems 
emerged the first sales finance 
companies to set up and handle the 
credit mechanisms. 

In 1919, Ittleson hired Dietz and 
gave him the job of spearheading 
the expansion of CIT’s automobile 
business. 

“I called on hundreds of dealers 
and manufacturers that year to 
sell them on installment credit 
in general and CIT’s services in 
particular,” Dietz, who has been 
president of his company since 
1937, recalls. 

Not long after that, according to 
Dietz, manufacturers and dealers 
realized that if the auto industry 
hoped to achieve mass production 
and mass consumption, a third 
mechanism—mass financing—would 
be essential. 

“So they moved into credit plans 
enthusiastically and by 1923 install- 
ment financing had gained a firm 
foothold in the industry,” -Dietz 
said. “Two years later, the number 

of cars sold on time exceeded cash 
sales for the first time.” 

Today, CIT does in one day more 
than 30 times as much business as 
it did in its entire first year of 
operation. In 1957, for the second 
time, it saw its aggregate business 
volume exceed $5 billion. 


Dodge Honors Dealer 
STEUBENVILLE, O. — Michael 
DiNovo, owner of Pietro DiNovo & 
Son (Dodge-Plymouth), has re- 
ceived a plaque in recognition of 
25 years as a Dodge dealer: 


65 
Sales Lag Keeps 
Dealerships Open 


Dayton Drops Plan 
To Close Nights 


DAYTON, O.—About 130 new and 
used-car dealers in the Dayton 
area, caught in a sales drought, 
have scrapped the “gentlemen’s 
agreement” under which they had 
closed at 6 p.m. on Tuesdays, 
Thursdays and Saturdays. 


The dealers are following the 
lead of Park Motors (Plymouth), 
which pulled out of the pact 
almost two months ago. Two 
incidents followed the rebellion 
but it was worth it, according to 
George Schumacher, Park presi- 
dent. 

Schumacher said that when the 
plan was adopted last September, 
Park Motors agreed to try it for 
60 days. 

“Business got so bad we decided 
it was foolish to close up at a time 
when people could get out to shop,” 
said Schumacher. He said Park 

Motors junked the three-night 
closing program early in December. 

On Dec. 19, he said, about 75 
used-car dealers and salesmen 
visited his showroom to protest the 
revolt. He said they cut seats on 
used cars, started engines, locked 
the cars and threw away the keys 
and scratched some new models. 
He estimated the damage at $3,000. 

About 35 more visited the 
showroom the night of Jan. 30, 
Schumacher said, but police kept 
them from doing any 
Five new cars were sold that 
night, he added. 

Ralph Caverlee, _ secretary- 
manager of the Montgomery 
County Automotive Dealers Assn., 
denied rumors that his group was 
behind the incidents at Park 
Motors. 

He said the MCADA had nothing 
to do with setting up the agree- 
ment, citing an association by-law 
that bars the MCADA from taking 
“regulatory or prohibitory proposals 
pertaining to an individual dealer.” 


3 Seized in Theft 
Of Autos Called 
Members of Ring 


PHILADELPHIA. — Three men 
arrested in connection with auto 
thefts are members of a ring oper- 
ating between Philadelphia and 
Spartanburg, S. C., according to the 
FBL 


FBI agents said they have iden- 
tified 14 new or nearly new autos 
taken from the Philadelphia area 
and sold to Spartanburg dealers 
“for a fraction of their true value.” 

M. P. Chiles, special agent in 
charge of the Charlotte (N. C.) 
office, said two Spartanburg dealers 
are facing arrest. He claimed the 
dealers obtained phony titles to the 
cars. 

The cars were stolen from lots of 
Philadelphia distributors and dealer 
lots where they had been parked 
for thousand-mile checkups, the 
FBI said. 

The suspects were identified as 
Frank Spiro Bartzokas, Charles T. 
Koskinas and Hugh J. Fitzpatrick, 
all of Philadelphia. The first two 
were arrested and jailed in Spar- 
tanburg. Fitzpatrick was seized 
here. 

The FBI said a search for other 
members of the ring is being con- 
tinued. 


10,000 Citroens Slated 
For Export to U. S. in’58 


NEW YORK.—Ten thousand 
Citroen 2 CVs, French-made. 
four-door, four-passenger cars, 
have been earmarked for the 
U. S. market for 1958, according 
to Citroen Cars Corp., American 
distributor. 

The car is now being sold in 
Europe for delivery in 1960 be- 
cause current demand exceeds 
supply. The 10,000 2 CVs repre- 
sent 20 percent of annual produc- 
tion of this model by Societe 
Anonyme Andre Citroen, the 
manufacturer, 
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Bushong Gets Edsel 


Authorization as an Edsel dealer-| the dealership, which also handles 
ship has been granted to Bushong| Ford, Mercury and Lincoln. Lee 
Ford, Inc., 120 N., Cherry St., Van/| Bushong is vice-president and serv- 
Wert, O. F. Clark Bushong is/| ice manager, and Robert Stoller is 
president and general manager of| sales manager. 


SURPRISE IN CHICAGO 


You should know these surprising facts 


about Chicago’s incomparable Drake Hotel 





before you schedule your next 


meeting—large or small... 





Now $8,000,000 new! No hotel 


in the midwest can match The 


4. While The Drake is one of 
America’s most distinguished 
hostelries, it doesn’t cost one 
cent more than other leading 
hotels to headquarter your 
meeting here. 


. The Drake is “‘alive.”’ Meet- 
ings go like clockwork and 
everyone enjoys the warm, 
hospitable service in a set- 





Drake for unsurpassed conveni- 
ence, location, facilities. 4 major 
meeting rooms accommodating 
up to 800, plus 16 committee 
rooms for functions of 12 to 300. 
700 guest rooms. 100% air con- 
ditioned. May we tell you more? 


Phone or write for brochure. 


ting of luxuriant comfort. 
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LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 
SUPERIOR 7-2200 + TELETYPE NO. CGIS86 


G. E. R. FLYNN, 
Vice President — Sales 


H. B. RICHARDSON, 
Convention Manager 
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‘Denver Discounts 


Reach °58s, with 
°57s Stillin Stock 


DENVER.—According to a 
Denver Post survey discounting on 
new cars appears to be as prev- 
alent here as elsewhere. 

Competiton among car retailers 
has virtually nullified the price 
increases most car makers an- 
nounced with their 1958 models, it 
appears. The story said the cleanup 
on 1957 models was not entirely 


| successful and that they are com- 


peting in some areas with the 1958s. 

Most retailers contacted by the 
newspaper, however, said they had | 
been successful in clearing out the| 
1957 cars before the 1958 models 
were introduced. All the Denver} 
retailers said a “highly competitive | 
market” was the reason for dis- 
counting or giving overallowances. 

“We're selling cars for only $100) 
to $150 over cost,” one sales man- | 
ager said. “Without the discount, | 
the same cars would sell for $300) 





| to $400 over cost.” 


One dealer said discounting is 
less prevalent now than it was in| 
1956 and early 1957. 

“People aren’t shopping so much 
for a deal now,” he said. “They're 
looking for a dealer who will stand 
behind them.” 

However, another dealer said 
“there is plenty of discounting and 
it’s getting worse.” 


Chrysler, Ford 
Push Ahead on 
Small-Car Plans 


(Continued from Page 1) 


Colbert also scheduled conferences 
in New York with representatives 
of several British and French car 
producers. 


Willys of Brazil will produce 
standard Plymouth four-door se- 
dans at its plant in Sao Paulo, 
where Jeep vehicles now are 
built. The Willys operation there 
is headed by Hickman Price jr., 
executive vice-president. 

The postwar Willys car was 
produced from 1952 to 1955 and 
was available with 75-horsepower 
L-head and 90-horsepower 
F-head six-cylinder engines. 
Wheelbase was 108 inches and | 
overall length, 181 inches. Curb | 
weight was less than 2,600 
pounds. 

Cole said the conditions which 
influence the design of European | 
cars do not exist in the U. S. and 
that most Americans aren’t willing 
to adjust to the “lower standard 
of transportation.” 

Cole said the six-cylinder Chev- 
rolet with overdrive gets nearly as 
much gas mileage as imports and 
also competes in price. 

But only 32 percent of the 
buyers ask for six-cylinder 
models and about 2% percent 
buy overdrive, he added. 

Ford said one of his company’s 
small-car designs was criticized by 
English Ford officials because it 
would offer too much wind resist- 
ance. 

He called aerodynamics one of 
the big factors in the economy of 
small-car operation. Ford engineers 
have estimated that Volkswagen 
mileage would drop five to six miles | 
a gallon if it had a rectangular} 
front end, he said. 

Ford would not predict when | 
the firm would market such a | 
ear, if ever. Ford’s small car is 
rumored to have a 102-inch wheel- 
base and a four-cylinder engine. 


He was in Chicago as part of a}. 


nationwide tour in connection with 
the new four-passenger Thunder- 


bird, which was unveiled in dealer} 


showrooms Feb. 13. 


Swiss Auto Show to Open 


March 13 in Geneva 

GENEVA, Switzerland—An 
international automobile show 
will be held here March 13-23. 
The exhibition area will cover 
74,000 square feet, an increase of 
11,000 square feet over the 1957 
show. 

The Swiss Office for the De- 
velopment of Trade also an- 
nounced that the nation’s first 
automobile “silo” will open soon 
in Basle. The building will pro- 
vide parking space for 400 cars. 
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DeSoto Offers Special Wagons 


DETROIT.—DeSoto has made 
seven models in its line of station 
wagons available for limousine, 
taxicab, ambulance, hearse and 
police car conversion. 

In addition to the station wagon 
conversions, the large heavy-duty, 
stretch-out packages are offered. 
Firesweep conversions include taxi, 


fire and police specials, seven. 
passenger sedan and hearses and 
ambulances. 

Firedome models include taxi 
fire and police specials, with nine. 
passenger sedans available. Ali con. 
version models in the Firedome 
series are available in the Fireflite 
series, with the addition of the 
ambulance and hearse conversions, 
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BRINGS YOUR CUSTOMERS 
BACK...AGAIN AND AGAIN 
LUBRIPLATE LUBRICANTS are different . .. they are so much 


better that your customers will feel the difference in the way 
their cars ride and handle. You make more money, too. You 
can charge more for a LUBRIPLATE grease job because it is so 


much better. And remember. . 


sell LUBRIPLATE. 





. the guy up the street doesn’t 


is made especially for use in today’s high 
speed, high compression engines, both gaso- 
line and diesel. Has high film strength, re- 
sists oxidation. Fully detergent. Available 
in all S.A.E. numbers. 


LUBRIPLATE LUBRICANTS are nationally 


advertised. Point-of-sale material available. 
Write us for dealer’s proposition and name 
of a nearby supplier. 


=. LUBRIPLATE H.D.S. MOTOR OIL 


LUBRIPLATE DIVISION, Fiske Brothers 


Refining Company, Newark 5, N.J., Toledo 5, Ohio. 





Many happy returns! 
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Advertisers ditto 
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from this magazine 
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of 1 


300,000 of the best U.S. families 


with average farm cash income above $10,000 
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Bell to Testify Wednesday... 
Auto Excise Slash Urged in Senate 


tions and big unions be split up| die and the new producers ought 


(Continued from Page 1) 


when the auto-price hearings are 
resumed this week. 

Scheduled to appear on Wednes- 
day (Feb. 19) is Executive Vice- 
President Frederick J. Bell. Other 
witnesses also may take the stand, 
according to Subcommittee Chair- 
man Estes Kefauver, Tennessee 
Democrat. 

Romney, in concluding two 
days of testimony, said a factor 
in slowing down auto sales cur- 
rently is “all this talk about pos- 
sible price reductions and price 
rebates.” 

He said the public holds off on 
purchases when it believes there 
“may be a price reduction down the 


He told the subcommittee that 
with the present “profit squeeze” 
affecting everybody, including Gen- 
eral Motors, “I see no prospect of 
any price reduction on automo- 
biles.” 

i = * 

— price reduction and rebate 

proposals, made by UAW Presi- 
dent Walter Reuther, have been 
scored by officials of all the four 
car manufacturers who testified 
before the subcommittee. 
Studebaker-Packard did not appear. 


Romney disclosed that last fall 
he privately offered AMC’s workers 
a plan under which customers 
would be given a rebate of some 
$100 a car if sales volume were 
boosted from 150,000 to 180,000 an- 
nually and if the UAW reduced its 
wage scales on labor work for 
which the company was paying 
more than the Big Three. 

The workers did not adopt the 
proposal, he said, 

He said, in the last four years, 
AMC’s cost increases have outrun 
its price hikes by about 7 percent. 

Romney asserted that because 
the company is now operating in 
the black “nobody can say at this 
point that I am down here asking 
for special help for American 
Motors. 

“American Motors doesn’t need 
any special help. We have out- 
flanked the Big Three. They have 
left a big vacuum in the automobile 
market and we have moved into 
it because they have had a lack of 
product competition.” 

He was answering criticism relat- 
ing to his proposal for dividing up 
GM and Ford to create new auto 
makers. 


* * 


Romney vs. Reuther 


OMNEY and Reuther later en- 

gaged in a side controversy on 
Romney’s views on industrywide 
bargaining. 

Reuther said Romney had op- 
posed such bargaining a number 
of times but had supported it in 
September, 1957. Romney said the 
September statement opposed the 
plan in principle but said it might 
be a necessary expedient. 

Reuther also noted that Romney’s 
rebate proposal suggested the idea 
to UAW officials but Romney said 
his rebate plan was different—it 
was tied in with increased volume 
and lower labor costs. 

= > © 


OMNEY’S most dramatic com- 
ment at the price hearings was 
the suggestion that big corpora- 





AMC’s Probe Budget 


Follows Compact Theme 


WASHINGTON.—George Rom- 
Rey, president of American Mo- 
tors and an advocate of things 
compact, told the Kefauver sub- 
committee that it cost his com- 
Pany a compact $20,000 to $25,000 
for its part in the auto-price 


gs. 

L. L. Colbert, Chrysler presi- 
dent, earlier told the senators 
that it cost $500,000 to stage 
Chrysler’s 

Senator Estes Kefauver, Ten- 
Ressee Democrat and subcommit- 
tee chairman, said the Chrysler 
total “was the most ridiculous 

I’ve ever heard before a 

ional committee” and 

Roted that Colbert had brought 
Rumerous aides with him. 

Romney re that he had 
Said before that the big auto cor- 
Porations are “muscle-bound.” 


—_— 





(Automotive News, Feb. 10). 

Like representatives of the Big 
Three, he gave little information 
on exactly how auto prices are 
determined. The industry maintains 
such information is confidential. 

In other comments, he said 
AMC would have to cut workers’ 
pay, if the UAW’s profit-sharing 
plan resulted in a rebate to auto 
buyers. If GM gave a rebate, 
AMC would have to do the same 
to stay competitive, Romney said. 

“Wages would have to come 
down to provide the money,” Rom- 


ney said. 
aa * * 


OMNEY indicated that he felt| fh) 


that retaliation might be taken | 


against him for his proposal that | 


big companies and unions be split} 
up. “The economic-power concen- 
tration in the auto industry has| 
assumed 


risk.” 

Kefauver told Romney: 

“We would be in a bad place 
in this country if anything like 
that should occur.” He added that 
he hoped Romney would inform 
the subcommittee, should retalia- 
tion be felt. 

The AMC president told the 
senators that he had voluntarily 


cut his salary from $125,000 to $75,-| 


000 and added that several other 
officers of AMC had also agreed to 
pay cuts. 

Romney called Reuther’s charge 
that auto prices had gone up $5 for 
every dollar that wages have in- 
creased in the last 10 years “an 
absolute phony.” 

Romney said Reuther was ignor- 
ing increased costs of materials 
bought by auto manufacturers. 

> . * 
OMNEY also said: “In the auto 
industry, we've reached a point 
of subsidizing a company that 
ought to die. In a competitive 
economy, the inefficient ought to 





such proportions that} 
even this testimony could be a real | 


to take their place.” 

(Romney did not mention the 
company that “ought to die” 
by name. Earlier, he said 
Studebaker-Packard was being 
kept alive with the help of Gov- 
ernment contracts.) 

None of the auto industry’s Big 
Three would comment on Romney’s 
splitup proposals. The UAW re- 
jected the idea, saying AMC's 
problems could be traced to its 
competitors and other factors and 
not the union. 

* * * 
Slowup Psychology 
ARLIER in the hearings, when 

Chrysler President L. L. Colbert 
had completed his prepared state- 
ment, he was asked about sales for 





Lamaison Honored— 
Robert Valode, left, vice-president and 


New York, 
Auto 


general manager, Renault, Inc., 
and Robert Mason, vice-president, 


this year. He said they were Imports, Lid., Hempstead, N. Y., distribu- 
| “definitely down,” compared with tor of Renavit autos for Long Island 
\last year. and Connecticut, study portrait of the 

late Robert L. Lamaison, former Renault 


He said he felt no one could 


say now how sales would compare | Vice-president. Occasion was a memorial 


by the end of this year, adding, 
“I’m very optimistic that conditions 
in this country can change and 
change very fast.” 

Money and credit are available, 
he said, but car buying is being 
slowed by “this psychology that’s 
in the air.” He said the recession 
would end if people would “wake 
up and decide they want to buy.” 


Colbert told the senators that) 


the small cars offered by Chrysler | 


in 1953 did not prove popular and 
a price cut did not stimulate sales. 

When asked if this did not dis- 
pose of the $100-per-car price-cut 
plan offered by Reuther, Colbert 
said it proved that pricing is only 
one part of competition. 

Later, however, 
that a $200 price cut by one manu- 
facturer might drive a direct com- 
petitor out of business. He said, 
“The man with the high-priced car 
would be out of business. You're 


all through if you can’t compete in| 


price.” 





‘Fleet Buyers to Rule Market .. . 


‘Gingerbread’ Doomed? 


CHICAGO. — Smaller and lower- 
priced cars, free of elaborate gin- 
gerbread, will be the rule instead 
of the exception inside 10 years 
when industry becomes Detroit's 
No. 1 customer. 

This was predicted by Michael 
Braude, president of Emkay, Inc., 
third largest fleet-leasing company 
in the nation. 

Industry-leased fleets by then 
will absorb 25 percent of Detroit's 
annual output and compel the 
automotive industry to restyle 
and redesign cars to meet busi- 
ness’ need for functional and 
lower-cost transportation, he said. 
Government purchases of the 
same type will bring the total to 
33 percent, Braude added. 

“This will put a powerful cham- 
pion in the consumer's corner for 
the first time,” Braude said. “The 
man who wants a simple family 
car now has no choice but to buy 
an overchromed, overgimmicked 
vehicle. With one-third of the mar- 
ket reinforcing this consumer’s de- 
mand, the automotive industry will 
have to satisfy it.” 

In 1957, he said, industry used 
about 12.5 percent of automotive 
output. This total is growing by 

10 percent annually and that sat- 
uration will be approached in a 
decade, he added. 

Braude said that with the reduc- 
tion in importance of the “ginger- 
bread” departments—color, design 
and styling—will come renewed 
emphasis on turning out a more 
trouble-free car. 

This is as greatly needed as 
lower-priced autos, he said, since a 
major part of the cost of industrial 
fleets is maintenance. 

Elimination of the costly an- 
nual model changeover also will 
become possible, Braude said, as 
a result of industry’s role as a 
customer. With 33 percent of its 
output underwritten each year, 
manufacturers will find it will 
not pay to retool in competition 





for approximately half the mar- 
ket, he said. 


Colbert agreed) 


| announced. 
| by Auto Imports, will be given annually | 





“The used-car industry also will) 
feel the effects of this marketing} 


revolution in cars,” Braude pointed 
out. “With retail owners generally 
unable to trade in their cars an- 
nually, the dominent source of the 
most important used car—the year- 
old model — will be the industry 
fleets.” 


Financing companies too will find 
their role changed, he added. With 
industry largely turning to leasing 
its fleets from leasing companies, 
who can obtain capital at more 
favorable rates than consumers, the 


volume of car financing will drop, 
| 


Braude pointed out. 

In addition, reduction in auto 
prices also will cut down on the 
size of loans needed by consumers, 
he said. 


Volkswagen No. 7 
In Canadian Sales 


TORONTO.—As the seventh- 
largest selling car in Canada last 
year, Volkswagen delivered nearly 
22,000 units, worth $34 million, ac- 
cording to Volkswagen Canda, Ltd. 

Sales increased 60 percent over 
the previous year, VW said. 

Market penetration was deepest 
in Nova Scotia, where Volkswagen 
accounted for 40 percent of all new 
cars sold in 1957. 





Auto-Lite to Close Down 


Plant Near Cincinnati 


CINCINNATI.—Electric Auto- 
Lite Co. will close its lamp division 
plant in nearby Evendale, the com- 
pany said in letters to the division’s 
remaining 625 workers. 

Francis Wistert, industrial rela- 
tions vice-president, said a survey 
shows sales prospects do not justify 
Se of production in Even- 

ale, 


dinner in honor of Mr. 
which 
L. Lamaison memorial 
The $1,000 award, 


Lamaison during 
the establishment of 


offered 


to a Long Island-Connecticut high school 
student. 


Davis Motor Adds Volvo 

Davis Motor Co. (Chrysler-| 
Imperial-DeSoto-Dodge - Plymouth), | 
North Travis St., Sherman, Tex., 
has been awarded a Volvo fran- 
chise. 
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Kansas Prohibits 
CCC Collection 
On ‘Usury’ Loans 


TOPEKA, Kans.—John Anderson 
jr., Kansas attorney general, has 
obtained a temporary restraining 
order prohibiting Commercial 
Credit Corp. from collecting on 
“any usurious or void loans” or 
removing any of its assets from the 
state, 

This action was an outgrowth of 
litigation started last summer by 
Anderson, who charged CCC was 
collecting “usurious interest” on a 
loan of $200 to Fred McKee, Olathe. 


According to the information 
filed then, McKee was charged 
$415.52 for one year, which included 
a $100-deductible collision policy at 
$66.30, on a car valued at $600. The 
attorney general charged that the 
interest rate was 70 percent. 

The legal interest maximum in 
Kansas is 3 percent a month, or 36 


| percent a year. 


McKee bought the car from 
Bates Oldsmobile Co., Olathe. The 
attorney general has dismissed this 
company from the case. 


SAAB Victorious 


In Winter Races 
DETROIT, — SAAB 93 models 


| finished first, second and third in a 


|small-sedan event at the annual 
snow races staged by the Sports 
Car Club of America at Franconia, 
N. H. The cars were driven by Gas- 
ton Andrey, Ray Saidel and Dick 
Malone. 











AUTOMOTIVE NEWS 
ALMANAC 


@ Over 47,000 circulation. 
@ Over 150,000 readers. 





@ Buyers guide of over 2,000 automotive concerns. 


@ Complete registration figures, new car sales, production, engi- 
neering highlights, service data and specifications, album section 
and many other exclusive features. 


RESERVE SPACE TODAY! 
Published with April 28 issue 
FIRST FORMS CLOSE MARCH 17 


The most influential publication in the automotive industry. 


Automotive News 


2666, Penobscot Bldg. 


Detroit 26, Mich. 


NEW YORK: Edward Kruspak, Ray Billingham, Howard E. 


Bradley, Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, State 2-6273 
DETROIT: R. L. Webber, William R. Maas, Roy Holihan, Wood- 


ward 3-0495 ‘ 


LOS ANGELES: R. H. Deibler, Dunkirk 3-0303 












An Edsel for a Queen— 
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A new Edsel is bringing Florida's queen to her “subjects throughout the state. 


The cor is provided by J. E. Mims, righ 
Tampa. With Mims and Pat Dunn, Festival 


Edsel Jacksonville district sales manager. 





Pontiac Offers 
Dealer-Installed 


Air Conditioner 


PONTIAC. — Through its dealer 
organization Pontiac is marketing 
a new air conditioning unit that 
operates on inside recirculating air 


at all times and is mounted on the) 
floor in the center of the front) 


compartment. 

The unit, called “Cool-Pack,” 
weighs 100 pounds and measures 
16 inches wide, 8.5 inches high and 
13.25 inches long. It will be avail- 
able only from Pontiac dealers and 
can be installed in about four 
hours. The price is $330, plus tax 
and installation. 


t, of J. E. Mims Motor Sales, Inc. (Edsel), 
of Florida Products Queen, is J. D. Flynn, 


|lets; two on the evaporator case 
facing the passengers and a 
|smaller outlet situated on each 
| side of the case. “Cool-Pack” was 
| developed by Pontiac and Harrison 
Radiator and carries a five cyl- 
inder, axial type Frigidaire com- 
pressor equipped with a magnetic 
clutch. The evaporator is made 
entirely of aluminum and features 
the same basic type of construction 
as Harrison heat exchangers for 
supersonic aircraft. 

The new equipment is available 
for all 1958 Pontiacs equipped with 
Super Hydra-Matic transmissions. 


Bradenton Nash Burns 
BRADENTON, Fia.—A fire did 
damage estimated at $350,000 at 
Bradenton Nash Co. here Jan. 21. 
Eight new automobiles were 





The unit has four discharge out- 


destroyed. 
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Insurance Rates Kited .. . 


Time-Sales 





NEW YORK.—New abuses in 
the “packing” of automobile time 
contracts through unconscionable 
rates for credit life insurance, 
which is included in many auto 
time deals, were charged by Ken- 
neth Barnard, chairman of the 
installment contracts committee of 
the Assn. of Better Business 
Bureaus. 

“There is no more sense in 
permitting the public to be 
victimized by trickery in time 
financing, than in ‘taking’ the 
individual car purchaser by 
‘gimmick’ advertising and selling 
of cars,” said Barnard. 

He said the legitimate majority 
of the automobile industry, work- 
ing with the Better Business Bur- 
eaus, the NADA and local auto 
dealer groups, long since has de- 
vised advertising safeguards de- 
signed to restore public confidence. 

New schemes, Barnard said, in- 
clude the wide sale of certain kinds 
of credit life insurance to supplant 
hidden “packs” exposed and stop- 
ped by many state laws which put 
a roof on time-financing rates and | 
compel their separate listing. 
“What the sharpers thus lose, 


| agents, some $6 million was offi- 





they seek now to recover by other 
secret methods, likewise cleverly | 
concealed from the unsuspecting 
car purchaser,” said Barnard. 
The importance and value of | 
credit life insurance is fully recog- | 
nized by the Association of Better | 
Business Bureaus, he said. 
“However,” said Barnard, | 
“there is no justification for 
forcing car buyers to purchase | 
individual credit life policies, | 
when group coverage usually can | 
give the same protection at half 
the price, or in charging uncon- | 
scionably high premium rates to | 
increase ‘kickbacks’ to the shady 
dealer. 
“Those ‘kickbacks’ now are| 
reaching millions of dollars per) 
year and rapidly increasing. 
“Unchecked and unopposed, such | 
sales can harm the entire auto-| 
mobile market. Like so many trick | 


nearer $6,500,000,” 


‘Packing’ 


ny Ripped by BBB Aide 


schemes, they bring serious loss of 

confidence in legitimate dealers, 
finance and insurance interests, 
which unjustly suffer at the hands 
of the minority practicing manipu- 
lation and fraud. Many of the 
offenders, dealers and finance com- 
panies alike, are not licensed to sell 
insurance in their respective 
states.” 


Barnard’s statement was issued 
by the Better Business Bureau 
Committee, as it reported results 
of its 18-month nationwide investi- 
gation of overcharges in the sale 
of auto collision insurance by some 
finance - company - controlled insur- 
ance companies. 


These concerns had charged sub- 
stantially higher insurance rates 
for drivers under 25 years of age 
to thousands of individual car 
purchasers, who had no such 
drivers in their households. 


In a formal report delivered last 
November to Senator A. S. Mike 
Monroney’s subcommittee on auto- 
mobile marketing practices by the 
national association of insurance 


cially announced as having been 
returned to American car buyers. 


“Unofficially, that total now is 
Barnard said. 
“Certainly,” he added, “offend- 
ers and insurance authorities 
knew or could easily have learned 
whether a policyholder had 
drivers in his household of less 
than twenty-five years of age. 

Getting such elemental informa- 
tion is the duty and practice of 
every legitimate underwriter. 

Not getting it is a deliberate and 

intentional affront to the intelli- 

gence and contents of the public’s 
pocketbook. 

“Furthermore,” said Barnard, “if 
the offending finance insurance 
affiliates had done a real job of 
seeking out those persons who were 
‘overcharged,’ my committee be- 
lieves the ‘refund’ total would near 
$25 million. Many, but by no means 
all, of the state insurance com- 








First Nonseasonal Jump i 
Business Index Gains 1.1% 


(Continued from Page 2) 


per week in the two previous index 
reports. 

The new steadiness in steel 
production came amid reports of 
rising prices on scrap steel. Ris- 
ing scrap prices are considered 
an indicator of increased steel- 
making in the near future al- 
though it is still too early to 
determine just what the recent 
price increase means. 

The index now stands at 922 
percent of the like week last year. 
Last week’s report was 91.3 percent 
of the year-earlier total. 

Savings deposits and Government 
spending continue to run farthest 


‘New’ Car Wasn't, 
So Jury Awards 
Buyer $1,500 


CINCINNATI.—Earl H. Murken, 
Cincinnati plumber, was awarded 
$1,500 by a jury in Judge Simon L. 
Leis’ Common Pleas Court in a suit 
against Madison Motors, Inc. 
(Chrysler-Plymouth), Covington, 
Ky., in which he charged he paid 
$4,368.10 for a new automobile but 
got a demonstrator. 

Murken had sued for $1,932 as 
the difference between values of a 
new auto and a demonstrator and 
$3,000 punitive damages. 

Murken said after he got the car 
home, he found the tires were bald. 
When he complained, he added, an 
officer of the company told him he 
had purchased a new car. 

In court, however, the officers of 
the concern said Murken knew the 
car was sold as a demonstrator. 


ahead of the year-ago totals while 
steel-making and freight car load- 
ings are the farthest off the 1957 
pace. 

The used-car price average slip- 
ped a bit from last week’s report 
and now stands 1.5 percent ahead 
of last year’s average. Business 
failures shot up to 342, the highest 
since April, 1940. 

On the financial front, com- 
mercial paper rates have been 
trimmed again by finance com- 
panies. There now have been 
seven reductions totalling 1% 
percent since the money market 
began to ease in mid-November. 

The commercial paper rates are 
the rates of interest paid by finance 
companies for short term borrow- 
ings. 


Dealers’ Dollar Volume 


Increases 67 in Year 


WASHINGTON. Franchised 
auto dealers boosted their 1957 
dollar sales 6 percent over the 
total for 1956, the Census Bureau 
reported. The year’s volume was 
placed at $31.7 billion, compared to 
$29.9 billion in 1956. 

Total U. S. retail sales for 1957 
were placed at $200 billion, up 5 
percent from the $189.7 billion a 
year earlier. 


Franchised auto dealers had more 
dollar volume in December than 
they did in November but less than 
in December, 1956. The December 
figure was $2,477 million, compared 
to $2,449 in November and $2,584 
million in the preceding December. 

For 1957 as a whole, tire, battery 
and accessory retailers showed an 
1l1-percent increase in dollar sales, 
and automotive wholesalers in- 
creased their volume by 3 percent. 


—— 


missioners themselves joined the 
‘captive’ insurance companies ip 
doing a thoroughly unsatisfacto 
job. Most such policyholders today 
do not even realize they have lost 
real money to the charlatans, 
Cleverly worded questionnaires 
helped befuddle these victims 
“The nation’s Better Business 
Bureaus cannot concede merely 
returning a small portion of the 
money thus wrongfully taken from 
those insuring their cars, cancels 
the offense. Yet, precisely that jg 
all which has been done to date 
The situation is a serious indict. 
ment of all those responsible. To 
protect themselves, car buyers are 
urged to get clear and concise in. 
formation on the types of insur. 
ance provided and the exact cost 


thereof.” 
~ = * 


Finance Gouge Aired 


In New York Hearing 
SYRACUSE, N. Y. — Buyers of 
motor vehicles financed by one ma- 
jor national sales finance agency 
are being charged up to $37.20 for 
a letter of introduction to the com- 
pany’s local branch manager and 
are given no real choice as to 
whether they wish to buy that let- 


ter of introduction or pay the $37.20 J 


for it. 

This was charged by State Sena- 
tor Walter Van Wiggeren during 
closed hearings on financing of con- 
sumer sales of motor vehicles. 

Testimony revealing “abuses” 
against the installment buyer of 
motor vehicles was aired at a joint 
State Legislative Committee on 
Commerce and Economic Develop- 
ment hearing. 

Van Wiggeren, committee chair- 
man, also said: 

“Buyers of autos financed 
through another national sales 


| finance company are being charged 


as much as one dollar per $100 a 
year for group creditor's life insur- 
ance, although this coverage is 
available at a gross cost of less 


| than 50 cents per $100 a year.” 


Other “abuses,” the senator said, 
were: 

“Some dealers and sales financing 
agencies are lumping together 
charges for insurance and non- 
insurance items without disclosing 
the cost to the consumer of any 
individual item; this lumping and 
nondisclosure deprives the buyer 
of any opportunity to eliminate 
coverages which he already had or 
to choose which items he wants or 
is willing to pay for. 

“At least one financing agency 
is taking advantage of a _ techni- 
cality in the present law and not 
refunding unearned credit service 
charges even though the buyer has 
paid the contract in full long before 
the original agreed due date of the 
final statement.” 

Van Wiggeren said Michael Hor- 
gan, counsel for the committee, 
now is preparing bills to curb 
“abuses” disclosed in the hearings 
and to make other changes in the 
law required for protection of the 
installment buyer. 


‘Dealer of Year’ Sells 


Fleet to Cleveland Club 

CLEVELAND. — The Cleveland 
Automobile Club has purchased 2 
Ramblers from Englander Motors, 
Inc., for use in the club’s driver- 
training program. 

Arthur L, Englander, the dealer, 
was recently elected “dealer of the 
year” by the Cleveland Automobile 
Dealers Assn. in recognition of his 
civic contributions. Englander also 
sold Ramblers to the auto club in 
1956 and 1957. 
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Car, Truck Output Estimates 
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Gity Council invited him to bid on 
feven cars to be purchased for the 
Police Dept. 

In a reply saying “we do not 
to bid,” Stodghill intimated 
Midland’s proposal bordered 
treason. 

cannot understand why you 
ould even consider a bid on these 
€@rs outside the dealers within 
Your city,” he said. 

“How do you expect people to 
flay in business there and help pay 
faxes that you run the city on? 

“Gentlemen, take another look at 
this thing,” Stodghill urged. “Call 
in all your outside bids. 

“You can make a fair deal with 
, your own dealers, Let them make 
fome money from the deal so 
they can continue to pay taxes to 
help run your city. 

“Certainly I would like to have 

the business,” Stodghill continued, 

can you, as businessmen, 

brd to purchase these units out- 
your own city?” 

’ City Manager J. M. Orman said 

















have some 1957 models they would 
sell at a bargain. 

Midland’s Murray-Young Motors, 
Ltd., got the order on a low bid of 
$7,760.65 for seven Ford autos. 

Only one out-of-town bid was 
received. 


Suit for $10,000 
Settled by Caruso 


LOS ANGELES.—H. J. Caruso, 
auto dealer convicted of grand 
theft and forgery, has settled a 
$10,000 suit out of court for $1,500. 

Shirley Tuppy, who filed the suit, 
said Caruso doubled her payments 
on a new car in violation of her 
contract and took the car when she 
refused to pay. 

She also said she lost her tradein 
for which she was to receive $1,000 


copy of the contract, she said. 
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Car Output Drops 


»:|Lo Near 58 Low 


(Continued from Page 1) 
output of about 435,000 units is; to 31,045 from 32,444 the preceding 


predicted. 
= + aa 
_ would give them a two- 
month aggregate of about 925,- 
000 cars, compared with 1,212,241 
assembled in the first two months 
of 1957. January production was 
489,357 this year; 641,591 last year. 
Truck production also sagged 
last week, falling to an estimated 

18,800 units. This was 3.3 percent 

below the revised count of 19,- 

439 for the previous week. 

In the week ended Feb. 16, 1957, 
truck production was 23,989. 

Although still plagued by labor 
strife, Chrysler Corp. managed to 
hike its auto production to 11,300 
units last week. The week-earlier 
total was 10,475. 

- = = 
oan led the resurgence 
with a total of 7,800 assemblies, 
compared with 6,460 the preceding 
week. Chrysler and Imperial, work- 
ing five-day weeks, both showed 
gains, and Dodge held steady. 

Chrysler production was esti- 
mated at 1,300, up from 958, and 

Imperial climbed to 500 from 255. 
Dodge built 1,450 cars last week; 
1,462 the week before. 

DeSoto did not work its Detroit 
plants last week, but production 
is slated to resume today (Feb. 17). 
The division’s assemblies totalled 
250 last week, compared with 1,340 
a week earlier. 

> > > 

MERICAN MOTORS scheduled 

3,725 Ramblers last week, one 
more than it built the week before. 
Year-to-date production figures 
give Rambler 23,760 assemblies and 
seventh place in the industry, In 
1957, it was twelfth at this time. 

Currently ahead of Rambler 

are Chevrolet, Ford, Oldsmobile, 

Plymouth, Buick and Pontiac. At 

this time last year, Chrysler, 

DeSoto, Dodge, Mercury and 
Cadillac also led the AMC entry. 

Although three makes slated in- 
creases, Ford Motor Co. output fell 


Chicago Counts 
First Dealer Rise 


In Six Years 


CHICAGO.—There were 435 new- 
car dealerships in Cook County at 
the beginning of this year, com- 
pared with 429 a year earlier, 
according to the Chicago Automo- 
bile Trade Assn. It was the first 
increase in six years. 


However, the number of outlets 
decreased by four, CATA re- 
ported. It stood at 525 on Jan. 1, 
compared with 529 on the cor- 
responding date in 1957. 

The outlet total would have de- 
clined even more had it not been 
for the recruitment of Edsel deal- 
ers. There were 22 Edsel outlets at 
the beginning of this year—none on 
the year-earlier date. 

Although CATA did not say how 
many of the Edsel deals were ex- 
clusives, it is apparent that the 
county’s dealership total also would 
have decreased had it not been for 
Edsel. 

Here is a comparison of the total 
dealer outlets in Cook County at 
the beginning and end of 1957: 





Total Total 
Jan.1, Jan. 1, 

1958 1957 

34 35 

14 14 

51 51 

30 33 

28 34 

26 29 

22 0 

56 59 

34 36 

Oldsmobile .................... 33 34 
Plymouth 83 97 
Pontiac 33 33 
Rambler 44 35 
Studebaker - Packard 25 28 
WD 6c nudstieualon 11 
Total Outlets "529 





week. A reduced total at Ford divi- 
sion — 25,960 against 27,656 — ac- 
counted for the dip. 

Elsewhere, Mercury rose to 3,875 
from 3,601; Lincoln held steady at 
880, compared with 877, and Edsel 
built 330 units, compared with 310 
the previous week. 

Ford division said its Dearborn 
assembly plant would be closed 
for five days beginning today 
(Feb. 17). The plant employes 4,000. 


* * * 


tesserae MOTORS registered a 
decrease of 2,750 units for a 
weekly total of 58,270. Chevrolet, 
which jumped from 33,778 to 33,900, 
was the only division to schedule 
an increase. 


Buick slipped from 7,171 to 6,602; 
Pontiac, from 7,057 to 6,100, and 
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Oldsmobile from 9,787 to 8,468. 
Cadillac assembled 3,200 cars last 
week, a falloff of 27 units. 

Studebaker-P ackard scheduled 
only 24 cars last week—all Stude- 
bakers and all for export, The 
previous week’s output was 207 
Packards and 1,158 Studebakers for 
a total of 1,365. 

In Canada, increases at Chrysler 
Corp. helped lift estimated produc- 
tion to 7,985 cars and trucks, com- 
pared with 6,767 the the week 
before. The total was 19 percent 
below the 9,875 recorded in the 
week ended Feb. 16 a year ago. 

+ = * 


9.Millionth Chevy Truck 


To Be Built This Month 


DETROIT.—Chevrolet announced 
its nine-millionth truck will roll off 
the line shortly after the middle of 
February. 

In making the announcement, H. 
P. Sattler, assistant general sales 
manager for trucks, said nearly 40 
percent of the total are still in use. 

“About half of the nine million 
have been built since World War 
II though we started building 
trucks back in 1918,” Sattler said. 

In 1918 Chevrolet offered only one 
model, he added, and today it 
makes 134 models. 


Air Suspension Seen Cutting 
Truck Weight Nearly a Ton 


LOS ANGELES.—Entirely new 
designs of tractors built around air- 
suspension systems can reduce ve- 
hicle weights by al most a ton, 
Donald J. LaBelle, GMC truck 
engineer, told California fleet op- 
erators. 

LaBelle, GMC air-suspension 
development expert, spoke at the 
California Trucking Assns, con- 
vention. He described how the use 
of air suspension will permit less, 
rigid, lighter highway tractor 
construction. 

With most of the high-frequency 
road vibrations and shocks ab- 
sorbed by the air-suspension sys- 
tem, LaBelle said, structural 
strength requirements will be much 
lower, and lightweight materials 
such as aluminum, magnesium and 
fibreglass-reinforced plastics can 
be substituted for steel. 

New frame, wheel and tire de- 
signs now are possible by using air 
suspension, which with rubberized 
nylon air bags, replaces the con- 
ventional metal leaf springs, he 
said. Less-costly manufacturing 
methods such as welding can be 
used to a greater degree, he added. 

LeBelle emphasized that “to 
fully realize the potential of air- 
suspension systems, both tractor 
and trailer must have them.” 

The new GMC concept of a 
heavy-duty highway tractor, La- 
Belle said, would have these fea- 
tures: 

Ready-for-the-road weight re- 
duced by nearly 2,000 pounds. 

Fifth wheel and trailer floor 
five inches lower, using air sus- 
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pension and low-profile tires on 
both tractor and trailer. 

Comfortable ride, easier on the 
driver, easier on the cargo and 
easier on both tractor and trailer. 

Lower operating cost because of 
reduced maintenance requirements 
and elimination of lubrication. 

Constant floor height for easier 
loading and unloading. 

LaBelle said GM coach operators 
have run well over one billion miles 
with air suspension “and you 
couldn’t sell them the old leaf 
spring again at any price.” 


Willys Readies 
‘Space-Age’ Trucks 


WASHINGTON.—An entirely 
new, “space-age” family of light- 
weight tactical military vehicles is 
being developed by Willys, it was 
disclosed here. 

The Mechanical Mule, now used 
by the Army’s 10ist Airborne Di- 
vision and the Marines, was called 
the forerunner of tactical military 
vehicles with low silhouets, high 
interchangeability of parts, im- 
proved payload-to-weight ratio, ex- 
treme ruggedness and economical 
operation and maintenance. 

The new vehicles are tailored for 
airborne military operations. Their 
adaptability and convertibility 
ranges from that of missile 
launcher, recoiless rifie platform 
and aircraft control tower to per- 
sonnel carriers, front-line ambu- 
lances and ammunition carriers, 
Willys said. 
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Sanders Receives Merchandising Award— 


J. A. Sanders, center, president, Sanders Chevrolet Co., Watertown, S. D., shows 
off Lopk magazine's Certificate of Merit to W. F. Hufstader, right, General Motors 


435 429 | distribution vice-president. Sanders’ dealership received the award for its outstanding 


Recent-year dealership totals (as/| merchandising program during Lodk's “Operation Demonstration" sales promotion last 
credit. Caruso did not give her a|of Jan. 1), were: 445 in ’56; 450 in| year. The presentation was made by Frederick Talento jr., left, Look automotive 


55; 466 in 64 and 496 in 53. 


merchandising manager. 
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Total Near Five Million... 


Ranks of Jobless at 8- 


(Continued from Page 6) 
employer in an effort to get a 
union shop contract, and if the 
union does so picket, the employer 
can collect damages, The majority 
opinion called such picketing “co- 
ercive.” 

Matthew Tobriner, labor aitor- 
ney, noted that since the ruling 
applies to both interstate and in- 
trastate commerce, “the result is 
that if an employer refuses to bar- 
gain even with a majority of his 
employes, or refuses to agree to a 
union shop contract, the employer 
is protected and the union is un- 
able to do anything about it. 

“There is no procedure in Cali- 


fornia for the majority to be 

recognized through an election. 

Union majority rule in this state 
has suffered a death blow. Fifty 
years of California law has 
been overruled. If this decision 
stands, it will forbid all organiza- 
tional picketing as well,” Tobriner 
said. 

If a hearing on the decision is 
denied, the ruling may be appealed 
to the United States Supreme 
Court. The test case was a suit 
against the San Diego Building and 
Construction Trades Council by J. 
B. Garmon, a contractor. 


The United Auto Workers’ Chrys- 





Obituaries 


Albert Howard Eichholz; 


MEMA General Manager 

NEW YORK. — Albert Howard 
Eichholz, 69, general manager of 
the Motor & Equipment Manufac- 
turers Assn., died of a cerebral 
hemorrhage Feb. 7. His home was 
in Jackson Heights, L. I. 

Prior to joining MEMA in 1931, 
Mr. Eichholz was education direc- 
tor at New York’s West Side 
YMCA. 


* > > 


Joseph A. Hinote, 61; 
NADA Nevada Director 


RENO, Nev.—Joseph A. Hinote, 
61, head of Joe Hinote Motors 
(Rambler), was found dead on a 
bus-stop bench Jan, 26. Police said 
he shot himself. 

Mr. Hinote was an NADA direc- 
tor from Nevada and had been a 
Lincoln-Mercury dealer before 
switching to Nash-Rambler in 1955. 
He was a member of the 1957 
NADA Business Management Com- 
mittee and had been legislative 
representative of the Nevada State 


Automobile Dealers Assn. 
. > > 


John Conway McGuire; 
Canada Chrysler Official 

DETROIT.—John Conway Mc- 
Guire, 60, director of dealer rela- 
tions for Chrysler Corp. of Canada 
since last November, died Feb. 7 
in a Detroit hospital. His home was 
in Windsor, Ont. 

Mr. McGuire joined Chrysler of 
Canada in 1929 as general sales 
manager of the Chrysler-Plymouth- 
Fargo division. Previously he had 
been with Chrysler Corp. in the 
U. S. in service and sales capacities. 


Joseph P. Mastrangioli 
CANONSBURG, Pa.—Joseph P. Mas- 
trangioli, 49, owner of Community Motor 
Co., died Jan. 28. He was a member of 
the Automobile Dealers Assn, of Canons- 


Cadillac Slates 
16-City Pow-Wow 


DETROIT.—Cadillac has sched- 
uled a series of sales conferences 


with dealers and distributors in 
16 «cities, starting Feb. 21 in 
Detroit. 


The meetings will be conducted 
by James M. Roche, general man- 
ager, and F. H. Murray, general 
sales manager. 

Following a second meeting Feb. 
24 in Detroit, meetings will be 
held in Buffalo, Boston, New York, 


Pitts- 
burgh, Cincinnati, 
phis, Dallas, Salt Lake City, San 
Francisco, Los Angeles, Minne- 
apolis and Chicago. 


Fire at Walker Motors 
MARLOW, Okla.— The building 
housing Walker Motors Co., owned 
by Ennis Walker, was destroyed by 
fire Feb. 3. An employe making an 


early morning service call saved 
several new cars from being 
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burg and the Allegheny County Lincoin- 
Mercury Dealers Assn. 
* * 


Malcolm McCormick 

PROVIDENCE. — Malcolm McCormick, 
69, market research vice-president of Fram 
Corp., died Jan, 28. He joined Fram in 
1941 and was in charge of the company’s 
war production during World War II. Mr. 
McCormick was a chairman of Junior 
Achievement of Rhode Island, Inc., and 
was a member of the marketing committee 
of the National Assn. of Manufacturers. 

*. * * 


Earl W. Bolter 
LOS ANGELES.—Earl W._ Bolter, 
Dodge-Plymouth dealer, died Jan, 26. 
. . * 


George D. Sheffield 
NEW YORK.—George D. Sheffield, pur- 
chasing agent for New York Rubber Corp., 
at its general offices in Beacon, N. Y., 
died Jan. 24. He was 47. Before joining 
New York Rubber in June, 1956, he had 
been for five years an expediter in the 
procurement department of Robins Engi- 

neers division, Hewitt-Robins, Inc. 

* * + 


Clyde S. Cattrell 
WEIRTON, W. Va.—Clyde 8S. Cattrell, | 

87, founder of Cattrell Motor Co. died Jan. 

> in his winter home in St. Petersburg, 
la. 


57, 
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Bernardus G. Glansbeek 

CLEVELAND.—Bernardus G. (Barney) 
Gilansbeek, an early Ford dealer, died Jan. 
28. He was 72. He opened West Center 
Sales (Ford) about 1915 and later sold 
Auburn and Chandler cars. Mr. Glansbeek 
is survived by his wife, seven daughters, 
37 grandchildren and 18 great-grandchil- 
dren. 

* * * 


Joseph Bloom 
PITTSBURGH.—Joseph Bloom, 55, les 
manager of East Liberty Motors, died Jan. 
31. He also had been a salesman for deal- 
ers in California, 
* * 


* 
Donald T. Bourne 
STRONGSVILLE, O.—Donald T. Bourne, | 
49, president of Don Bourne Pontiac, Inc., 
died Feb. 5 in Berea Community Hospital. 
He became ill while driving home from the 
NADA convention in Miami. 
* . * 


Edward O. Dale 
KINGSTON, N. H.—Edward O. Dale, 71, 
former automobile dealer in Dorchester, 
Mass., died Jan. 29 in Exeter Hospital, 
. * * 


R. B. Wright 
MOULTRIE, Ga.—R. B. Wright, owner 
and founder of Wright Motor Co. (Ford), 
died here, 
* * . 


C, H. Biederman 

CINCINNATI. — Charlies H. Biederman, 
71, former president of Biederman Motors 
Corp., Cincinnati truck designers and man- 
ufacturers, died Feb. 6 in Deaconess Hos- 
pital following a brief iliness. Mr. Bieder- 
man founded the firm in 1920 and during 
World War II the firm made 10 giant 
six-wheel drive trucks a week for the 
armed forces. 

* * 


John J. Burns 

SYRACUSE.—John J. Burns, a pioneer 
in the automobile industry, died Feb. 4 at 
his home. He was an experimental-test aide 
with the late John Wilkinson, inventor of 
the Franklin air-cooled engine. He was 
with Franklin Co, about 25 years, 

* * * 


Robert Wilson Steakley 

CLEBURNE, Tex.—Robert Wilson Steak- 
ley, 70, president of Steakley Bros. 
let Co., died Feb. 2, Mr. Steakley was 
injured in an automobile accident Jan. 26 
and later suffered a heart attack which, 
hospital sources said, was brought on by 
his injuries. 
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Floyd F.. Petersen 
BATON ROUGE, La.—Floyd F. Peter- 
sen, 52, owner and president of Petersen 
Chevrolet Co., died of a heart attack Jan. 
26 while on a business trip to New Orleans. 
* * * 


Alvin Carl Lind 
ST. PETERSBURG, Fila. — Alvin Carl 
Lind, 73, a retired engineer who had spent 
25 years with National Automotive Fibers 
Corp., Detroit, died Feb. 8 in New Port 
Richey. 
* o . 


William 8S, Farrand 
DEFIANCE, O.—William 8. Farrand, 89, 
who helped design and build the first car 
to bear the name DeSoto in 1913,* died 
here Feb. 9. He was in the car-manufac- 
turing business at Coldwater, Mich., after 
se DeSoto Motor Car Co., Auburn, 





Year Peak 


ler Council will open a two-day 
meeting in Detroit Wednesday 
(Feb, 19) to shape into contract 
form the union’s profit sharing and 
other 1958 collective bargaining 
plans. The Ford Council will meet 
March 4-5. 


Working into contract form the 
revolutionary proposals adopted by 
the UAW in a special convention 
last month is the final step before 
they are officially presented to the 
auto manufacturers. 


All of the Big Three contracts 


with the UAW expire on or about 


June 1. 
* = = 


UAW Seen Prepared 


To Talk Short Week 
SARNIA, Ont. — G. E. Grundy, 
president of Studebaker - Packard 
of Canada, last week predicted that 
if automobile union leaders bar- 
gain, they will settle for a discus- 
sion of a shorter work week. 
“There have been demands from 
many quarters for cuts in the price 
of cars and the public knows that 
prices cannot be decreased if labor 
is to get pay increases,” he said. 


Grundy, here on a cross-country 
trip to meet company franchise- 
holders, criticized the UAW for its 
profit-sharing proposals. 

“Canadian labor is opposed to the 
plan,” he said, “The scheme is so 
ridiculous that I cannot come to 
grips with it in my thinking. It cuts 


| completely across the whole prin- 


ciple of risk capital and is counter 
to our economic principles.” 
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Surburbia, 1970— 


Future commuters are travelling downtown from their suburban homes on a smooth, 
coordinated transportation system. They are moving from cars and buses to escalator, 


then to fast transit trains. This system, 


which transportation experts predict will 


alleviate growing traffic congestion, features outlying transit station parking lots, 
terminals for feeder buses and the placing of exclusive rail transit routes along 
expressways. The city-bound passenger can take the bus or be driven to the suburbon 
transit terminal. Or, he can park at the terminal lot. In either case he has solved his 
downtown parking problem. The system was the topic of discussion at a special 
showing in New York of General Electric's motion picture “Millions On The Move,” 


which takes a look at the nation’s past, present and future traffic situation. 





tn, Parley Hears 
Williams Monday 


NEW ORLEANS. — Walker A. 
Williams, vice-president of Ford 
Motor Co., will be the principal 


| speaker at the 2ist annual conven- 


|tion of the Louisiana Automobile 


Dealers Assn. here Feb. 24. 


Other speakers will be Elson G. 
Sims, Vincennes, Ind., whose sub- 
ject will be “The Business of Busi- 
ness is Profit;” William J. Cleve- 
land, NADA regional vice-president, 
and Mayor deLesseps S. Morrison, 
of New Orleans. 
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HELP WANTED | 


GENERAL MANAGER, 34-45. Lifetime op-| 
portunity for ambitious man fully cap- 
able of taking complete charge of 1,000 
new car a year Chevrolet dealership in 
New England. Owner, in same location 
28 years, to semi-retire. Only an honest, 
fair minded gentleman with the will to 
progress need apply. Salary, bonus, long 
term contract. Buy-in opportunity. Look- 
ing for the best—willing to pay the best. 
Photo and full information in first letter 
please. Replies confidential. Box 7943, 
c/o Automotive News, Detroit 26. 


GENERAL MANAGER—Agegressive, hard- 
hitting merchandiser for large Ford deal- 
ership in metropolitan northern New 
Jersey area. Excellent incentive payment 
plan. Box 7929, c/o Automotive News, 








Detroit 26. 


REGIONAL MANAGERS, 
SALES REPRESENTATIVES 
AND INSPECTORS 


Auto Warranty has openings for addi- 
tional men in several choice territories. 
These are unique op unities in the 
warranty field. We offer a dealer the 
most complete coverage of any piss 
available. You pay the claims in the field 
{no waiting for drafts from the home 
office). The oldest insurance company in 
the world insures our claims payments. 
Our President is an automobile dealer- 
distributor, and the officers of the com- 
pany are all experienced automotive men. 
Because of this, our program is designed 
with the dealer's interests in mind, which 
make it a most saleable plan. 


If you would like to work where you can 
offer the best in the field, we would like 
to hear from you. Replies confidential. 


AUTO WARRANTY COMPANY 
1000 Telfair Street 
Augusta, Georgia 


SERVICE MANAGER, 38-45. Must have 
proven ability to organize and take com- 
plete charge of a brand new 35 man 
Chevrolet service department to be com- 
pleted within 60 days. This is one of the 
most modern and fully equipped in New 
England. Must be an honest, fair minded 
gentleman with the will to progress. No 
other need apply. Guaranteed salary, 
bonus, long term contract. Photo and 
full information in first letter please. 
Replies confidential, Box 7944, c/o Auto- 
motive News, Detroit 26. 


WANTED: YOUNG MAN familiar with 
car operation, as active partner in GM 
dealership handling Buick, Opel & GMC 
trucks, Growing college community in 
central Pennsylvania. Box 7939, c¢/o 
Automotive News, Detroit 26. 





HELP WANTED 

SALES MANAGER, aggressive, experienced 
and willing to really work for salary and 
percentage of profit, with chances of 
buying-in, Big two franchise in city of 
one hundred thousand population in 
North Carolina, and with excellent facili- 
ties. Box 7930, c/o Automotive News, 
Detroit 26. 








WANTED — SALESMEN to sell the book 
“‘Auto Costs’’ which features factory 
invoice prices of all 1958 cars and equip- 
ment. Huge demand from auto dealers, 
banks, finance companies and leasing 
companies. High commission—No terri- 
tory restrictions. Write Auto Costs, Box 
224, Dept. B., New York 1, N. Y. 
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PARTS AND SERVICE MANAGER. 
Twenty years’ experience with Chrysler 
products as mechanic, service salesman 
and shop foreman, Want to relocate in 
California, Excellent references. All re- 
plies answered. Box 7913, c/o Automo- 
tive News, Detroit 26. 


AUTOMOTIVE TRADE ASSOCIATION 
MANAGER, Five years’ manager Deal- 
ers’ Association. Auto retail selling ex- 
perience. Age 35—Will relocate. Top 
automotive references, Box 7916, c/o 
Automotive News, Detroit 26. 


FOREIGN CAR SALES MANAGER—Age 
28, married, eight years’ experience fine 
car field as sales manager, general sales 
manager and buyer. Exceptional knowl- 
edge all phases foreign car operation. 
Familiar with B.M.C., Jaguar and Tri- 
umph, Rootes Group, VW, Fiat, Nuffield, 
Morgan, English Ford line and Standard 
Motors, Can supply references, Willing 
to relocate. Box 7876, c/o Automotive 
News, Detroit 26. 


VOLKSWAGEN IMPORTER seeks connec- 
tion with volume operator. Has person- 
ally bought in Germany, knows intricacies 
of buying, importing and merchandising 
in U. 8S. Can show successful operation. 
Will serve as consultant or foreign-car 
manager. Handle Opel or Mercedes if de- 
sired. Fluent German, age 44, married, 
10 years’ successful automotive experi- 
ence in prestige field. Box 7946, c/o 
Automotive News, Detroit 26. 
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POSITION WANTED 


A SALES MANAGER IN THE BOSTON 
AREA: At present I am the sales man- 
ager for a leading, well known GM 
dealer. I have enjoyed the working con 
ditions, privileges, pay scale and rela- 
tions with my present employer for the 
past five years, but am now considering 
a change for personal reasons. My quall- 
fications, that I believe should interest 
a@ prospective employer, are as follows: 
I am 43 years of age, neat-appearing. 


dependable and well mannered. I am 
fully aware of and experienced in all 
duties, responsibilities and obligations 


connected with the title of the position 
mentioned, I will not make a change un 
less I feel that I can operate a dealer 
ship in an ethical, business-like manner, 
profitably and successfully in today's 
market. For further proof of my accom 
plishments and ability, I can refer you 
to my monthly commission statements 
for the past seven years. In the event 
you are interested in my background @& 
possible availability, please contact im 
mediately Box 7931, c/o Automotive 
News, Detroit 26. 


GENERAL OR SALES MANAGER. Age 
32, married, three children. Previous sales 
and sales manager experience. Ten years 
with Chrysler dual. Can hire, train and 
develop sales force to sell at volume 
profitably. Remuneration secondary 
opportunity. Please outline details. Cal 
arrange interview at your convenience. 
Box 7890, c/o Automotive News, Detroit 


26. 


GENERAL MANAGER-SALES MANAGER, 
young—30, plenty of enthusiasm, Light 
years’ experience. Trained by Moore 
Gear Auto Management Co. Box 7932, 








DEALERSHIPS AVAILABLE 


TUCSON, ARIZONA established dealer 
since 1939. Metropolitan trading area, 
225,000. Handling Studebaker-Packard, 
possible Mercedes-Benz, Moderate invest- 
ment will buy out present owner. Write: 
Mrs, Geraldine Erny, 616 North Stone 
Ave., Tucson, Arizona. a 


SELLING COMPLETE SHOP, parts and 
office equipment half price. Also DeSoto 
Plymouth special tools. Krumm Motors, 
Sherman, Texas. Phone: TW 2-8107. 


DEALERSHIP HANDLING FORD in Mis- 
souri, 100 new units. Buy parts @ 
equipment, lease building. $15,000 total 
price, Box 7934, c/o Automotive News 
Detroit 26. 


FOR SALE: Dealership handling Mercury 
in southwest town of 22,000 located o@ 
Mexican border. Potential 150 cars & 
more per year, Buy equipment and parts. 
$20,000 will handle. Nice attractive build- 
ing with good lease. Box 7935, c/o Auto 
motive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


: SELL LUCRATIVE CAPE COD 
dealership due to health, Fine organiza- 

pliant, service absorption. 1957 net 

before dealer’s salary, 40% of in- 
vested capital or $430 per new car sold. 

dealer’s salary, 27% of invested 
capital or $293 per new car sold. In ad- 
dition, business paid dealer substantial 
rent. Buy only parts and equipment. Will 
gell or lease building. You will need GM 
approval and about $30,000 for inven- 
tories and fixed assets, plus working 
cash. Total $40,000 to $50,000. Box 7922, 
¢/o Automotive News, Detroit 26. 


CALIFORNIA DEALERSHIP handling 
DeSoto-Plymouth for sale. Located in 
geaside town with 40,000 trading area. 
You will enjoy the finest in living con- 
ditions, excellent reputation and customer 
joyalty. Small parts inventory, no ac- 
counts receivable or used cars. Price of 
$10,000 includes modern equipment, 
parts, furniture, used car building and 
supplies. Should recover investment in 
one year or less. Favorable lease. Please 
give qualifications and bank references 
in first letter. Box 7945, c/o Automotive 
News, Detroit 26. 


ana 
DEALERSHIP HANDLING FORD in large 
mideastern city. Sales in excess of 1,000 
mew cars per year. Established over 35 

rs. Parts inventory approximately 
$60,000; signs, equipment, etc., approxi- 
mately $10,000. Unnecessary to purchase 
any real estate. Adequate facilities, in- 
cluding used car lot and storage lot on 
advantageous lease. Reason for selling 
inability to obtain adequate management. 
Reply Box 7928, c/o Automotive News, 
Detroit 26. 


DEALERSHIP HANDLING PONTIAC- 
Vauxhall in Florida’s fastest growing 
area 25 miles south of Miami, Trading 
area 40,000 adjacent to permanent air 
force base. Includes equitable lease or 
sale af modern facilities. 
tial as permanent population is rapidly 
increasing. Dealer has other interests. 
Box 7918, c/o Automotive News, Detroit 
26. 


DEALERSHIP HANDLING FORD in 
Massachusetts. Trading area about 20,- 
000. Potential 250-300 units. Excellent 
location which you can lease. No ac- 
counts receivable or used cars to buy. 
Need only buy parts and equipment. 
Must have factory approvai. Reply Box 
7920, c/o Automotive News, Detroit 26. 








FOR SALE: New York suburban dealer-| 


ship handling General Motors. 300 car 
potential. Reasonable rent. Only neces- 
sary to buy equipment and parts. State 
qualifications and available capital. John 
W. Stokes & Co., 1775 Broadway, New 


York 19, N. Y. 

DEALERSHIP HANDLING OLDSMOBILE 
& GMC trucks located in central Michi- 
gan. Grossed over one million dollars 
four years in a row. $25,000 for com- 

plete inventory. Will sell or lease prop- 

erty. Must get approval from General 

Motors. Box 7924, c/o Automotive News, 

Detroit 26. 


DEALERSHIP HANDLING BUICK— 
FLORIDA. One of the best towns in 
Florida, approximately 15,000. Signed my 
first Buick contract in 1929 and want to 
fetire. It will be necessary for you to 
have Buick's approval and sufficient capi- 
tal. In reply give your entire business 
experience and banking references. Box 
7746, c/o Automotive News, Detroit 26. 


DEALERSHIP HANDLING PONTIAC, 
Cadillac and Vauxhall, Fringe deal in 
Metropolitan area in midwest. Fine fa- 
cilities, excellent potential—No blue sky, 
accounts receivable, real estate or used 








Terrific poten- | 


AUTOMOTIVE NEWS, FEBRUARY 17, 1958 


DEALERSHIPS AVAILABLE 


FRANCHISE HANDLING GENERAL MO- 
TORS, central Michigan, Potential un- 
limited. Personal reason for selling. Less 
than $10,000 parts and equipment, Mini- 
mum capital requirement, $20,000. Write 
Box 7940, c/o Automotive News, Detroit 
26. 

DEALERSHIP HANDLING PONTIAC in 
southwestern Ohio. Single city deal in 
industrial city, 350 car potential. Busi- 
ness now in operation, No real estate to 
buy; financial assistance available for 
qualified applicant. Box 7941, c/o Auto- 
motive News, Detroit 26. 


DEALERSHIP WANTED 

FOREIGN CAR FRANCHISE WANTED— 
Large Chicago dealer wishes foreign car 
franchise. Excellent facilities for sales 
and service—Has outstanding references 
on all phases of automobile operation. 
Located on Chicago's largest automobile 
row. Reply Box 7937, c/o Automotive 
News, Detroit 26. 


OPPORTUNITY 


Buy a going, profitable car dealership in 
Ohio. Handling one of the low-priced three. 
Priced a} inventory only. 


Box 7938, c/o Automotive News, Detroit 26, 
Mich. 


—_—_—_—_—_— 


WE’LL PAY CASH for car dealership or 
farm implement dealership, any size, any 
location in state of Ohio, Box 7936, c/o 
Automotive News, Detroit 26. 

WANTED: WESTERN STATES franchise. 
Any size, any price. Cash. Factory ap- 
proved. Replies held in confidence from 
everyone. Box 7923, c/o Automotive 
News, Detroit 26. 


DEALER SERVICES 





LOST ANOTHER 
NEW CAR SALE? 


Did you lose the deal by a few dol- 
lars? Or don't you know by what 
amount you lost the deal? Don't lose 
sales because you're selling in the 
dark—discover your competitors’ costs 
and you'll know the kind of deol it 
takes to beat them! 


Order the 1958 edition of “AUTO 
COSTS"—the dealers’ wholesale cost 
encyclopedia—the authoritative book 
that gives the complete listing of the 
wholesale costs of All 1958 cors, ac- 
cessories and equipment. 


“AUTO COSTS” is priced at $10 per 
copy which includes FREE supplements 
containing all price and model 
changes. Send $10 for the ‘58 edition 
or only $18 for an economy 3-year 
subscription. 


AUTO COSTS 


© Buy Right 





DEALER SERVICES 


Inventory Service 
Buying or Selling a Dealership 
© Sell Right 
Parts—Accessories—Equipment 


©® © A disinterested certified physical 


Call or write for service details. 


Automotive Inventory 
Service Co. 


10040 Freeland, Detroit 27, Mich., WE 3-6445 


CARS FOR SALE 


VOLKSWAGENS AND 
GHIAS 
Wholesale — to dealers 
"57s & "58s — New or Used 


Write or call 
DETROIT CAR CO. 


2614 N. Woodward, Rexel Oak, Mich. 


JOrdan 
2800 Main St., Dallas, Texas 


Riverside 7-1198 


4620 Trumbull, S. E., Albuquerque, 
New Mexico. AMherst 8-2333 


(Will ship to all ports) 


To Doster Only 


Volkswagens 
"57 and ‘58 models 


NEW and USED—FULLY EQUIPPED 


Immediate deliveries from stock and direct 
| shipment from Germany to all ports of 
| the country. Cars in stock can be seen at: 


164-21 Hillside Avenue 
Jamaica, New York 


For direct shipments call 
WaAlker 5-4273-4-5 


West Haven Import & 
Export Corp. 


204 Franklin St. New York 13, N. Y. 





COMPLETE “EXPOSURE” 


AUTOMOTIVE NEWS Classified Advertise- 
ments reach an estimated 156,000 readers, 
engaged in every branch of the avtomo- 


CARS WANTED 


WANTED: '55 to '57 Corvettes. Will pay 


top prices. Call Wink Chevrolet Co., 8209 
Michigan, Detroit, Mich, LUzon 2-5400 
or 2-3644. 


CARS WANTED 
Kind 


Any Year Any 
We have the largest wholesale outlet in a 
high market, Air conditioned cars a specialty. 
Write or Phone 


2201 Westward Bivd. 


Clark Smith 
PHOENIX AUTO AUCTION 
Phoenix, Arizona 
Phone: ALpine 8-5768 


PARTS FOR SALE 


BUICK PARTS WHOLESALER—Our large 


HAVE $6,000 


balanced parts inventory assures you of 
fast delivery when you need it... Any 
order shipped same day received .. . Call 
the Buick number, HUdson 1-1600 .. . 
Bob Auffenberg Buick, Inc., 3345 S. 
Kingshighway, St. Louis 9, Missouri. 
new, obsolete Oldsmobile 
parts. A-1 condition, List upon request. 
L. D. Tate, 320 College St., Clarksville, 
Tennessee. 


PARTS WANTED 





WANTED: Chevrolet and Ford obsolete 


parts for export, 1928 and up. Passenger 
cars and trucks, Send lists for immedi- 
ate orders to: Jack’s Auto Parts, 492 
Main St., Fort Lee, New Jersey. 


TRUCKS FOR SALE 


1957 CHEVROLET 6400, two speed W45 


1 


WRECKER, 


BEAR — TELALINER complete, 


Holmes wrecker, beautiful like 
new. 
brakes, W45 Holmes wrecker; ready to 
go. Write or call Bill Fishel, Vande- 
venter Auto Sales, 717 So. Vandeventer, 


St. Louis 10, Mo. Phone: Franklin 1-1750. 


949 INTERNATIONAL KBS-7, Six-Man 
cab line construction truck. Body, winch 
and tri-pod—perfect condition. Shultz 
Motor Sales, Tiffin, Ohio. 

1950 Ford C-600, 2 spd., 
Holmes body and W3345 Twin boom rig, 
dog legs, towing cradle, twin spots, re- 
volving beacon, fish plates, 8.25 rubber, 
two new tires, four new General recaps. 
Perfect condition, Harrison Motors, Inc., 
Columbus, Indiana, phone: 2-2531. 


SHOP EQUIPMENT FOR SALE 
$1,500. 


body; 





Harden Chevrolet Co., Circleville, Ohio. 


SHOP EQUIPMENT WANTED 


COMPLETE UNDERCOATING MACHINE 


with spray gun and hose, drum type. 
Must be in good condition. Stahl Metal 
Products, Inc., 3490 W. 140th Street, 
Cleveland, Ohio. 


WANTED: Paint spray booth (used). 


Beach Auto Service, 1410 LeGare St., 
Columbia, South Carolina. 


MISCELLANEOUS 


Automatic BraKinG 


THE ONLY BAR TODAY 


wrist action. 9 45 
AND BRAKE HOOK-UP ee 


QUICK-TOW Bumper- 


Towing 


1953 Ford F7—two speed, air 


BLUE ® CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 


DEALERS' SPECIAL (F.O.B. Factory Net) 


$52.35 Fed. Tax included 


THE FAMOUS . 
MOTO-MATIC 


TOW . GUIDE 


Four cat Hook-Up 
DEALERS’ SPECIAL (F.O.8, Factory Nef) 
$44.85 Fed. Tax Included 


e * 
Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's 
“Leaders in the Industry 
Since 1939" 


Canadian Distributors 
FIVE WHEELS, LTD. 
599 Y. St. 

Toronto, 


ss ee eee eee CU 


“How to DOUBLE Your 1 
Used Car Sales!" 1 


The 66 most successful used-car promo- 
tions of all time are outlined in this new 
brochure. Tells how an Alabama dealer g 
put up a sign that brought 3,000 customers 
inside in 5 days; how a postcard sold g 
700 cars for a W ing lot; how a series 
of unusual classified ads costing $3 each § 
sparked a Michigan firm's sales sixfold 
in 2 years; how an lowa dealer, using § 
telephone operators, jumped his turnover 
by 40% in one month! And many more. § 
New ideas are tried daily. Few succeed. 
These are the “cream: the business- § 
stimulating, action-inspiring, sales-produc- 
ing plans that CONSISTENTLY win cus- 
tomers! Here are merchandising s, 
publicity plans, ‘‘tricks of the trade,’ i 
showmanship gimmicks, dramatically pav- 
ing the way to hit the JACKPOT .. . to I 
win customer gratitude . . . to sell higher- 
priced units . . . to create excitement I 
for your cars . . . to save money being 
wasted. OUR GUARANTEE: 25% IN- 8 
CREASE IN BUSINESS IN 90 DAYS, or 
money refunded. i 


I Price: only $2.95. Send today—you can't g 


H. K. Simon Co., Dept. AN-4 
48 Fifth Ave., Pelham, N. Y. 1 














| Box 7942, c/o Automotive News, Detroit 26, Mich. 
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CARS WANTED 


SEVEN PASSENGER CADILLAC limou- 
sines, Ridgway-Baker, Belmont 4-6611. 
2836 N. E. Sandy, Portland 12, Ore, 


Make of Car... 
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GEO. BYERS SONS’ five-story, 165,000 sq. ft. building at 46 E. Town Street is he 
quarters of Columbus’ largest-volume automotive retail Operation. Its polished marh 
facade with distinctive molded brass lettering is a downtown Columbus landmark. 


DeSoto dealer George Byers tells why 


“We've outregistered every other deale 
in Columbus for over twenty years” 


“Aggressive merchandising, a saleable prod- 


uct backed by a forward-looking, human 
factory organization—plus plenty of hard 


work—pretty well sums the reasons for our "ENS he oa ro) i 


success with De Soto,” says George Byers, x 2 TE rat oer PE 
Sr., Chairman of the Board, Geo. Byers a) ee —e 
Sons, Inc, we Ae: . 


*’Teamwork’s essential too. When we took “As my brother Frank, our President, often says, “Good service and customer relations have al 
’ In addition to a good product, De Soto’s under- been paramount in our operation. We now maint 


our De Soto franchise back in 1929 every- standing and willingness to cooperate has greatly the largest service department in Columbus, equi E 
: contributed to the over-all profit of our organization.’ to handle as many as 117 vehicles at a single ti 

one in the organization recognized our 

opportunity, and we’ve all been making the 


most of it ever since. Never a RED year!” 


... It pays to be a 


, e Yay Ws 

- C2 ‘ d 
1) F SO | () ‘This is one of our four centrally-located Columbus ‘Continuous advertising and promotion is essea i 
used-car locations. We have 8 acres devoted to We use everything—direct mail, newspapers, — 


used cars alone, because we believe used-car sales even radio broadcasts from our showroom—to Uie# 


dealer | are as important as new-car sales in our operation. with De Soto’s ffequent local retail promotions.” 
. 





